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SALES TRAINING BULLETIN 


How do you rate on using 
advertising in your selling? 


Answer true or false to the following statements . . . and be honest 
TRUE FALSE 


I’m a very busy man and don’t have any time 


extra sales preces ar d visual aids in my calling. I’m [] [| 


there to sell my products when I make a call. 


One brand is as good as another, what really count 


is my ability to get across sales points about the [] [ 


product. 

It takes considerable time and effort to prepare a use- 

ful mailing list of customers and prospects. Most 

people throw advertising literature in the waste- [] [] 
basket anyway. 

If you answered false to any or all of the above you have a pretty 
good idea of what advertising can do for you and your sales record. 
You know that if you identify yourself with a nationally adver- 
tised brand name, you greatly increase your chances for a sale 
because the customer has been pre-sold with advertising. Your 
customers know that a brand name manufacturer will stand 
behind his product. If you’re using any of the many good direct 
mail pieces supplied by manufacturers, you know that the really 
few pennies it takes to make a call by mail can pay off in the cash 
register with new and repeat sales. A well designed, tasteful mail- 
ing piece will arouse customers’ interest, and sell, or at least pre- 
sell customers on your company and line. 


How do you rate on product information about 
Webster Multikopy Durametric Carbon Paper? 


Answer true or false to these statements: 
TRUE FALSF 


Webster's MultiKopy is a nationally advertised a a 
brand name. 

MultiKopy means more copies from each typing, [1 [1 
more copies from every sheet. 

Premium quality and exclusive features make 


Webster MultiKopy Durametric an economy in the [] 


long run. 

MultiKopy Durametric assures neater, better- CT a 
spaced letters .. . faster typing. 

If you answered true to all four statements you really know your 
product. If not, maybe you can improve your sales by knowing 


more about Webster MultiKopy. It stands to reason that you 
can’t be convincing to a customer, if you aren’t sure of the facts. 


Webster MultiKopy Durametric has the edge over competition 


SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 





F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 
Webster warehouses in New York « Chicago «+ Philadelphia «+ Pittsburgh + San Francisco + Cambridge 
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Office Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


Random Notes VOL. 108 SEPTEMBER’ 1958 | ee 
The Fair Trade law idea dies hard. IN THIS ISSUE 

Opposition forces seem to have been 

quite successful and may prevent oe 20 A Challenge to Management. Leonard Wilcox dares the dealer- 

actment of the Harris bill, H.R. 10527, manager to appraise his own organization—and especially his 


which, according to Herman Waller, 
legal counsel to the Bureau of Education 
on Fair Trade, would legalize resale price 
maintenance throughout the U. S. The 
thought occurs that if strong, national 


efforts to protect prices established on 5 a ’ 
25 How and What to Sell in Duplicating Machines. A thought-pro- 


advertised trademarked products were J ‘ \ 
to be withdrawn because of no legal sup- voking article by A. J. Heyer, a man who knows his subject. 


port, loss leaders as merchandising fac- 
tors would become extinct. With no na- | 27 There's Steady Volume in Rural Trade. The farmer and rancher 


tionally advertised prices to come down afford a rich market for office equipment and supplies. 
from, cut prices and discounts lose theit 
force. The next step could be for manu- 
facturers to discontinue list prices and 
schedule a series of net prices in accord- 


own role in the organization. 


22 Merchandising vs. Service in the Store. Second in a series by 
Harold Jacobsen. 


28 New Format for NSOEA Convention. The complete pre-conven- 
tion story—covering speakers, program, and exhibits. 


ance with volume purchases. It’s a tricky 36 Small Stationer, Too, Can Plan, Decorate Offices. Office plan- 
problem, possibly not capable of a per- | ning and decorating is not the province of the large organization 
manent solution. alone. Here is proof from a small-town stationer. 
. | 
Hardly a month passes without some- = ; : , 
' he were 38 Salesmen Should Be Specialists. One side of a question which 


one in the industry asking, ‘How do you 
get enough editorial material for each 


issue Of OFFICE APPLIANCES, month _—" d ; ; 
fees month. veer in and vear out?’ Odd- 42 Telephone Is Pipeline to Repeat Business. Late summer is the time 


ly enough, the problem is just the re- for calendar and diary repeat business—by telephone. 


verse. Our biggest job is to select, con- 


is leading to pro and con discussion throughout the industry. 





dense and compress from a great mass DEPARTMENTS 
of material so as to stay within the 
bounds of pages available. The result is Accessories of the Month 40 News Notes 
quality and quantity. Each issue averages Advertising Clinic . 133 a a 190 
oy ° = ~ , . > A ointments 140 ourth District 162 
close to 100 pages of editorial matter, td a ; one Fifth District 166 
more than twice as much as any other i a 136 Sixth District 170 
journal in the field. Processing such a “aa Seventh District 174 
‘ 9] f te . | . } tk ‘| le Editorials 16 Ninth District 176 
olume of materiel each month while Pg ae 20! Tenth District 180 
maintaining high staiidards of editorial Mace and There . 14 Thirteenth District 184 
quality requires the full time services of Industry Meetings 88 Fourteenth District 186 
eight people and the part time activity of Industry Nows 108 a Press Time Bulletins . § 
several more In Other Lands 84 4 _ Interiors . 32 
Office Planning ae 
co Letters , 12 
. ae 146 Patents 198 
Bill Gove, vice-president of EMC, was Men on the Move Sales Stimulators 74 
the luncheon speaker on the opening day New Catalogs 80 State of the Industry 18 
, , New Products 44 Wedding Bells 182 


of the annual convention to the National 
Office Machine Dealers Asociation, held 
recently in Milwaukee. Bill burst onto | a Editor and Publisher: John A. Gilbert 


the scene of > ice equipment ¢ \ oe eat mn: ; 
‘ ¢ | the ges ment — (; Dy Editorial Director: Art Director: 
orn ; 5 : = 
supply industry at SUE regiona Q Je Walter S. Lennartson Leonard Schimek 
meetings several years ago as a dynamic %oen®” 
inspirational . speaker whose messages Managing Editor: Service Bureau Manager: 
were entertaining and informatin e. His ‘it Clarence O. Schlaver Richard G. Johnson 
skill at holding an audience is still in the Fy *., 
~ e « 
ascendant. A gem from his recent address @D: Associate Editor: Market Analyst: 
io. @ erre + oe ° 
is, ““The most successful men are those "Scat Robert Minor Peter B. B. Andrews 


who have been willing to do the things 


that other people don’t like to do.” Assistant Editor and Librarian: Herta Breiter 


Changes of address (together with OA label showing old address), and subscription orders or 


# inquiries, should be sent to—Circulation Department, Office Appliances, 600 W. Jackson Bivd., 
lal Chicago 6, Ill. Receipt of ghanges by the 10th of the month will assure correct addressing of 


next issue 
Editorial Director 
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September 1958 
Publisher: John A 


Assistant Publisher: Cha 
Treasurer: R 1M. C 
Circulation Director: Stanley 


Production Manager: R 
e 


OFFICE APPLIANCES was fx 

Patterson and developed thr 

Evan Johnson. 

Published on the 23rd of each 

the month of issue by The Office Apr 
600 West Jackson Boulevard, Chicag 
address: Applico, Chicago. Phone: 
3206. 


APPLIANCES* 


ESTABLISHED 1904: Succeeding and emt 


American Stationer, New York, estak 
the original trade ge serving 
field; Typewriter Trade Journal & 
New York, 1904; The Office, Frank 
1904; The Office Appliance Journa 
1905; Business Equipment Journa 
Office Outfitter, Chicago, 1908; the 
tional Stationer, New York, 1909. 

*The word “appliances” t 
APPLIANCES is used 

tems, devices, product 

applied to an office task 

to a successful conc n 


Advertising Representatives 
New York City: George C. Whe 
and Eastern Manager; Wallace W 


ant Eastern Manager; 100 E. 42nd 
17, N.Y. Phone MUrray Hill 2-2373 


Chicago: Herbert L. Sime, Vice-Preside 
Charles H. Winters, 600 W. Jackson Bly 


cago, Ill. Phone DEarborn 2-3206 


Los Angeles: Robert E. Ahrensdorf, Ja 


man, Stanley Ehrenclou; R. 
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> 
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5720 Wilshire Blvd., Los Ange ot 36, Ca 


WeEbster 8-3881. 


San Francisco: R. E. Ahrensdorf C 26 


St., San Francisco 8, Calif. PI 


SUBSCRIPTION RATES: 
| Year 
United States $3.00 $5 
Canada $3.50 $6 
All Other Countries $6.00 $10.00 


Single Copies: United States, 50c; Cana 


all other countries, 75c. February B 
Issue (Parts | and II), $2.00 


® 
OFFICE APPLIANCES is 


States Patent Office, Washing} 
Copyright: Contents covered by 


by the Office Appliance Co. Entered as 


class matter, July 8, 1905 at 
Chicago, Ill., under Act of Mar 
ditional entry at Mendota, | 


SERVICE BUREAU 


The Service Bureau of Office A 
tained for the exclusive u 
advertis If answers inquit 
field, furn shes name 

supplies and equipment, and 

ing lines, without char 














issue 
... don't miss 


in This 


Leonard B. Wilcox, twice-p 
dent of the NSOEA and a man 


whose judgement is well-ré 


resi 


spected throughout the industry 
spells out the need for manage 
ment to reappraise its position 
within the business framework 
He points out the advantage to 
be gained in this period of 
hard sell’’ economy if the 
owner-operator of a firm will 


take the time to inspect his methods of doing business. M1 


p 
Wilcox offers the comment that there is great obsolescence 
in management methods in many retail firms. He sees 
obsolescence in ideas and store fixtures as well as in man 
agement. He discusses the waste of manpower in many 
organizations as one of many factors which keep a firm 
‘A Challenge to Man 


from showing real progress 


agement’ on page 20 


Dealers all over the country, as 
well as in Canada, Mexico and 
the new state of Alaska, are 
preparing to pack their bags, 
turn the keys over to their chief 
assistants and with the Mrs. in 
tow, head for the Windy City 
They'll find a new NSOEA con 
vention format this year 

streamlined and departmental 





ized in the exhibition areas and 
in the business sessions. On pages 28 through 31, you'll 
find your invitation, the highlights of the program and 
speakers, and an up-to-the-minute listing of exhibitors and 
their booth numbers. There have been quite a few changes 
this year in exhibit spaces, be sure and check the list 
for those exhibitors that are on your “must call’’ sheet 


Next Nionth... 


The Complete Dealer for the first time an exhaustive 
examination of a one-stop operation for all the supplies 
and equipment used in an office begins in the Octobe: 
issue. OFFIC] AP PLIANCES puts its editorial spotlight 
on the complete operation of Latta’s, Inc., Waterloo, Iowa, 
examining management, sales, service, inventory and others 
practices of this progressive company which virtually serve 

as the businessman's department store. Distributed a va 
NSOEA convention, the October issue will also carry cm 


minute details of this Chicago session. 
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Late and Important News for Our Readers 


ASSOCIATED STATIONERS SUPPLY CO., Chicago, ALFRED JENSEN, formerly Pacific district 








has acquired the Will Winnes Co., Inc., 
according to a joint announcement by 
O. Gressens, president of Associated, 
and Milton Pickle, president of Will 
Winnes. Associated will use the com- 
pany’s warehouse and facilities to 
provide improved services for its re- 
tail dealers in an area economically 
accessible from Cincinnati. It was an- 
nounced that Will Winnes Co. will con- 
tinue to be operated strictly as 2 
wholesale operation. 





EARL R. KOCHHEISER, 60, general manager and 


treasurer of the 
Charles Ritter Co., 
Mansfield, Ohio, died 
July 31, after col- 
lapsing at work. Mr. 
Kochheiser spent 30 
years with the com- 
pany along with his 
; father, Harmon W., 
.R. Kochheiser and his son, Charles. 

He was active in NSOEA 
throughout his working years and was 
honored with the presidency of the or- 
ganization in 1949-50. 





EGRY REGISTER CO. has announced the recent 





appointment of Marshall A. Phillips as 
advertising manager. Mr. Phillips was 
formerly assistant director of prod- 
uct development for the company. He has 
anew assistant advertising manager in 
Karl G@. Koehler. Mr. Koehler joined 
Egry upon his graduation from Ohio 
State University. 


JOHN A. MCCUMSEY, for 12 years manager of 


the art and engineering departments of 
the J. K. Gill Co., Portland, Ore., 
died July 23 in a Portland hospital 
following a short illness. Mr. McCum- 
sey was 45 years old at the time of his 
death. He is survived by his widow, 
Lenora; a daughter, Judith Best; his 
mother, Sarah Tabor; and seven sis- 
ters. 


HARRY E. FISCHER has been named advertising 





and sales promotion manager of the 
Eberhard Faber Pencil Co. and has taken 
over his duties at the company's main 
factory headquarters in Wilkes-Barre, 
Pa. He succeeds Fred W. Strickler, who 
has been appointed director of product 
development, a new department of the 
company. 


OA-9/58 


manager for Underwood Corp., retired 
from the business machine company on 
August 1. He joined the firm at the time 
of World War I, and has served as branch 
manager in both Los Angeles and San 
Francisco. 


ROYAL METAL MFG. CO. announced the appoint- 





Walter J. Daily 


ment of Walter J. 
Daily as national 
sales manager. Mr. 
Daily was formerly 
vice-president of 
sales for the F. C. 
Russell Co., and 
vice-president and 
general manager of 
the Lewyt Corp., vac- 
uum cleaner division. 
His move to Royal coincides with a re- 
organization of the company's market- 
ing structure. 





WILSON JONES CO. announced five sales ex- 





ecutive promotions. John H. Behr, Jr. 
has been named to the post of general 
sales manager, Harold Gould has been 
promoted to western division sales 
manager, Ted Myers has been moved from 
Atlanta, Ga. to New York City and named 
eastern division manager, George Rob- 
inson has been named regional sales 
manager in Atlanta, and Roy Martin has 
been named New England regional sales 
manager in Boston. 


NEW EASTERN DEALER MANAGER FOR PHILIP HANO 








Co., Inc. is Robert 
W. Eastwood. Mr. 
Eastwood joined the 
Hano organization in 
1954, and he has 
worked in several ca- 
pacities in the deal- 
er department, and he 
has handled several 


Robert W. Eastwood Special accounts for 


the firm. His new po- 
Sition will involve dealer contacts 
along the eastern seaboard. It is simi- 
lar to a position held by E. David Hink- 
ley, midwestern dealer manager. 


ASSOCIATES OF GEORGIA-HANKS CORP., Bing- 








hamton, N.Y¥., office equipment retail- 
ers, have purchased 4 controlling in- 
terest in the Syracuse Office Supply 
Co., Syracuse, N.Y. Principals include 
Roy R. Hanks, Jack Cahill, and Walter 
Sweeney. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if dept. address is used. 





earnings on a partnership basis. Experience selling office furniture or commercial 
EXECUTIVE AVAILABLE furniture preferred, but more important is the conscientious desire to establish a 
secure future for yourself. Write stating experience and present employment: P. 0 
Box 12207, Dallas 25, Texas 




















































































































9 AAA T C 
5 UR BLE [— ocaliy and nation 
0 na uding Busine Machine 
F r y riginating planned sales SALES REPRESENTATIVES AVAILABLE 
5 mpet t with emphasis on dealina with 
| top manage Vow refer th or West connection. Write 
9 Office / D IF WISCONSIN, MINNESOTA and IOWA need representation, write us. We promote 
6 furniture only, the way you like it promoted. Write Office Appliances, Dept. 189 
3 Chicago 6 
i) R R IN wholesale leve n office furn 
* Jui p and supplies. Ten years in sale: r 
bstantia upon request on your business letter WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — consequently ovr manu 
head. Writ ffice App pt. 2 30 ¢ facturers get results. Can handle one or two additional high grade lines in office 
6 equipment field. Write Office Appliances, Dept. 191, Chicago 6 
SALESMEN WANTED 
OFFICE FURNITURES SALESMAN with long, successful record serving one manu 
~ facturer is available for new connection, preferably traveling in Middle West. In- 
OUTSIDE ALESMAN WANTED for north side off supply store. Wonderfu terested primarily in furniture but will consider any office product of merit. Free 
pportunity for aggressive mar alary and T Write Office Appliance: to take on new line without delay. Write Office Appliances, Dept. 193, Chicago 6 
| ant hiconn ¢ 
LINES WANTED for Southeast by successful salesman, well experienced in office 
H f Y tat alesmen. We established line of rules and furniture and commercial stationery. Qualified to achieve satisfactory results on any 
T-square ng immediate ume business. Write Fairgate Rule Co., Cold Spring major fine sold through dealers. Top references. Write Office Appliances, Dept 
Y 195, Chicago 6 
DE SIRE A ESMAN WITH FOLLOWING among stationery stores in Kansas ADDITIONAL LINE WANTED by salesman working Chicago area calling on sta 
Vebrask yur & Iowa. Complete line of Stationery & office supplies. Can tioners, department stores, cha stores. Interested primarily in working Chicago 
be handled with 1 or 2 other lines. Commi n Ba Write Office Appliances, and vicinity. Can include nearb, localities such as Joliet, Rockford, Milwaukee 
Vept. 153 nicago ¢ Capable of good sales performance. References. Write Office Appliances, Dept. 196 
Chicago 6. 
ALESMAN WANTED: golden opportunity in the 49th State for young, ambitiou 
Fice mact squipment and supply salesman. Drawing and commission, Franchised ROCKY MOUNTAIN STATES: Young, established representative selling office, 
Jealers for Royal, Victor, Dictaphone, Burroughs, Ditto, Gestetner, Friden and school, hotel supply/furniture dealers, department stores . will introduce new 
Steelcase office furniture. Very mild climate. Best hunting and fishing in the world product or build volume with your established line. Write Office Appliances, Dept 
tt St ry, Box 608, Ketchikan, Alaska 200, Chicago 6 
PPORT for trained office furniture and stationer . sm to cal nk MR. MANUFACTURER . Oo yen need sqpreme sapmeaician ie. ie reat 
an ethene aie Bh gy hg A. blished. serves an e, _ vi Mge= Southwest? Furniture, Equipment or supplies. Wel! experienced in all phases with an 
; rr cat Se ent taeeed te Selden cael’ ae es Writ Offic excellent following in Arkansas, Oklahoma, Louisiana, Texas. Complete Sales 
+ Ansiionrs ept. 198, Chicago 6 ' jy ane oem WO rite Ce organization, offering warehouse service with or without sales. Complete coverage 
=. ’ . — with three salesmen. Write Office Appliances, Dept. 206, Chicago 6 
WANTE ALESMAN for a | established Bank Supply 2 ; firm in ' 
= well cotabliched tenttors tu flea Selatan, Gane Ok cae ee SALESMAN TRAVELING Michigan, Indiana, Ohio and Kentucky selling one non-com- 
Poses ' : ee eres ppiiances, Vept. 1% petitive supply line has ample capacity for another in stationery or supply to be 
F , sold to same dealers. A good producer with plenty of initiative, Write Office 
- Appliances, Dept. 208, Chicago 6 
27 SALESMEN AVAILABLE 
MANUFACTURERS’ REPRESENTATIVE covering Metropolitan New York area 
ere a -AR A r 5 1 ! 
FIFTEEN YEARS SUCCESSFUL EXPERIENCE - elling furniture, equipment og veied ees Ga ae ee SS ee 
ystems and stationery. Desire good rural territory with substantial dealer. Best Bilis i : P ; 
references. Write Office Appliances, Dept. 199, Chicago 
91 EXPERIENCED STATIONER desires connection with manufacturer in Chicago area 
63 c MA .~ 2 Experience includes buying, selling, department and store management. Well qualified 
SALESMAN age 42 e sellin desires 0 uri . ’ 
oh Staion once tutare, or saeaperienes, desires to sell for manufacturer to. sell" any ofl progect stationery or furniture Top references. Write Ofice 
I n W relocate if suitable potential is offered ” Write Office Appliances Appliances, Dept. 214, Chicago 6 
ept lé nicago € 
ESTABLISHED MANUFACTURERS’ REPRESENTATIVE can now take on an addi- 
SALES RE tional line. Only interested in high grade manufacturer whose products can be 
PRESENTATIVES WANTED offered to wholesale and commercial stationery and school supply trade in states of 
113 Illinois, Wisconsin and Minnesota. Write Office Appliances, Dept. 215, Chicago 6 
200 cICE OPMENT Cale ’ bh 
09 OFFICE EQUIPMEN ALESMEN WANTED — for a new line of Transparent 
a> Plexigia hair Mats. 15% commission. Item becoming very popular for executive 
= a write Aluminum Marine Hardware Co., Auburn, New York MANUFACTURERS REPRESENTATIVES WANTED 
OPPORTLIINITY TO CEI! KORES MANUFACTURING CORP. (complete highly repeat line of Carbon Paper — 
OPPORTUNITY ELL office specialty. I ke competitiv oduct ter - 
average ng Excellent ome ay B - ee ee <r Inked Ribbons — Stencils — Inks) Offers opportunity in mid-west — south-east 
rei , vaitcbie, Don't auas tiiel White today, Ben Sa Ghewekeea On — south-west territories, Will excellently round out line of well established manu- 
Oh ‘ ; = as ati _ 7 facturers’ representative. Line has become No. 1 seller with most of our present 
: men. Participation in travel expenses to develop new accounts, plus high commis- 
192 sions. Give full details of states covered, lines now handled. Write Kores Mfg 
Re. MANUFACTURER OF TOP QUALITY steel storage cabinets and lockers seeks Corp., 701 Whittier St., New York 59, N. Y 
138 mir mn representation in key states. Warehouse space desirable. Write Office 
- Appliance ept. 194, Chica ; 
noite MANUFACTURERS’ REPRESENTATIVE AVAILABLE 
WILL PAY BETTER THAN AVERAGE commissions to some live wire reps that 


SALESMAN TRAVELING TERRITORY from upper Mississippi River to the Rockies 

é plete ir ta es : is establishing himself as manufacturers’ representative. Will travel Minnesota, 
: plete ve e offer both hot dro i forged an 

225 am thal 4g col: aie phe &, oe oe a — priced = —— Wisconsin, Iowa, Nebraska, the Dakotas, Colorado, Wyoming. Excellent record 

, pg > “et wet Meg SEER SNS WnereNs selling metal furniture and filing supplies. Interested in any line of equipment or 


y know their dealers. Line of scissors and shears for office use is most com- 

















p roperly 200d repeat business. Good wholesaler policy. Prepaid freight f ‘ 
rders. Most territories are open. See me and get set up at the con- supply of merit. Write Office Appliances, Dept. 185, Chicago 6 
vention. Write Office Appliances, Dept. 213, Chicago 6 
PROGRESSIVE well-established sales organization covering the commercial and 
2 rm ‘. wholesale stationers and office equipment dealers from New England to Virginia 
n, or want to live in HOUSTON ALLAS, FORT WORTH, TULSA 
, " . 2A MT . “ seek ! otential ] 

ve » OKI AM Y, and If you want to be home with your family over half the seeks one additional line with growth potential. Write Office Appliances, Dept 


ae 2 
away from home less than half the time—then the Southwest's 202, 100 E. 42nd St., New York 16 


manufacturers’ representative organization has a once-in-a-lifetime 


you. Our prestige furniture and related lines allow you unlimited WANT ADS, Continued on page & 
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WANT ADS, Continued from page 7 





WELL QUALIFIED MAN 
Sold both retail and wholesale 
models. Would like Southern or 
facturers for 20 years. Write 
New York 17 





MANAGERS WANTED 





DISTRICT SALES MANAGER WANTE 
in the steel office equipment j 
River. Qualifications should 
offers excellent opportunity for energet 
ty will include field perv rr 
Write Personnel Director, The H N 





MANAGER for Office Supply 
50% if interested. Write Off 





SALES MANAGER WANTED by 
dealer in central Ohio. Wel! estat 
Real opportunity for right man 
Appliances, Dept. 203, Chicago ¢ 





DISTRICT MANAGER. Due to ext 
man with initiative and sales expe 
Steel Office Equipment and Filinc 
dealers in Territory. Send re 





MANAGERS AVAILABLE 





STORE MANAGER AVAILAB 
and buyer for office supplies, w 
Have capital to invest. Write Office Apr 





SALES MANAGER AVAILABLE 
experience in sales, recruiting 
and equipment lines. Write Off 





PURCHASING AGENT WANTED 





EXPERIENCED MAN IS WANTE 
further details write Office App 





OFFICE MACHINE MECHANICS WANTED 





MECHANICS: Typewriter Adding 
pleasant working conditions. Ca 
fidence. Walter F. Phillips, Phillir 
burg, Penna 





EXPERIENCED OFFICE MACHINE 
Good salary. Leon W. White 





OFFICE MACHINE MECHANIC AVAILABLE 





TYPEWRITER, ADDING SERVICE 
Family, Christian, Reliable, Desire 
Chicago 6 





OFFICE MACHINE MECHANIC 
ice manager. Presently employed 
on Underwood standard and electr 
calculator; Remington and Clary 
ard typewriter. Experienced on 
except Burroughs Location n 
Chicago 6 





OFFICE MACHINE FOREMAN-MECHANIC WANTED 





SERVICE DEPARTMENT FOREMAN 
top man familiar all phases 
perience. Real opening with fast 
and home phone number first | 
Fifth Avenue, San Diego 1 





RETAIL BUSINESS FOR SALE 





COMMERCIAL STATIONERY 
ing Colorado community, pr 
Office Appliances, Dept. 190 





OFFICE SUPPLY & EQUIPMENT 
other competitor. Cannot secure 
$40,000. Write Office Apr 

















LISTS 








FOR 


SALE AND WANTED TO BUY 
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@hor PROTE CTALL is Woing Now 





SAFE SALES EXPERTS 
AT YOUR SERVICE 


Protectal!l Safes field staff of 12 factory- 
trained safe salesmen is prepared to 
help you obtain a larger share of the 
profitable safe business in your market. 


These experts can assist you and your 
salesmen in selling your customers 
proper protection for their vital business 
records, valuables and cash. 


They can help you develop more pros- 
pects for Protectall’s complete line of 
decorator designed, colorful safes. 


Meet these men 
at Protectall’s 
booths 314-315, 
NSOEA, 
September 27 
to October I, 
third floor 


Conrad Hilton 
Hotel, 
Chicago, Illinois 





They are looking forward to the oppor- 
tunity of working with you and your 
salesmen in order to help you sell the 
highly profitable Protectall Safes line. 


PROTECTALL SA FES 320 Fifth Avenue, New York 1, N. Y. 


FACTORY: Hamilton, Ohio DISTRIBUTORS: New York City Chicago Los Angeles Tacoma 





PROTECTALL SAFES ) 220 Fifth Avenue, New York 1, N.Y. 


(0 I want more information on Protectall Safes. 


[] I am interested in a FREE FLOOR DISPLAY. 


PROTECTALL SAFES 


NAME 








COMPANY NAME 





a division of The Mosler Safe Company 
THE GREATEST NAME IN SAFES 


STREET ADDRESS 
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COLUMBIA at NSOEA 





WELCOME... to the COLUMBIA 
‘“Style in Steel’’ exhibit, Room 649, 
Conrad Hilton Hotel! “ 


A. COLUMBIA Files 


B. Nine-to-Five Machine and 
Typing Unit 


C. Secretarial Posture Chair 

D. Senior Executive Swivel Chair 
E. Senior Executive Arm Chair 
F. Side Chair 

G. Swivel Chair (less arms) 

H. Erectomatic Shelving 
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Storage Partitions 
Junior Executive Swivel Chair 
. Junior Executive Arm Chair 
Secretarial Chair 
. Bookcase 
. COLUMBIA/Meridian VII Executive Unit 


ZzzrRze- 


SHOW PREVIEW— On these pages you get a glimpse of the new 
COLUMBIA furniture in our Chicago exhibit. We hope you'll 
come and take a good look—in person. 
There’s a lot going on at COLUMBIA-HALLOWELL that we’re sure you’! want to know about, 
If you can’t make the Show, write us or give us a call. 
COLUMBIA-HALLOWELL Division, SPS, Jenkintown, Pa. 
or SPS Western, Santa Ana, California. 





Jenkintown « Pennsylvania 
Standard Pressed Steel Co. * The Cleveland Cap Screw Co. * 
Columbia Stee! Equipment Co. ® National Machine Products Co. 


© Nutt-Shel Co. © SPS Western © Standco Canada Ltd. ® 
Unbrako Socket Screw Co., Ltd. 
















DON’T Miss™ 


HALF OF THE 


FORMS 
©’ PROFITS 


Get it all with 


Ennis 


Foremost producers 





of quality forms for 
business in the nation 


% 
and better business forms for today’s 
- affice are growing rapidly in demand and 
daily use. You’re missing good profits if 
you'fe missing these sales. Go after them 
with ENNIS! Ennis has the most modern and 
complete facilities for producing ev ery 
needed form . . from the newest to the 
everyday .. gives them to you at competitive 
prices for any job, And remember . . Ennis 
products are sold through dealers .. we’re 
your supplier, not your competitor! 





ts 


. 
Ennis Forms are attractively, durably = 
packaged .. labeled clearly .. the 
= best in the industry! 


EAA 





TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Eastern Factory 
Chatham, Va 


Western Factory 
Paso Robles, Calif 


Offices and Warehouses at 
gham @® Monroe, La. @ Los 
Lovis @ Sanford, Fla 


Branch 
Houston @ Dallas © Waco @ Birmin 
Angeles @® Denver @ St 









Registers 
and 
Register Forms 





Snap-A-Part Forms Continuous Forms 
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- Letters 


_ Readers are invited to express themselves briefly 
" on any subject related to the office equipment 
» and supply industry. Address: Letters Editor, 
_ OFFICE APPLIANCES, 600 W’. Jackson Blvd., 
~ Chicago 6, lll. 


: Thoughts on Regional Convention 
Programs 


Dear Editor: 

Did you ever go to Washington, D. C., attend 
an ordinary movie and pass up the chance of see- 
ing Congress in session or the exhibits at the 
Smithsonian Institution? Likewise, did you attend 
a regional NSOEA convention this year and fail 
to attend the discussion periods, or even take ad- 
vantage of discussing with some of the 200 deal- 
_ ers, sales representatives and manufacturers the 

problems of the industry in which you make your 

livelihood ? 

_ As a new, independent office supply and equip- 

ment dealer and member of two years in NSOE4 
I should like to present some observations and 

views of a small dealer. ’ 
In the two years of NSOEA membership I have 
gained unlimited help from the organization and 

I am sure all members gain proportionately as they 

enter into its activities. For this reason I have not 

failed to attend the national or regional meetings. 

However, the regional assemblies have been dis- 

appointing to me, especially the last one. 

e I found a general lack of attendance so far as 
' dealers are concerned, especially the smaller deal- 
ers. Perhaps the dealer is not aware of what could — 
be of value to him; perhaps he does not feel he 
can afford to attend these meetings, or perhaps 
there has been a lack of attraction to him. On this 
_ last point I might offer a few of my views. 

1. Many small dealers are a man-and-wife type 
_ of business. They cannot both be away for several 
_ days or even one. Therefore, why not devote Sun- 
| day activities to some dealers’ forums and dis- 
cussions / 

' 2. Small dealers and owners cannot always 
afford the tariff required. Make the registration 
fee attractive and proportionate. 

3. Small dealers do not have expense accounts 
paid by someone else. When the social hour ar- 
rives, why not a “coffee bar’ as well as a regular 
bar? I know this is not attractive to the resort 

owner or hotel manager, but our thoughts should 
__ be, “Get the small dealer there.” (Some day he — 
~. may be a big dealer.) 

4. Schedule sport activities at times other than 
the opportune times for manufacturers’ salesmen 
to be with dealers. My feelings on this aré that 
~ Sales representatives would welcome the opportu- 
' mity to be with 100 of their accounts in addition 
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to the making of 100 separate calls or tips in th 
line of selling. 
Rewar:: view is that younger and s 


cussion groups with the older, wiser 
perienced dealers and discuss the 
made and accept the advice that could 





of — size i particular region, 
If enough a aw be att 























discussion : 
would then have ‘more in common. 
dealer could discuss his problems and 
perience to dealers of his class, as w 
er in any class. 

I think dealers want manufactu 
vited to be present at the dealer o 
observers and listeners, and then at 
I think we would all be surprised. 
many things could be decided upon 
stead of taking months of correspe 
going “through channels. . 





regionals are well acquainted with & 
They are successful men and many 
retire. It would be a great loss to 
group not to be in a position to take 
places, but they must be attracted to 
so as to be in a position to carry on 
That some day is getting closer. 

Quintus (CurLy) 
Fredrickson’s Offer Supplies & Equipment, 
Aurora, Hl. : 


et 


Dear Editor: . 
For a long time, all the banks, 
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™DON’T MISS 


HALF OF THE 


FO RMS } . 
BUSINESS». 


Get it all with 


Ennis” 


Plants and Warehouses 
Offering Service to Dealers, 
.. From Coast to Coast! ~ 


a 


ae 





ra 


A} 


ne 


 * 


aan 


Ennis supplies you promptly with any hal 
business forms today’s modern office réquires 
. from the latest Snap-A-Part one-time 
Serbell forms . . register and continuous 
typewriter and billing forins . . tothe full 
range of everyday forms. And; we're always 
your supplier, not your competitor .. Ennis 
products.are sold through dealers. You get the 
best for your. mers at competitive prices.. 


S and the repeats. 









Write today for catalog 
and complete information 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Eastern Factory 
Chatham, Va, 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco © Birmingham © Monroe, La, @ Los 
Angeles @ Denver @ St. Lovis @ Sanford, Fla. © 


} 
| 
| 
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Here and There 





Edisonia Is Hobby 
Of Ward Harris 
In San Francisco 


Ward Harris, president of Ward 
Harris, Inc., exclusive distributors of 
Thomas A. Edison Voicewriters and 
Televoice systems at 555 Market St., 
San Francisco, is the proud owner of 
one of the world’s largest collections 
of Thomas A. Edison's experiments, 
writings and early manufactured 
items. In addition, the personable ex- 
ponent of Voicewriter and veteran 
salesman is an executive trustee of the 
Thomas Alvah Edison Foundation 

A visitor at Harris’ office soon be- 
comes aware of this man’s hobbies, 
which include a geological collection, 
and can listen to records played on 
one of Edison’s early phonographs 
The collection of Edisonia is eagerly 
sought for by exhibitors and Mr. 
Harris has appeared on television with 
part of his almost priceless mementoes 
of the famous inventer. 

In the collection, comprising more 
than 5,000 items are Edison’s second 
experimental phonograph of 1877, 
the first phonograph to come to Cali 
fornia, a recording on tin foil pur 
chased by Woodward’s Gardens in 
1878 at San Francisco, more than 30 
of the experimental light bulbs, prac- 
tically every type of motion picture 
projector manufactured by Edison, 
one of the early motion picture cam- 
eras, Edison’s famous doll ‘‘Mar- 
guerite’” with phonograph inher 
chest, and a pair of ear rings Edison 
had made by Tiffany in 1879 and 
presented by him to wives of men 
who worked with him in experimental 
lighting. 

An interesting counterpart to to 
day’s Voicewriter is Mr. Harris’ dic- 
tating machine, the first used west of 
Chicago and purchased by Firemen’s 
Insurance Co. of San Francisco for use 
by its president in 1892. 

Major part of the collection is 
stored in a vault at Atherton, Calif 

Recently, Mr. Harris gave his 47th 
talk to Rotary clubs on Thomas A 
Edison and his inventions. 


Ward Harris inspects a talking 
movie horn which is part of his Edisonia 


collection. 
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Richard Lewisohn, Jr. 
Heads Group Helping 
United Nations Day 


Richard Lewi- 
sohn, Jr., presi- 
dent of Venus 
Pen & Pencil 
Corp., Hoboken, 
N. J., has been 
appointed  fi- 
nance chairman 
of the writing 
instruments in- 
dustry for the 
United States Committee for the 
United Nations, it was announced by 
Stanley M. Rumbough, Jr., national 
chairman. 

The United States Committee for 
the United Nations, now in its 10th 
year of activity, is a privately-sup- 
ported citizens’ organization whose 
chairman is appointed annually by the 
President of the United States. Work- 
ing through 120 voluntary national 


ree 





Lewisohn, Jr. 


organizations, the purpose of the 
Committee is to 
about the United Nations and to pro- 
mote the observance of United Na- 
tions Day in the United States.” 

Mr. Lewisohn is also president of 
the American Pencil Company, Inc., 
and is a director of the Societe du 


“disseminate facts 


Crayon Venus in Paris, France, and 
Essex Pencil Products Co., Inc., of 
Sacramento, Calif. He is a member of 
the Young Presidents’ Organization. 


Nancy Lou Johnson 
Wins Skate Title 

Miss Nancy Lou Johnson, daughter 
of Mr. and Mrs. Omar Johnson of 
Winthrop, Mass., recently won the 
American Juvenile Girls’ Singles 
Roller Skating Championship in 
Cleveland, Ohio. Mr. Johnson is man- 
ager of the Park Square building store 
of Thomas Groom & Co. in Boston, 
Mass. 


Lee Paddock Named 
To Fund Group 

At the quarterly meeting of the 
New England Travelers Club held 
recently at the Equinox Hotel in 
Manchester, Vt., President Russell 
Paquette appointed Lee Paddock for a 
three-year term on the Armington 
Fund committee. 

The other members of the com- 
mittee are William Driscoll, Guy Hart 
and Nathaniel Blish, the latter serving 
as financial secretary. 

This year on the anniversary of Jim 
Armington’s birthday, July 17, the 
committee donated $100 to the Mor- 
gan Memorial Summer Camp. It is 
the hope of the group that these dona- 
tions in Jim’s memory may carry on 
for many years to come. 


C. C. Penske Elected 
Treasurer of Group 

C. C. Penske, of Meilink Steel Safe 
Co., has been elected treasurer of the 
Toledo (Ohio) Sales Executives Club 
for the 1958-59 season. 
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/ 3 Fan Te ea 
VINYL UPHOLSTERY ENJOY WEAR-FREE/CAREFREE 
DECORATIVE COMFORT WITH 
Art Metal CHAIRS COVERED IN 
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VINYL FABRIC 










NATIONALLY) 
ADVERTISED! 


Millions of Top 
MANAGEMENT. 
READERS 


OF j 


BUSINESS Bi 
WEEK , 


AND 
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IT’S EASIER TO 
SELL TOLEX 
UPHOLSTERED 
OFFICE CHAIRS 
TO PRE-SOLD 
PROSPECTS. 


IF YOU'RE A 

CONTRACT DEALER, 

BE SURE YOU HAVE 
TEXTILEATHER’S 

COMPLETE 

SAMPLE KIT OF 
VINYL FABRICS FOR airs to. 
BUSINESS FURNITURE “90 ietine tre 


Please send me a free sample kit 








for business furniture 


THE GENERAL TIRE & RUBBER COMPANY ° TEXTILEATHER DIVISION ¢ TOLEDO, OHIO 
NAME TITLE FIRM ADDRESS city STATE 
~ acd _ . 
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OA Editorial 


HEN OFFICE APPLIANCES was established in June 
\ \ 1904, the office equipment industry did not exist as a 


cognized entity. Office or commercial stationery was distributed 


The Complete by one pe of merchant, office machines by another, and about 


Office Equipment 


and Supply Dealer 


Pron 
APPLIAN‘ 
a logical 
all thes 


led to the 


= .. 
Th 


90% of all office furniture was sold through household furniture 


} 


stores. Manufacturers and dealers alike avoided contact with 


ompetitors and carefully guarded their trade and production 


I 


secrets 


Through the years the isolated factions began perceiving 
the potential advantages of industrial units and movements oc- 
urred that brought about recognition of the office equipment 


ndustry as a distinct, identifiable segment of the business world 


industrial unity has always been an editorial function of OFFIC! 
ling that from the standpoint of product manufacture, there is 

of separateness, this journal has argued successfully that where 

in the business office there is an obvious unity that has 


office equipment and supply industry, 


this pattern ot progress was in the merchandising phase o! the 


industry. Many three basi types of dealer outlets furniture, machines and 


supplies 
plete Ori 
fice’’ be 


Specialists 


will always 


the su poestt 


Services 
dealers In 
Office I q 


wer 
=<. 


SCV 
dealer 
sulted 


business 


eral manager 


of a complet 


ope rations 
Oc tobc r 


and manag 


and equipn 


Th 
into foc 
presentat 
structure 
ods, and 


supplies 


Obtain 


no small 
the obje 
other d 


wn 


rlapping. In the 20's and 30's descriptive terms such as “com 
ness man’s department store,’ and “everything for the of- 

irts of dealers’ names or were included in advertising slogans 

s or types of products have continued, of course, and doubtless 
the merchandising scheme of this industry. Yet, responsive 


to 


ness potential as well as logic called for dealers to expand thei 
the different kinds of products and materials used in offices, 


area of the country have earned the descriptive title, “Complete 


uipment and Supply Dealer 


months ago OFFICE APPLIANCES began searching for a typical complete 


ireful screening of the many candidates that came under consideration re- 


of Latta’s, Inc., Waterloo, Iowa. The chief executives of the 

itta, Jr., president, and T. Wayne Davis, vice-president and gen 

were willing to permit their company to be used as a typical example 
ealer and provide all of the detailed information needed to describe its 
Their wholehearted co-operation has made it possible to initiate in the 
a series of deeply researched articles revealing the operating techniques 


a “‘complete dealer,” a onc stop source of offic supplies 


will tell why Latta’s, In s a complete dealership, bringing 

history and an int rpretation of the market it serves Subsequent 

will include detailed studies of executive and department management 
promotion and selling practices, buying and warehousing meth- 
handising techniques related to product lines such as furniture, machines, 


equipm nt 


needed to bring the ‘( omplete Dealer” series into being was 
and effort expended was more than worth while in view of 
viding a comprehensive picture of a typical complete dealer that 


use as a pattern from which to adapt or adopt n theirs 


OA-—9/58 








A big, new executive chair 


value from f{Y5fG 





Model 28-STA | 
Retails for only $& 7 25 
(Zohe 2, $71.95)* 


 aee & iit) 


S 
@ It's a red hot sales item this big 
roreliitielat-le](- Mami Merete lel-pe16] (i Oh ® 
posture chair which you can retail! for 
$67.95 with full mark-up! And it's backed 
by the largest full-color ad progran 
COSCO history! Just another big rea 
son why it will pay you to stock 
feature COSCO, the line that offer 
more to offer! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 





| | | 
ee 


28-TA, $59.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 
($63.95)* ($46.95)* ($43.95)* ($21.95)* 


"(Zone 2: Texas and 11 western states) 


- 


COSCO als flers corsparabl: 





State of the Industry 





Ball Point Sales Pass 
300 Million Mark 


Unit sales of mechanical handwriting instruments by 
United States manufacturing concerns registered a gain of 
approximately 10% in 1957 as compared with 1956, while 
the dollar value of the instruments sold remained un- 
changed, according to the Fountain Pen & Mechanical 
Pencil Manufacturers’ Association. Sales of the industry's 
products totaled 412,000,000 units last year as contrasted 
with 376,000,000 units in 1956 

R. A. Lanoie, president of the Lew Mfg. Co. of Provi- 
dence, R. I., and chairman of the Association’s statistical 
committee, reported that estimated actual shipments of 
fountain pens, ball point pens, mechanical pencils and desk 
and dip pen sets increased from 375,926,975 units valued 
at $133,019,938 in 1956 to 412,048,208 units valued at 
$133,112,525 in 1957 

A sharp sales gain was registered by ball point pens 
which rose from 265,875,544 units sold in 1956 to 300,- 
532,798 units in 1957. The dollar value of these units sold 
at the manufacturers’ level rose from $63,513,939 in 1956 
to $67,691,183 in 1957. Sales of mechanical pencils rose 
unitwise in 1957 as compared with 1956, while sales of 
fountain pens showed a slight decline. Mechanical pencil 
sales rose from 64,021,959 in 1956 to 67,753,819 in 1957, 
continuing a three-year trend upward. 

Frank L. King, executive vice-president of the Associa- 
tion, pointed out that the Association's figures were the re- 
sult of a survey involving approximately 65% of the in- 
dustry’s actual factory dollar volume and were arrived at by 
projecting the survey figures. 

“While ball point sales continue to zoom, there is a 
healthy and continuing interest on the part of the buying 
public in quality fountain pens and in mechanical pencils, 
according to Mr. King. 

Estimated 1957 Shipments and dollar values as com- 


pared with those of 1956 are as follows: 
1957 
I ited 
I Tot $ Value 
N Fac y Pric 
I S I f Tax 
Fountain Pens 814.844 $ 43) 
Ball Point Pens { 
Mechanical Pencils { 808 
Desk and Dip Pen Sets Q {3 
Total $ 32 
1956 
Est t 
I t $ Vv 
N t tory Price 
[ » I Tax) 
Fountain Pens 8 } $ 38,237,624 
Ball Point Pens 300, 5 798 7.691.183 
Mechanical Pencils ? . 7 7 
Desk and Dip Pen Sets 504.0 
Total 
Continuing Display 
Helps Push Sale of Globes 
An effective and continuing display of George F. 


Cram Co. globes at Smith & Butterfield’s in Evans- 
ville, Ind. has helped to in ale globes by 
more than 100% in the past several years 
Commenting on the display, E. A. Peterson, presi- 
dent of Cram, says 
“This reflects the policy this progressive store 


so much in keeping with our recommended policy of 
good all-year display. So many store owners do not 
realize that while admittedly globes sell faster during 
the Christmas gift buying season, they have become 
all-year-round sellers if continually displayed in a variety 
of models, styles and prices. 

“There are millions of homes that do not yet pos- 
sess a decorative, informative globe. There is nothing 
that receives more free advertising than a world globe. 
They are seen frequently on television during newscasts 
and as props for other broadcasting settings. 

By a year-round showing, sometimes in a window 
display, the store, at no expense to itself, ties in with 
the general awareness of the desirability of a globe for 
the children and the entire family, for references and 
decorative purposes.”’ 


Mileage Payments Reach 
An All-Time High 


Mileage payments to salesmen driving their own cars 
on company business have reached an all-time national 
high of 8.84 cents per mile, representing a jump of 1214% 
from a year ago when the national average was 7.72 cents 
per mile. 

These figures are disclosed by one of the nation’s lead- 
ing auto fleet leasing firm, as quoted by a NSOEA bulletin. 
The survey disclosed that payments ranged from a low of 
6.5 cents per mile to a high of 11 cents 

Most popular mileage rate was 8 cents per mile, paid 
to 42% of the salesmen covered. Payment of 9 cents or 
more was made to 16% of the total, a gain of 6% from 
the year before. 


Our J. H. Reed Breaks 
Into Bit of Doggerel 


Correspondent J. H. Reed of San Antonio, says, and we 
quote: 
Our brains are tape recorders 
But alas and alack, 
While we all take impressions 
How few can play them back!” 


Typewriter Shipments Hit 
$13.2 Million in June 


During June factory shipments of typewriters amounted 
to 85,454 units valued at $13.2 million f.o.b plant, the 
U.S. Department of Commerce, Bureau of the Census, re- 
ports. Domestic sales of typewriters totaled 86,076 units 
valued at $20.7 million, retail value 


Clarifying Rates on 
Third Class Mailings 


A typographical error in Jack Bedford's Ad Clinic article 
relating to new postal rates on direct mail (August issue of 
OA, page 94) needs clarification. Regular third class postal 
rates advanced from 2c to 3c per piece of direct mail ad- 
vertising on August 1. Bulk rates for third class mail do 
not advance until January 1, 1959, when the rates go from 
the former 11/,c to 2c. On July 1, 1960, rates will advance 


1 
i 


another one-half cent to the top of 21/x per piece mailed. 
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ad: Ralph E. Schneider gives you his safe tips 
in 
ot ( f The Board of The Dine ( Mr absolutely fire-resistant; they’re Underwriters’ 
Laboratory approved. 2) Mosler Record Safes are 
functional, adapt easily to 40 different interior ar- 
. rangements. 3) Mosler Record Safes are modern 
ALS s They blend handsomely with office decor while they 
or pletely protected against loss or damage. That’s wh keep your records within arm’s reach 
, se Mosler Record Safes.” Learn how to rate your safe for safety. Call your 
om ssful businessmen everywhere insist on local Mosler dealer, or write: Dept. 00-000, The 
er Record Safes. 1) Mosler Record Safes are Mosler Safe Co., 320 Fifth Ave., New York 1, N. Y. 
THe MOSLER sare co 
WORLD'S LARGEST 8B LOER F SAFES AND BANK VAULTS * RECOR SAFES FROM $200 
we 
y Oo h e I p yo u sei : « =» «= this full-page Mosler ad 
ed . . , 
l ° 4 ’ 
ri appears in many leading national business magazines. It’s one 


‘its of aseries. In addition, Mosler’s powerfully coordinated national 
advertising program is reaching your customers via radio, 
magazines and newspapers. Start taking AD-vantage today. 


cle And remember, Mosler sales are full profit sales. 


do THE MOSLER SAFE Co. 


Ce World's Largest Builder of Safes and Bank Vaults 
320 FIFTH AVENUE, NEW YORK 1, NEW YORK 
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Office Appliances * September 1958 
HERE is a challenge in today’s ‘‘hard-sell’’ period 
which can be worked to the advantage of every 
intelligent operator of a retail office supply, equip- 
ment or machine business. 

There is a golden opportunity for every owner-oper- 
ator to re-appraise his methods of doing business and 
his role in this business—if he has the urge, the imagi- 

The nation and the courage to look well at himself, to re- 
appraise his methods. 

It has been estimated that while many dealers are 

‘h ad an’ doing well, approximately 40% of the stationers across 
ci r =Se& the country are experiencing difficulty. This was true at 
least in the spring and early summer 

- Business is improving in many areas. There is no need 
period for fear-inspired panic, but it can be truly said that 
many operations, whose existence was justified only by 
the lush period following the war, must either face to- 

day's serious problems or go out of existence. 
offers One thing is definitely true—there is great obsoles- 
cence in management methods in many retail businesses. 


Many companies have been operating with obsolete 
business ideas, obsolete store fixtures and obsolete man- 





A Challenge 
fo Management 


agement for years. Some plans were made 20 years ago 





and that was the last effort. 

— Wile anita Phsers a being paid wd lack of progressive 
; planning might be too high 1n some cases. 
This recession has been unusual. Economic history 
president of NSOEA, spells records that there never was a recession before when 
prices continued to climb—when people had money, but 
wouldn't take it out of the bank. It almost makes one 
out the needs of the feel this so-called recession is not of economic origin. 
People just seem to be fed up with what we sell and 
industry—asking that our present methods of doing business 

It is a terrible indictment of management that we are 
. often willing to settle for something less than the very 
management accepts its best 
At a time when we, as an industry should be planning 
ahead as we never have before, the trend seems to be 


responsibility or watch 


away from true responsibility. This trend must be re- 
y p versed 
business fall bv the wayside. There are two temporary requirements for doing 
R business in times of recession. The first is to operate 
with the greatest efficiency possible, coupled with strict 
economy, to obtain as great a margin of pront as pos- 

a : . sible from the lowered business level 
by LEONARD B. WILCOX Second and perhaps the most important, is to avoid 
impairment of our organizations, so that we may have 
fully trained personnel to move quickly and decisively 


ahead as we recover from the recession 
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Actually it is easier, by proper planning, to make 
important gains in difficult business periods than in 
periods that are not so difficult. 

It is a sacred tradition in our industry that hard 
work, plus more progressive planning than our compet! 
tion, will carve a sure path to success. There is no doubt 
that hard work, coupled with careful planning and 
constant search for better ways of doing business, is a 
good formula for success in any pe riod. 

What can management do? 

Because some of us are prone to follow, year after 
year, those comfortable habits we have accumulated over 
long periods of time, we need to turn our heads and 
look for new vistas, fresh ideas to stimulate our thinking 
and to give us new outlooks. 

We must examine and re-examine constantly, past 
and present policies in the light of tomorrow's needs. 

Great care in management should be exercised to 
make sure volume and profit is brought into the proper 
relationship 


ls Accounting System Adequate? 


A careful study should be made by every dealer to 
determine whether his accounting system is adequate. A 
good accounting system can be developed which shows 
not only ‘‘where we have been’’ and “‘how we are doing 
now,”’ but also “where we are going. 

A good manager needs this material in simple, usable 
form so that he can have the facts necessary to make 
intelligent decisions at all times 

Management can and should make proper adjust- 
ments in inventories to meet existing conditions Carry- 
ing inventories that are out of proportion to net working 
capital, as well as out of proportion to net sales, can 
only be disastrous. Some dealers are finding this only 
too true 

Another important point to watch is carrying an ex- 
cessive investment in fixed assets; in real estate, build- 
ings and equipment. A company that allows itself to get 
top-heavy with so-called fixed assets can be headed for 
serious trouble, especially if those assets delete its work- 
ing capital. 


Is There Working Capital? 

Adequate working capital is absolutely essential for 
the sound operations of any office supply and equipment 
business. Good management will see that it is sufficient 
t all times. 

Management should always watch, not only the gen- 
eral expense items of doing business, but should also 
study carefully the salary schedule the business main- 
tains. Often the payment of excessive salaries and divi- 
dends to management will lead to serious trouble. 

No one wants to take a cut in salary or earnings but 
money cannot be used that is not available for that pur- 
pose. If by any chance, any dealer is taking from his 
business that which is not there, this policy should be 
re-examined at once. 

A very important phase of management is the hiring 
and training of those who might take part of the man- 
agerial load in a business. It is absolutely necessary man- 
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agement plan far enough ahead so that opportunities for 
expansion and profit will not be lost because of a lack 
of this type of trained personnel 

We are all conscious of the necessity for better train- 
ing for those who work and serve with us, but being 
conscious of the problem is not enough. Actually, the 
giving of lip service only to this important phase of 
management ts hurting our industry 

The most costly part of operating our businesses today 
is the utter waste we permit ourselves to make of our 
manpower. We hire good men and women and then are 
apt to let them flounder toward progress rather than 
guide them in that direction. 

If an employee shows responsibility, he should be 
allowed to develop it, under controlled conditions. 


Obsolescence Is Costly 


Obsolesence in methods can be just as costly, just as 
retarding, just as worn out as obsolete machinery. 

Today's business conditions call for a policy of seek- 
ing new slants to old problems. In our search for the 
new and better ways of doing business, it is wise to 
remember that good housekeeping is not just a matter 
of dusting our merchandise, but must extend to every 
phase of our operations. Good, solid, progressive think- 
ing is in order. 

How will we emerge from this present business re- 
cession? Those who have planned and managed well, 
will emerge with flying colors—others who neglected 
to take full advantage of their opportunities, not so well. 

The years immediately ahead will force management 


into new patterns, so the great need will be to foresee 
and forechange. 


_@ As time drew near for 
dealer-managers to leave 
their businesses and 
travel to Chicago for the 
NSOEA Convention, the 
editors of OFFICE ‘ 
APPLIANCES turned to 
Mr. Wilcox for an 
expression of his opinion 
on the role of manage- 
mexut in today’s business 
puture. Away from the 
“shop” for a few days, _ 
the “boss” gets a chance 
to look at his own firm 
and to compare his — 
progress with that of his 
fellow dealers. This then, 
e a good time for ry 


coaibahied put words ~ 
by a man who was twice 
elected to lead the 
national organization of 
stationery and office 
equipment retailers, 


. 





THE “AVERAGE” DEALER| 
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by HAROLD W. JACOBSEN 
<9 E’LL stock your item when our customers 


call for it’’ used to be the answer of most 
stationery buyers to the salesman of a new item or line, 
even in the bigger and better dealers. 

Suppliers say this attitude is not as prevalent today 
as it used to be. But it is still true that a big majority 
of dealers hide their store stock in old-fashioned count- 
ers and drawers. And it is also true that many dealers 
are aware of this outmoded approach to store operations 
but don’t quite know how to go about promoting or 
merchandising their store items, new or old, to get the 
most sales and best return on their inventory investment. 

Education by manufacturers and some wholesalers, 
excellent material from the NSOEA and in OFFIct 
APPLIANCES and other trade magazines, and imitation 


of successful merchandiser m to have turned the 
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Merchandising 


tide, but the change in attitude is decades late compared 
to other retailers. 

Just two or three years ago in a visit to a big-city 
stationer I found on top of the main counter a dusty 
tray of pen points. I saw none of the then comparatively 
new merchandising displays of ball-point pens and 
when I pointed out the anomaly to the aging proprietor 
he said, ‘I don’t sell any ball-point pens — why should 
I display them?” Hardly possible but true! 


In another good traffic location, baskets of twine were 
displayed outside on the sidewalk — and were selling 
but inside were some 1948 calendars (this was in 


55), marked ‘50% off.” 


Lead the Customer to the Store 
In that same city I found a beautifully-fixtured, beau- 
tifully-lighted and expertly-merchandised store and a 
dealer bemoaning the fact that he had spent a fortune 
on his store with no results. The answers seemed to be 
obvious the store was on an off-street, perhaps a 10% 
traffic location in real-estate parlance, and the dealer 
had done nothing by way of advertising or promotion 
to bring the customers to his beautiful store. He proba- 
bly shouldn’t have spent the money in that location 
anyway. 


Admittedly these examples are extremes but are illus- 
trative of the need for education of dealers in the funda- 
mentals of store planning, store lay-out and merchandis- 
ing so that the ‘average dealer’ can compete with the 
department store up the street, the variety store in the 
100% block, the big chain drug store on the corner, 
the mail-order house, the “‘social stationery’ store in 
the shopping center and even the super-market 


But I can hear some dealers at this point saying, ‘He's 
all wet! I can’t and don’t want to compete with them 
why, I get only 10% (or 15, or 20 or 30%) of 
fy business through the store door. I’ve got a place 
in the community, my name on the front and a place for 
my salesmen to bring their customers. What more do I 


want?” 


Is the Store Only a Warehouse? 
But is that all he should want? Should he be paying 
two to three times the rental for street-floor space to use 
it as a dusty warehouse, duplicating his inventory, pay- 
ing store help, if that is all he wants? An upstairs, off- 
center loft location would probably give him the same 
business. 
There is, of course, a choice between a loft loca- 
tion and a store. But if the choice is a store as I 
understand it is with over 75% of dealers that store 


should be exploited to the fullest extent; it should tell 
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vs. Service in 


the community that the stationery store is an important 
suppher of its needs; it should present to the customer 
a selection of the newest and best items for his choice: 
it should draw the customer to the place where he can 
find the know-how of experienced salespeople to help 
him; it should lure him away from the shoddy mer- 
chandise or the easy selection of the conglomerate shops. 

How would you — Mr. “Average Dealer” — like to 
have the Scotch Tape business done by your local five 
and dime store — the stapler and staple business, the 
pen business, the small pack envelope business, that is 
being done by your competitors and they are your 
cempetitors not only for the housewife’s business but 
for that of the businessman and his secretary. Location, 
attractive surroundings, ease of selection, good service, 
all have taken the business from the stationer where it 
belongs because he has not kept up with the times, or 
has been satisfied with the business his outside sales- 
men bring in in good times. 

Or many of you may say you “can’t afford” to moder- 
nize your store. The history of the retail business proves 
that a dealer can’t afford not to do it. Oblivion is the 
final answer if he doesn’t. 


Where to Find Help 

But how can you go about it? Where can you get the 
advice you need? Where can you get the money? How 
do you choose the right fixtures? What merchandise do 
you display, how much of it and where? 

Let’s go at it step-by-step. First on the store itself: 

1. Decide whether your present location is what you 
really want and need. It probably is — because if it 
is “‘average’’ your store is in or near the office and busi- 
ness center even though not in the downtown shopping 
center; it will probably be in a 50-60% traffic location 
but that traffic is almost 100% potential customers; it 
probably has some parking facilities on the premises 
or nearby; it probably has adequate storage or warehouse 
facilities in the basement or upper floors. If you are in 
doubt consult a good store real-estateman, preferably a 
friend, and consider other locations. 

2. If you plan store-front changes (and by all means 
do so), such as a new entrance, open windows, a new 
sign or facade — or interior remodeling, such as a 
lobby entrance, a lower ceiling, new and better illumi- 
nation, elamination of jut-outs, etc., consult an architect 
specializing in such changes. 

3 When you have settled on your preliminary plans 
call in a contractor for a price. Call in two or more 
contractors. Make changes. Then settle on a plan. 

1. If you own the building and need money for your 
changes go to your bank. If you’re solvent he'll be glad 
to tell you how much he will loan you for the improve- 
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the Store 


ments. Pay it off in 5 to 10 years. If you lease go to your 
landlord. He may be so pleased at the modernizing of 
his building that he may pay all or part of the improve- 
ments. If not, he may advance the money to be paid 
back in rental installments. Make sure your lease is long 
enough and firm enough to allow for amortization over 
a long enough period, 5 to 10 years at least. 

5. By all means make sure your store will present a 
new appearance, both outside and inside. Open windows 
are a must! The best illumination you can afford is a 


necessity — consult your local lighting company, which 
will send an expert to help you. A new attractive sign 
— even just a well-painted board — will help tell 


potential customers who you are and what you are. If 
you can’t afford anything else, give your store front a 
coat of bright new paint and keep it clean. 

Having decided on the physical changes and plans for 
your store premises what about the fixturing and mer- 
chandising? Let’s go down the list: 

1. Open, self-service, self-selection, visual selling 
fixtures are the only kind to buy today. With the excep- 
tion of your pens, a// merchandise should be in the 
open, literally nothing in drawers. This has been proven 
in retail store after store and in the stationery industry 
itself. So don’t fall for beauty of fixture or be nostalgic 
about a good, sturdy counter. The fixture that “disap- 
pears” when the merchandise is placed on it is the one 
for you. This goes for the wall-shelving as well as the 
center-of-the-floor island fixtures. But regardless of your 
own feelings or what your friends tell you — ail sta- 
tionery items can and should be displayed in the open. 


Look at All Fixture Lines 

2. Look at a// the fixture lines. There are at least four 
suppliers, including one wholesaler, now specializing in 
selling fixtures to the stationery trade. Find out what 
services they will give you; get layouts from each of 
them; check on what merchandising assistance they will 
give you; get complete prices and learn their payment 
terms — almost all will give you time; compare their 
time-payment terms with your bank's. But do ot make 
your decision on price alone. Determine the features 
you want in your fixtures to sell your merchandise and 
then decide. 

3. Now comes the biggest and most important job — 
what merchandise should be put on the fixtures, how 
much and where? Your wholesaler can help you — 
particularly if you have bought your fixtures from him. 
Visit as many stores as possible that have such fixtures; 
discuss it with these dealers; find out what criteria they 
use. 

In general you will want to display and stock only a 
part of what you sell, perhaps 4,500 items out of some 
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MERCHANDISING .. . continued 


15 or more thousands. You must ft your met 
chandising. Plot the square footage of your entire shel\ 
ing. Locate a specific place for every iten on what 
shelf and the linear footage. Listen to ad but make 
up your own mind based on your ow! x perience But 
pre-plan so that the actual mo in be made practically 
overnight. 

4. While you're doing tl go over your whole in 
ventory. Get rid of old, shopworn, obsolete merchandis« 


Run an ‘alteration’ ‘sale or throw the stuff out if you 
can’t sell it. It not only can do no good on the shelves 

it can do you much harm. Display only fresh and 
clean, new merchandise on your new s and nothing 
else as long as you have them. You'll probably be dis- 


mayed at how much “junk” you have. Get rid of it 


Now the Job Begins 


Meanwhile you will have placed your contracts and 
work will have begun: 

1. Work out a hard and fast schedule with your con 
tractors. Do not close your store for even one hour. It 
can be done and you'll be surprised at the curiosity of 
customers and would-be customers who will follow the 
progress day-by-day. 

2. The actual merchandising chang properly pr 


planned, can be done over a weekend with your own 
crew and the help of the fixture manufacturer. ¢ omplete 
the job before you open on Monday morning 

3. Now plan your opening day promotions. Allow at 


1 
} 


least a month to get the bugs out of your new store 
Experiment with your merchandise and displays. Change 

P ) play 
locations from here to there and back again. But set a 
date for your big “grand opening’ splash 

4. Ballyhoo your opening to the skies. It’s the greatest 
thing that has ever happened to you and 
Let everybody know it! 

Buy as much newspaper space as you can with the 


your customers 


help of your contractors and suppliers a doubk 
spread if possible. Solicit your manufacturers and whole 
saler for help on Opening days for free gifts, for demon- 
strations, for salesmen’s time. Plan to give flowers to the 
ladies, coffee and doughnuts to all. Have th mayor un 
lock your door with newspaper report 
raphers present local radio and 
nouncers, if possible. Buy radio and television time if 


and photog 


levision an 


you can. Have some good bargains to sell. Run a contest 
for customers get everybody's nam iddress and 
business. 


Let Everyone Know 
In other words, whoop it uj so the whole com 
munity knows you're alive 


Now that you have a store that can compete with the 
best — keep it clean, stocked with fresh rchandis¢ 
change your displays, put On seasot il promotions, op 
erate it like the best store on Main Street. You'll be sur 
prised at the results 

The actual buying of tl hand ontrol of in 
ventory, analyses of your s 1 so forth, will be 
covered in early articles. A tips re these articles 


appear however: 
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Don't consider your store a warehouse it’s the 
showplace of the town. 
Aim for a minimum eight-time turn of your store 


inventory. It can be done! 


Don't let your salespeople become clerks they are 
still sales 1 eople Train them continuously through sales 
meetings; ask for help from your manufacturers; use 


all the NSOEA Training Manuals (they're really ex- 
cellent); don’t let your people get stale 


Watch for Shoplifters 

Keep an eye out for shop-lifting but don’t get sick 

ibout it. Train your salespeople, or get experts in, on the 
techniques of watching for it and apprehending thiefs 
The temptation is greater in open display but more 
easily seen if you are alert. 
Keep your store payroll below 10% of your sales 
Do not pay commissions on sales made in the store to 
customers of your outside salesmen. You can’t afford to 
do it and the store is a sales tool for them so they 
should not expect it. 

Advertise within reason a good rule of thumb is 
114% of your sales. Choose your items carefully 
Choose your media carefully. Use all the co-operative 
advertising and allowances you receive or can force 
from manufacturers. Tie in with manufacturers’ pro- 
motions. Hold seasonal sales find out from your 
wholesaler how to really put on a promotion. Don’t 
worry about “‘cutting’’ prices during a limited sale 
it wont hurt you, your competitors Or yOur customers 
It will just bring in extra sales. Don't be stodgy in your 
promotions your dignity will still stand inspection 
‘Schlock”’ up your store a bit, use bushel baskets for 
bargains, streamer your store and windows, mass-display 
your best items. Get help from every source possible. 

Don't use “good will’ or “institutional” advertising. 
Try to make every ad pay for itself in the sales of the 


items you advertise. 


Sell Merchandise 
To sum up, you will now have a store that sells 
merchandise instead of a “headquarters’’ or warehouse 
a store that will bring in customers and to which 
you will do everything possible to attract customers. 
Even your best customer will find you carry items he 
never thought of but now finds he needs. Your cash 
sales will soar (and there’s nothing like cold cash in 
the till to make you feel good). Your inventory turn- 
over will increase. Your payroll percentage will go 
down. Your profits should go up 
You will have a true base from which to operate the 
rest of your business, the less glamorous parts of which 


we will discuss in future issues 


Next Month: 
‘‘Buying—It Can Make or Break You.” 


Mr. Jacobsen will explore the pitfali f buyin hou 
“ry oP ntory, wha y “ld ext ron 
d f , “pplies ind f d ’ d 
indise you bu ’ “y 
4 / / mp d f ivine£ Pa 
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How and What 
to Sell 


erated in the mind of the prospect for the services which 
the duplicator salesman offers that causes the culmina- 
tion of the sale seldom the mere fact that the ma- 
chine offered will make multiple copies and is attractive 


to th ye. 


Machine Knowledge Essential 

Well, given a man with initiative and a true interest 
in duplicating machines, what knowledge is most es- 
sential in order that he do 1 job of selling? First, 
he should be familar with i of the machines on the 
market and understand how they operate. He should 
know the different types of duplicators such as gelatin, 
stencil, and direct process and should be able to sec 
how they may be applied to various kinds of copying 
requircments. 

Most important of all, he should realize their short- 
comings as well as their possibilities for then he will 
be able to render a true service and be able to give his 
customer the most for his money. He will be able to 


by ARTHUR J. HEYER 


vice-president 
The Heyer Corp. 





s 
} in Duplicating Machines 
YO e . * 
The man who can think . . .The man who can place himself in the other man’s 
. . 
shoes . . . The man who can see the application from the user’s stand- 
. . . . . 
s point... That man will find pleasure and profit in sale of duplicating machines. 
) 
if 66 VERY broad topic to cover in a small article,” satisfy each customer, and satisfied customers furnish 
you'll surely say when you read the title, and his best basis for building sales. 
you are right! Many men have devoted the greater part For, chances are, these satisfied customers will come 
; of their lives to selling duplicators and those men to him for supplies and that's worthwhile, for the sale 
if know well that there is no common book of rules that of these supplies adds just that much more profit to the 
will assure the successful sale of duplicators. The uses original sale of the machine. Then too, if they are 
. to which they are placed are wide and varied just pleased with the machine which they purchased they 
j as different as the people to whom they are sold, and will tell their friends. And, leads originated in this 
seldom can the same sales tactics be used in two presen- manner, from one man telling another about the satis- 
ibis faction he has derived from his duplicator, or anything 
But don’t get the idea that selling duplicators is dif- else for that matter, make just about the finest kind of 
ficult because it isn’t, or rather, it isn't to the man who prospects. . 
has initiative. The man who can think, the man who An important point to consider in selling duplicators, 
can place himself in the other man’s shoes and see the or any other type of office equipment, is that you sell 
° applications from the user's viewpoint, that man will a machine made by a reliable manufacturer — one who 
s find pleasure and profit in the sale of duplicating ma- will be in business for many years to come and one who 
< chines. For that type of man is selling more than a is known to stand in back of the products he sells. By 
h duplicator, he’s selling an idea, a service, and the better selecting with care the machines you are going to sell 
, he is able to present this service to the prospect the you will be able to take a load off your own hands, a 
¢ better are his chances of creating enthusiasm on the part load which the manufacturer should rightfully carry. 
of the prospect. And it is usually this enthusiasm gen- : 
h —- , Stand Behind Product 


You want to be able to guarantee the machines which 
you sell, in fact, a guarantee of some sort is almost es- 
sential. But the guarantee needn't be a written one as 
far as your dealings with the manufacturer are con- 
cerned. Your best bet, if you would build solidly, is 
to represent a manufacturer with a reputation, one who 
will replace defective merchandise, and one who will 
be in businses a few years hence, should parts need re- 
placing. 

Although not essential, it is best to confine yourself 
to one or at most only a few lines of duplicating ma- 
chines. You'd be surprised how easy it is to accumulate 
a lot of unsaleable machines by skipping from one manu- 
facturer to another or by taking on each new machine 
that makes its appearance on the market. Try to remem- 
ber that you are not just selling a machine but rather a 
service. And remember that your ability to render a 
good service will decrease when you have a number of 
‘lemons’ on hand which you feel must be sold. The 
sale of these misfit duplicators may return the money 
you invested in them but they surely won't establish 
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SELL DUPLICATING MACHINES .. . continued 


satisfied customers customers who will buy supplies 
from you in the future. 

Take on new machines from manufacturers who have 
a good record for having tried out their new models 
before placing them on the market. Conscientious manu- 
facturers of this type are the ones who take the load 
off your shoulders and allow you to devote yourself to 
whole-hearted and profitable selling. 

In selecting duplicators to sell you should naturally 
first consider performance for that is the main feature 
that will sell considering, of course, that the price is 
right. But another and very important feature that you 
should carefully consider, is simplicity. For your part 
in the sale of a duplicator does not end with the pros- 
pect’ s decision to buy from you. After the transaction is 
completed someone must be taught how to run the ma- 
chine, and the less complicated is the machine you have 
sold the more quickly you will be able to complete your 
part of the bargain by training an operator. It doesn't 
take long to knock the profit out of a sale if you have 
to keep calling back to ‘‘straighten out” the difficulties 
encountered by your student operators. 


Simplicity Saves Service 

Simplicity will protect your profit 2 the service 
angle as well. The fewer and less complic ated the parts 
of a duplicator, the better are your chances of having it 
give a long life of service with little attention on your 
part. The more highly complicated a machine is the 
greater are the chances of its falling oui of adjustment 
and you want to remember that the average customer 
is little interested in the mechanics of the duplicator 
he buys, rather is he interested in the results it produces. 

Few users are suffici ently interest or proficient to 
study the mechanics of the duplicator they have pur- 
chased. Therefore, see that the adjustments which the 
user will be expected to make are few and simple. 
You'll be doing yourself a favor in eliminating un- 
profitable service calls by wisely selecting a simple 
machine to sell. 

Having selected a duplicator, or a line of duplicators 
to sell and having a fairly good working knowledge of 
these machines, let's move to an important part of your 
sales strategy. Don’t undersell or oversell!’’ By this we 
mean sell a duplicator to fit the prospect's requirements 


Find Prospect's Capacity 
Many salesmen make the mistake of not learning all 
of the prospect's possible uses for a duplicator and thus 
lower their chances of selling a larger capacity and more 
expensive machine. Sales resistance increases with any 
material increase in price unless value to the customer 
also increases proportionately 
Your volume of sales will be materially increased if 
you don’t have to continually defend the price you ask 


for your machine. The average prospect is quick to see 
the value of a duplicator as applied to his work and 
most of them will pay the prives asked for a machine 
that truly answers their requirements 


Heckling over prices is seldom encountered if you are 
honestly selling service and convenience. And you'll be 
able to offer these things if you have carefully selected 
the machine you are selling and have studied the pros- 
pect’s applications. If you have made this study you 
will be able to offer the right machine in the right price 
bracket, and sales resistance will be materially lessened. 

Perhaps by now the thought has entered your mind, 


“Why should I handle d pl ators in addition to the 
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other office equipment I offer? Why should I trouble 
myself to learn all that is necessary to successfully and 
profitably sell duplicators?” Well, those are easy ques- 
tions to answer. First and foremost consideration of any 
dealer who takes on a new line is given to the angle of 
profits 

And profits depend to quite an extent on the volume 
of sales. Is there a large enough market to warrant your 
interest? There is, and hundreds of dealers throughout 
the country give daily proof of the fact. 


Uses Are Myriad 


No line of office equipment or office machines can be 
complete if duplicators are excluded. Every business, 
every church, every restaurant, in fact, every walk of 
modern life has occasional or regular use for a modern 
duplicator. And the sad but certain truth is that a great 
many people in the various walks of life know little 
about duplicators. They see the need, naturally, and 
want some sort of machine that will release them from 
the drudgery of manual copying. But only a few are 
familiar with any one duplicator, and even among these 
people there is a surprising ignorance of the methods 
of operation and possible applications. 

Practically everyone, from the smallest child up 
knows considerable about typewriters but this knowledge 
has come as the result of thousands of cumulative im- 
pressions made by typewriter dealers and manufacturers 
over a long period of years. 

Today, as a result, the typewriter industry is the best 
known of the office machine industries in the eyes of 
the layman. A real job of educational selling has been 
done for this industry and the dealers as well as the 
public have greatly benefited by it. A real service has 
been rendered and the buying public knows it. And that 
is just the kind of a service you will offer when you 
handle a good line of duplicating machines. 


Remember Ground Work 

You must do some ground work, admittedly, for few 
duplicators will be sold if you wait until your buying 
public seeks you out. Have a good line to offer, study 
it and its applications, and then go out and seek the 
prospects. They are there waiting for you or some other 
live dealer, to come in and render a service by showing 
them the relief from drudgery you offer them. Profit — 
well the mark-up is there, as good and better than many 
other lines can offer. And best of all, after you have sold 
your first few machines you will find that your profits 
have just begun. 

For then will come into play the one feature that 
sets duplicators in a class by themselves — they must 
have sup plies to be operated and you, if you are still 
ready to render a service, will be the one who receives 
this business. The business is there and it is cumulative. 
It will be a profitable and pleasurable addition to your 
business 


© Those who have read this inter- 
esting and informative article 
through to « ym pletion may be sur- 
prised to learn that it was written 
by Mr. Heyer more than 20 years 
ago, in 1937 to be exact. The basic 
principles of selling a specific prod- 
uct have not changed in the ensu- 
ing period—in fact, the reader may 
ARTHUR J. HEYER as 17d the applications of these prin- 
he appeared in 1937 ciples more important today than 
in the immediate past. 
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in RURAL Trade 


le Howell, manager of Office Supply Co., Las 
Cruces, N. M., has gone after the rural trade in 
his area with great success. 

It all started with keen observation 

When Mr. Howell took over the management of 
this Morris-Harrison operation, he noticed a few ranch- 
ers came in to look and inquire about a suitable file 
cabinet. After listening to the farmer's explanation of 
their needs, Tom decided what they needed was a com- 
bination file and storage cabinet. 

The majority of farmers were complaining their rec- 
ord keeping had outgrown their letter-size manila en- 
velope. And what they thought they needed was a reg- 
ular file cabinet. 

It was no problem to show these rural customers the 
advantages of a combination file. It was ideal for their 
purpose. 

Mr. Howell sold a number of these combination file 
and storage cabinets before he had a request to deliver 
one. As a rule, the ranchers came in prepared to pay 
cash for what they bought. And, as they had a pick-up 
truck at the curb, they did their own delivery. 


Wife in the Picture 

Who had insisted on the purchase of the file cabinet ? 

The rancher’s wife, of course, Tom Howell learned. 
The Mrs. had grown tired of trying to keep track of 
the loose papers and records. 

Furthermore, this Mrs. was equally disgusted with 
her husband using a card table for his desk. Especially, 
since he had moved from the kitchen table to the card 
table in her living room. 

She was going to insist the next purchase would be a 
small desk. And the next time she was downtown she 
was going to see what was available in the local furni- 
ture stores. 

Now, Tom Howell had a number of desks in stock. 
Office desks. And he suggested the Mrs. stop by and 
see what he had in stock. 

Evidently, the Mrs. had an old style heavy built oak 
office desk in mind. And she informed Tom that she 
thought it would hardly harmonize with her living 
room decor. 


Modern Desks Fit in Perfectly 

But Tom Howell had modern desks, desks that 
would add to the attractiveness of any living-room- 
office combination. 

“One of those pretty desks we see in pictures in our 
magazines ?’’ the Mrs. asked. 

Well, it developed that the Mrs. had a neighbor 
who had such a desk in her living room. But it had 
been bought in Los Angeles. And it was so “nice’’. It 
had a top which was mar-proof. And when there was 
entertaining, the desk was pushed up against the wall. 
And the overhanging top made it so handy for enter- 
taining. Wet glasses did not leave a white circle. 

“And it is large and so handy as an office desk.”’ 

It was no problem to sell this Mrs. an office desk 
from stock. But how to reach other potential customers ? 

Office furniture at this store is allened on a huge 
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There’s Steady Volume 





ITS NO TRICK 
to steer a customer 
to a desk display 
on the main floor 
once he has pur- 
chased a combina- 
tion file cabinet 
This is the desk 
which will please 
his wife, even if it 
is used in the liv- 
ing room. 



















SELLING FORMS, 
pictured at the 
right, is an easy 
job with this spe- 
cial display. 


balcony. And to invite these type prospects to walk up 
a flight was very unsuccessful. 
Therefore, Tom made room on his main floor to dis- 


play one desk . . . complete with an office chair, a two- 
piece desk pad set, a calendar and memo pad, and a 
desk lamp. 


Now what else would a typical farmer have use for 
to make his office work more efficient. 

A typewriter? 

Probably he already owned one. 

An adding machine? 

That was #. 

Subsequently, a typewriter table was moved along- 
side, ror an adding machine placed on it. 

Mr. Howell could have placed the adding machine on 
the desk, but remember this was a living-room set up. 
And the desk was being merchandised on its eye ap- 
peal, its utility an accessory to the fact. 

Well, you know how it is. Part time office person- 
nel just don’t know all about the different forms which 
are available. And because of this many sales are lost. 
So .. . Tom had a display of forms built which is easy 
to see and easy to sell from. 

Naturally, Tom could not devote his display win- 
dows to attract the rural trade exclusively. He had other 
merchandise to sell, and other type customers to cater 
to. So he went to soliciting the rural trade with direct 
mail . . . using sales material furnished by the manu- 
facturers. 

Currently, Office Supply Co. is recognized as the rural 
trade’s office supply headquarters. 
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EDWIN H. MOSLER, 
vice-president NSOEA and 
president Mosler Safe Co., 
“The NSOEA Manufacturer 
as I See Him” 
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ARTHUR H. “RED” MOTLEY 
president, Parade 
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PAUL MILLS 

Ora luNnications 
onsultant, Sales Power ( 
New York City How To 
Put SELL Into Your Voice 









NSOEA offers 


First three days devoted to exhibits, 


final two days to business sessions 


EVOTING the first three days entirely to the 
D annual exhibit and utilizing the Grand Ballroom 
in augmented space and departmentalizing of industry 
offerings, the National Stationery & Office Equipment 
Association will this year move into 2 complete business 
session for the final two days. 

Dates of the convention are September 27, 28, and 
29, for the exhibit and September 30 and October 1, 
for the business sessions—the entire industry-keyed 
program to be held at the Conrad Hilton Hotel in 
Chicago as usual. 

The new format is designed to provide larger exhibit 
space, more concentrated viewing time and undisturbed 
attention to the top speakers on the business session pro- 
gram. NSOEA is moving into its 1958 convention with 
confidence of a profitable experience for the expected 
record attendance. 

In presenting a “show case” of industry products, the 
exhibits, departmentalized for the first time, will fea- 
ture the lines of 450 manufacturers in these areas: 

Stationery and office supplies—lower level exhibit 
areas. 

Office machines—Normandie Lounge, grand _ball- 
room foyer and 35 booths in Grand Ballroom 

Office furniture and equipment with related items 

third, fifth and sixth floor exhibit areas and sample 
rooms. 

These exhibits will open at noon on Saturday and 
continue with showings on Sunday and Monday. Final 
hour for viewing of exhibits will be from 5 to 6 p.m. 
on Monday. 

Concentrating for two days on business sessions fol- 
lowing the exhibit viewing the program devotes the 
Tuesday morning sessions to divisional meetings for 
retailers, manufacturers and field members 

In two days, convention attendants will have the 
Opportunity to hear Bennett Cerf, TV panelist and 
president of Random House; William R. Diehl, Jr., 
president of NSOEA; Charles T. Broderick, chief 
economist of Lehman Brothers, New York City; Dr. 
Bertrand Klass, vice-president and director of research 
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CHARLES M. MORTENSEN 
general manager NSOEA, 
will give his impressions of 
the Association 








CHARLES T. BRODERICK 
hief economist, Lehman 

Brothers, New York City, 
[The Business Outlook 





new format, top speakers 


services for Market Planning Corporation, New York 
City; controversial TV interviewer, Mike Wallace; Dr 
Ralph DeArmond Cies, NSOEA research consultant ; Dr 
George D. Heaton, minister and student of human 
relations from Matthews, N.C.; Paul R. Ignatius, vice- 
president of Harbridge House, Boston; Charles M. 
Mortensen, new general manager of NSOEA; Arthur 
H. ‘Red’ Motley, president of Parade Publications; and 
Edwin H. Mosler, Jr., vice-president of NSOEA and 
president of Mosler Safe Co. 


Dr. Schweitzer to Speak 

Dr. George K. Schweitzer, associate professor of 
chemistry at University of Tennessee, will be the guest 
speaker at the Association's Sunday morning non-de- 
nominational service on September 28 at the Eighth 
Street Theater, adjacent to the Conrad Hilton Hotel. 
His subject will be, ““God, Man and the Age of Space.” 

Chairman of the retailers’ division meeting will be 
John Brain, vice-president of NSOEA president of the 
Brain Stores, Omaha, Neb. The subject of transportation 
will be discussed by Frank Cushman, traffic consultant, 
of Sharon, Mass., from the angle of proper classification 
of products, proper selection of carrier and filing of 
claims. A question and answer period will follow this 
presentauion. 

Manufacturers’ division meeting will be chairmanned 
by Vice-president Mosler. The principal feature of this 
session will be a description of his impressions gathered 
at the regional meetings under the title, ‘The NSOEA 
Manufacturer as I See Him.”’ 

Vice-president Herbert S. Morgan, National Blank 
Book Co. representative, will preside over the field 
divisional meeting to be addressed by Paul Mills, oral 
communications consultant with Sales Power Co., New 
York City, on “How to Put SELL in Your Voice.” 

Divisional officials will be elected at each of these 
meetings 

It is the custom to invite the lady delegates to join 
in one of the convention luncheons each year and the 
Tuesday luncheon has been selected for their participa- 
tion. Guest speaker will be Mr. Cerf, who will discuss 
“Changing Styles in American Humor.” 


President Diehl will follow the luncheon speaker 





DR. BERTRAND KLASS, 
research services, Market 
Planning Corp., New York 
City ‘Psychology Applied to 


Retai ing 


DR. GEORGE D. HEATON, 
ninister and educator 
Matthews, N.C., 

Improving Performance by 
Improving Human Relations 





with a report on his year as leader of the association. 
Other Tuesday afternoon speakers will be Mr. Brode- 
rick on “The Business Outlook’’ and Mr. Klass on 
“Psychology Applied to Retailing.” 

Mike Wallace, the controversial TV artist, will pro- 
vide a change of pace with one of his interviews of one 
or more members of the industry as the first item on the 
program Wednesday. 

“Where Do We Go from Here’ is the title of Dr. 
Cies’ “Main St. U.S.A.” study for the remainder of the 
Wednesday forenoon program. Comprehensive informa- 
tion will be covered by a panel consisting of Mr. Mosler, 
Dr. Cies and Paul E. Burbank, NSOEA consultant. 

The Wednesday convention luncheon will be ad- 
dressed by Dr. Heaton on “Improving Performance by 
Improving Human Relations.” Then will follow an out- 
line of the tremendous Hartbridge House project for 
1959, “Sales Management in NSOEA”, presented by 
Mr. Ignatius, who will give details of the five-day 
seminars planned for various sections of the country. 

NSOEA’s new general manager, Charles M. Morten- 
sen, will give his impressions of NSOEA at the end of 
his first three-month period as its executive head and 
based on returns from a questionnaire to the members 
evaluating each of the Association's services. 


Parade Publication’s President Motley will wind up 
the Wednesday afternoon business session with ‘Use It 
or Lose It.” Election of officers will follow. 


Ladies Have Full Program 

On the program for the ladies are reception and tea 
in the Gold Room of the Congress Hotel on Sunday 
afternoon, a luncheon in the Grand Ballroom of the 
Sheraton Hotel followed by a fashion show by Bram- 
son's of Chicago, participation in the luncheon ad- 
dressed by Mr. Cerf, an afternoon bingo party, dancing 
following the annual Tuesday night convention party, 
viewing of a matinee performance of “My Fair Lady” 
and participation in the annual banquet and dance on 
Wednesday evening. 

The convention party will have Merriel Abbot of the 
Hilton Hotels in charge of entertainment. Following the 
show there will be dancing to Norman Krone’s orches- 
tra. 
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FRANK M. CUSHMAN, 
transportation consultant, 
Sharon, Mass., will discuss 
freight classification, selection 
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EXHIBITOR Binney & Smith, Inc 126 
Blackbourn Systems, Inc C-17 
B Aluminum Furniture 
A Co i 
Acco Products, Inc Blaisdell Pencil Co eo 
Division Natser Cort Blue Star Leather Mfg 





Ace Fastener Corp 











Acme Visible Records, Inc. 38-39 ae uplicator Corp ates 
Acorn Products Co. 333W-334W : PT ae 
Adams Brothers Salesbook Roling Chair Co B207-ML20 
Co M73 ~ ae ar Ss 7 
Addo-X inc M4-M5-M6 B Sw tees 
Advertisers Publishing C M70 R ng Mfaq i 379 
Aigner, G. J Co C-22 Bos a ter C-11 €-12 
Airguide Instrument Co 18W Braden Mfa. Co 3 7 
~ k. ae Brade 9g 166 
All Purpose Steel F 7 
Allen, RC Bu Bradley, M n, Co 142 
¢ 4 a Brewer-Titchener Corp 533 
Machines \ Mil Bro-Dart Industrie: 185 
Alliance Rubber Co 4A eae Mikes ta 
Allied Carbon & Ribb Bran ieee a5 wees 
Mfg. Corp 136 ea 
All-Stest ‘Eatomen -_ - Brush, John D., & Co., Inc. 657A 
— , 190-5138 Bulmar Corp 323W-324W 
Alma Desk Co. 504A-505A-507A : ae teay on. Te ane 
Alma Office Machine Corp. M55 Business Efficiency Aids .. 121 
Amber File & Index C 13§ F ” ‘ 
American Binder Co 
Calif. M21 Cc 
—— Carbon Paps Cardinell Cort 99 
g. Co 194 Cardway Corp 327W 
American Crayon Co 10¢ Carter’s Ink Co 58-159 
— Dictating Machir Central Can Co., Inc 122 
0., Inc M Changepoint, Inc 61 
ae ~~ Co a. 2¢ Chicago Desk Pad Co., Inc. 160 
merican Pad & Paper Co. 124 Chicago Lock Co 319W 
— Ribbon & Carbon Clarin Mfg. Co 637A 
0., nc C-9-C-1¢ Clark Keith, Inc 77 
Anco Wood Specialties, Inc. M-68 Ciauss Cutlery Co M52 
Andersor -Hickey Co nc Codo Mfg. Corp 116 
632-637 Cole Steel Equipment Co 
Angler's Co 167 Inc 353 
Applied Research rp M8 Columbia Ribbon & Carbon 
APSCO Products Inc 97 Mfg. Co., Inc 77 
Armnot-Jamestown olumbia Steel Equipment 
Division Aetna Stee Co 649 
Products Corp 343-344-345 Col ur mb an Art Works, Inc. 73 
Arrow Fastener Co., Inc ; , dat ed Business Sys- 
Arrow Rubber Corp M22 tems Ir 184 
Art Metal Construction Convoy, Inc 176 
Co 4-305-30¢6 s0oke & Cobb Division 
Art Specialty Co 113 Wilson Jones Co 90 
Art Steel Sales Corr 37 ¢ Cooks’ Inc 134 
Desk Pad & Cormac Photocopy Corp M34 
ovelty Co Ww Corry-Jamestown Mfg. Corp 
Atlas Stencil Files Cory 3 . 520-521 
Aurora Stee! Product 633 2am eorge Co., Inc. 56 
Autopoint Co 119 Cramer Chair Co 
Avery Adhesive Labe rf ] Inc 609A-611A 
Cross, A. T. Pencil Co 178 
Crysto-Mat Co 368 
8 C-Thru Ruler Co 59 
ushman & Denison Mfc 
BDC Contex Corp. M107-M1 c Inc 2 ts 125-21 
Badger, Inc 313W-314W . 
Bainbridge, Kimpton 
Haupt, Inc ] D 
Bankers Box Co 15-16 Dan-Dee Imports Inc M74 
oe & Merchant 162 Dazor Mfg. Corp 366-367 
arkley, C. L., & Cc 45 Defiance Calendar Division 
Barnes & Noble Inc 55 Wilson Jones Co 91 
Barricks Mfg. Co 613-614 DeJur-Amsco Corp 
Bates Mfg. Co : M91-M92-M93-M94 
Baumgarten, Fred M24 Delta Products Division 
Bausch & Lomb Opt So. M65 Air Acces ories Inc 330 
Beckley-Cardy C 47 Dennison Mfg. Co 3-4 
Bentson Mfg. C a Designcraft Metal Mfg 
Bernard Franklin C W Corp 331-332-333 
Bernay Products Cc C1A Dick, A. B., Co. M36-M37-M38 
erry, Henry, Associat ] ebo old Inc M88 
Best, Richard, Pencil C 144 [ Inc M57 
Bevco-Precision Mfq C Dixon, Joseph, Crucible Co. 89 
‘ or ne Publishing Co ine 28 
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Do e Chair Co., Inc 
604-605-607 
t, Charles, & Co., Inc. 143 
r Company, Inc 141 
D 3. C 658A 
Dorse Equipment Co. 387 
Dorson Corp 165 
Douglas Furniture Corp 633A 
Downey, C. L., Co 13-14 


Durable Metal Products Co 
363-364-365 
175 


Duro Deca! Co., Inc 


E 
Eagle Pencil Co 86 
Eaton Paper Corp 5-6 
Eisen Brothers, Inc 521A 
Ellingsworth Mfg. Co 186 


Emeco Corp .. 325W-326W 
Ennis Tag & Salesbook Co. 195 
Equipto Division 

Aurora Equipment Co. 310W 
Esterbrook Pen Co. . 1-2 
Eureka Specialty Printing 


Co. 30-31 
Ever Ready Calendar Mis. 

Co . 102 
Everlast Products Inc. .. 534A 
Eversharp Pen Co. .... 156-157 
Ezyindex Products Corp. . C-16 

F 


Faber, Eberhard, Pencil Co. 95 
Faber-Castell, A. W., Pencil 
Co., Inc 


Facit Inc M56 
Faultless Caster Corp. << a 
Filex Steel Products, Inc. 

315W- —_ 


Fisher Pen Co. . 
Force, Wm, A., & Co., Inc. 3 
Frankel Carbon & Ribbon 

Co P ace. 
Franklin Metal Products Co 

; C-15 
Fritz-Cross Co . 343W-344W 
Frontier Mfg. Co. 340W-341W 


G 
General Lamps Mfg. Corp. 69 
General Loose Leaf sang 
Inc ° 

General Pencil Co. . 133 
General-Gilbert Corp . M9 
Gestetner Duplicator Corp. . M95 
Geyer-McAllister Publica- 


tions it M29 
Gibson Art Co . 40 
Gift Craft Leather Co ‘ a 


Glad-Mar Products 47 
Globe-Wernicke Co., 18-19- 500 
Goes Lithographing > 105 
Gomanco Inc 311W-312W 
Goodrich, 8. F., Industrial 


Products Co 49 
GR Products, Inc 334-335 
Graff, George B., Co . 129 
Gre gson Mfg Co. 537A 


Guide System & Supply Co 
Inc 
Guniocke, W. H., Chair Co. 
501-502 


H 
Haeger Desk Co 551A 
Hale, F. E. Mfg. Co 
Division Hale Industries 


Inc 548A 
Hali’s Safe Co., Inc 312 
Halverson Products Co., Inc 

M7-M8 


Hamilton Mfg. Corp. 629A-631A 


Hammond, C. S., & Co C-6 
Hanes Chair & Furniture Co 

inc 641A 
Hano, Philip Co., Inc 65 
Harding, Milo, Co M77 


Harrison Home Products Corp 
M 


Harrison Steel Desk & File 


Co 553A 
Harter Corp 605-607A 
Haskell, Inc 361-346-347-348 
Hedges Manufacturing Co. 58 


Hermes Division, Paillard Inc. M9 
Herring-Hall-Marvin Safe Co. 
309-310-311 
Heyer Corp 36-37-M10-M11 
Higgins Ink Co., Inc . 
Hillside Metal Products, Inc 
349-350- — 
Hodgman Rubber Co ; 
Homs, Douglas, Co ‘e 14 
H-O-N Co., The . 20-659A- 7 
Hoosier Desk Co 557 
Howe Folding Furniture Inc. 636 


Hunt, C. Howard Pen Co 17 
Huntington Furniture Corp 
639A-640A 
I 
Ideal School Supply Co 661A 
Ideal System Co 50 
Illinois Lock Co 345W 
Imperial Desk Co 513 
Inca Metal Products Corp. 533A 
Indiana Chair Co 655 
Indiama Desk Co., Inc 655 
Inter-Continental Trading 
Corp . M98-M99 


Interstate Metal Products 
Co 


Invincible Meta Furniture 
Co 657-659 


B | 

J. & J. Tool & Machine Co 

Bela Division 536A 
Jasper Chair Co 505-507 
Jasper Desk Co 546 
Jasper Office Furniture Co. 515A 
Jasper Seating Co 530A 
Jasper Table Co., Inc . 526A 
Jayem Sales Corp. 328W-329W 
Johnson Chair Co 512 


Le 
Kahn, David, Inc 110 
Kamket Corp . 2 
Kay-Dee Co. a | 
Kee Lox Mfg. Co 187 


Ketcham & McDougall, Inc. 169 
Kingsley Stamping Machine 
See . 179 
Klick Leather Goods Corp. C-7 
Koh-I-Noor Pencil Co., Inc. 10 
Kores Mfg Corp 181 
Krayer Mfg. Co., Inc 33 


L 
Labelon Tape Co., Inc. C-9-C-10 
LaSalle Products Company . 612 
Lathem Time Recorder Co 


M100 
Lawson, F 'H., Co 164 
Leathercraft, Inc M41 
Letterex Corp 182 
Linton Pencil Company 134A 
Lit-Ning Products Co 561A 
Little, A. P., Inc 189 


Exhibit Hours 


Saturday— 12 Noon to 9 P.M. 
Sunday— | P.M. to 9 P.M. 
Monday— 9 A.M. to 5 P.M. 
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M 
Majestic Stationery Company 
Penn State Industries 
M16-M17 
Maple Leaf Mfg. C Inc 168 
Marble » © Chair ) 
517A-528A 
Markwell Mfg. Co., Inc 107 
Marnay Sales & Mfg Co 
337W-3 338W-339W 
Marsh Co Felt-Point Pen 
Div 137 
Mason, L. E., C 321-322 
Master Addre C M53-M54 
Master Mfg. Co M43 
Master Products Mfg. Co 
337-338 
Master-Craft Cort C4-C5 
May J. | C inc 120 
McDonald Products Corp. 22-23 
Meier, Joshu >. Inc 62 
Meilink Stee! Safe Cc 359 
Melind, Lou C 123 
Merriam, G. & C., Co 94 
Metal Specialties Mfg. Co. 147 
Metalcraft Products C Inc 
304W 
Metalstand C 336 
Metropolitan } Cut ry Co. . 24 
Miami Syst Corp 79 
Micropoint "lee M69 
Midwest Rotary Maniforms 
Co M48 
Midwestern Mfg. Corp 561 
Milwaukee Chair C 652A 
Mil waukee Metal Furniture 
654A 
M Sonate Stamping Co 
647A-650A 
Minnesota Mining & Mfg 
Co 104 
Modern Office Procedure 560A 
Modern Stee Inc 
301W-302W 
Mohawk Tablet C 174 
Monarch Furniture Co., Inc 
532A 
Moore Busine Forms. Inc 
Rediform Div n 140 
Moore Push-Pin Cc 8 
Morris, Bert M., C 117 
Mosler Safe C 500A 
Murphy Mfg. C 655A 
Murphy-Miller Inc. 373-374-375 
Murray Engraving C 131 
Mutual Products C Inc 84 


Myrtle Desk Co 
502A-5044-505A-507A 


Mystik Adhesive Produ 
Inc Mi4- M15 
N 
National Blank Book C A 
National Carbon Coated Pa- 
per Co C-13 
National Cash Register Co 
M80-M81 
National Fiberstok Envelope 
Co 115 
Neiman Steel Eau ent Co 
Inc 303W 
Nobema Prod Cor 46 
Noesting Pin Ticket Co., Inc 
Nord Mfg. Cert M78-M7 
Norfield Methods & Proced- 
ures, Inc M27 
Norma Penc Corr 118 
Northern St Envelope 
Co., Inc 75 
Nucraft Furniture C 600A 
New-Craft Products Co., Inc 
339-340-341 
°o 
Office, The M3 
Office Appliance C-20-C-21 
Office Covers C M25 
Office Equipment Mfg. Co 
Inc 192 
fFice Product ne 190 
Office Suites, Inc 613A 
Ohio Chair Co., Inc 601-602 
Old Town Corp 121 
Olivetti Corp. of America . M61 
Orna-Metal, Inc 320W-321W 
Oxford Filing Supply Co 
Inc 11-12 
P 
Paper-Mate C 161 
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Parker Pen Co 145-146 
Parker Steel Products, Inc 
371-372 
Peerless Stee! Equipment Co 
522 
Pelouze Mfg. Co M39 
Perfect Rubber Seat Cushion 
Co 180 
Permacel-LePage’s Inc 76 
Photo Materials Co 183 
Pickett & Eckel, Inc 191 
Plan Hold Corp 325 
Plastic Binding Corp M60 
Polar Mfg. Co 509A 
Port Huron Sulphite & Paper 
A) M50 
Port-A-Wal! Office Partitions 
Division of Hemisphere 
Steel Products Corp 
306W-307W 
Posting Equipment Corp 612A 
Precision-Posturect Chair 
Corp 
Division of Precision Metal 
Workers 650A-647A 
Print-O-Matic Co., Inc 
M58-M59 
Protectal! Safe Co 314-315 
Q 
Quality Park Envelope Co 9 
Quartet Mfg. Co M67 


e 
Rand McNally & Co 154-155 
Random House, Inc 64 
Redi-Record Products Co 
M18-M19 
Red-Rope Stationery Indus- 
tries, Inc 3 
Regal & Wade Mfg. Inc. 332W 
Regency Thermographers 
C-18-C-19 
Reliance Penci| Corp 71 


Remington Rand Dealer Sales 
Division of Sperry Rand 


Corp M30-M31 
Replogle Globes Inc 112 
Republic Steel Corp 

Berger Division 509 
Rest-A-Phone Co M28 


Rexbilt Leather Goods, Inc. M63 

Rex-0-Graph 

Division General Binding 
M97 


Corp 
Rex-Rotary Distributing 
Corp M86-M87 
Reyburn Mfg. Co., Inc 93 


Rishel, J. K., Furniture Co. 617A 
Riteform Chair Co., Inc. 301- ~ 
Rite-Line Corp C-1 
Robert John Co 519A-520A 
Roberts Numbering Machine 


Co 
Division of Heller Roberts 
Mfg. Corp 
Robinson Reminders, Inc 57 
Rockaway Meta! Products 
Corp 305W 
Rockwell-Barnes Co 139 
Rogers, W. T., Co 172 
Rogersnap Business Forms, 
Inc M44 
Rovico Inc M89 
Rowles, E. W. A., Co 103 


Royal Metal Mfg. Co 
542A- 544A-545A 


Royal Register Co., Inc 188 
Rubbermaid, Inc C-2A 
s 
Sainberg & Co., Inc 98 
Sanford Ink Co 78 
Schwab Safe Co 561 
Scripto, Inc 152-153 
Seal-O-Matic Corp M49 


Security Stee Equipment 
55 


Corp 
Sengbusch Self-Closing Ink- 


stand Co 85 
Sheaffer, W. A., Co 109 
Shelbyville Desk Co 647 
Shepherd Casters, Inc 656A 


Sight Light—M. G. Wheeler 
Co. 539A 
614A- - 


Sikes Co., ‘Inc 
Site-Filing Co 
Smead Mfg. Co % 
Smith, Charles C., Inc M23 


Smith Metal Arts Co., Inc. 534 
Smith-Corona Inc M103-M104 


Smokador Mfg. Co. Inc 604A 
Smo-King Products, Inc. 336W 
Southworth Co. 72 
Speed-0-Print Corp. 108-M62 
Speedry Products Inc 44 
Spencer Rubber Products Co. 60 
Stacor Equipment Co. . 316-317 
Standard Diary 
Division Wilson Jones Co. 92 
Stationers’ Guild of America 80 
Steck Office Equip 
Division of The Steck Co. M20 
Steel-Parts Mfg. Corp. . 319-320 
Stempel Mfg. Co. .... 326-327 
Stock Forms Co. 
Division Moore Business 
Forms, Inc. . 
Streater Industries, Inc. 369-370 
Stuart Hal! Co., Inc 71 
Sturgis Posture Chair Co 
556A-557A 
Stylex “Seating Corp. .... 335W 
Superior Tabbies Co. M 
Supreme Steel Equipment 
Corp. bade 
Svend Jensen of Denmark 
Inc. . ere 
DO, THB. asc crdives 67 


T 
Taubman, Samuel, & Co. .. C-3 
Taylor Chair Co. coe Se 


Thomas Collators Inc " 
sc mai acai M105-M106 
Thomas Furniture Co. . 549 
Tiffany Stand Co., Inc. 

‘Tops’ Business Forms .. M76 
Transkrit Corp. . . M46 
Triner Scale & Mfg. Co... 51 


Underwood Corp. . C-8-M-84 
United Cutlery & Hardware 
Premeee: GO. « s:csiewwunn 170 
seated Wholesale Stationers 
Co is caters in 618-619-620 


Vv 
V. & E. Manufacturing Co. . 191 
We Gk. Gs ceecnas 3 


Valco, Co 330W-331W 

SS ee 

Venus Pen & Pencil Corp. 
ee 149-150 


Vernon, £ZESs M., "Inc. M40 
Vertifiex Co. . M75 
Victor Adding Machine Co. M90 
Victor Safe & Equipment 
Dealer 
Sales Division of Reming- 
ton Rand 
Division of Sperry Rand 
Corp. .. 151-500 
Visi-Shelf File Inc --s OF 
Vogel-Peterson Co. 547 


Ww 
Wabash Filing sraemin, Inc. 
3 


iecuetak -308 
Wallace Pencil Co. ..... 29 
Ward, John J., Inc. sien 
Waterman Pen Co, ec. .. & 
Watson Mfg. Co. Inc 553 
Wear-Ever Aluminum, Inc. 342W 
Weber Costello Co. . 100 
Weber, F., Co. hae 148 
Webster, F. as Sig pate 7 
Weis Mfg. Co. .... 87 
Welham Metal Products Co., 

RP ee 323-324 
Wells Chale Corp. ....... 352 
Westclox, Division of General 

VPS nc ccsceeden 


Western Mfg. Co. ..... 360 
Westin-Nielsen Corp. .. 621-622 
Wilhold Products Co 
Division of Acorn Adhe- 
sive Co., Inc. ..... 
Wilson Jones Co. . 41 
— Duplicator & Supply 
M1- 
Wood Office Furniture Insti- 
tute 523 
World Publishing Me 5c 173 


Y 
Yawman & Erbe Mfg. Co. 
Inc : . 600 
York Safe & Lock Co . 560 


z 
Zephyr American Corp. . 101-537 





DAILY OA 
to Cover 
Convention 


EWS of new products, con- 
vention activities as they 
happen, and raft of fresh new 
feature stories will be the high- 
lights in the DAILY OFFICE AP- 
PLIANCES convention newspaper. 
Published for the full five days 
of the NSOEA convention, the 
DAILY will once again be on 
hand early each morning for your 
reading pleasure. 

The full editorial staff of OF- 
FICE APPLIANCES will be pres- 
ent to bring fresh news to those 
who attend the five-day conven- 
tion. On-the-spot photographs are 
rushed to the printer to assure 
readers of a full and complete 
daily coverage. 

It is in DAILY OFFICE AP- 
PLIANCES that you find the “To 
and Fro” column which highlights 
the personal side of the conven- 
tion. Here, too, you find “‘Feminine 
Whirl” dedicated to the distaff 
side of the five-day session. 

As added attractions, found only 
in the DAILY OFFICE APPLI- 
ANCES, you get information on 
places to eat, places to visit, and 
things to do in Chicago. 

Because the format of the 
NSOEA convention has changed 
this year, you will get a complete 
summary of these changes. There 
is also a large-size, handy exhibit 
map in the paper which will help 
you to find many of the manufac- 
turers who have moved this year. 
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THE PRESIDENT of the Washington, 
D.C. Permanent Building Association 
does his daily work in this office de- 
signed and executed by W. D. Campbell 
Co., Washington. The desk is from Jas- 
per Office Furniture Co., a No. 3900 
modular in walnut. The chairs are W. H. 
Gunlocke, No. 622R, No. 2687, two No. 
2313 in pirate gold, and two No. 2313 
in pine green. Draperies are Morton Sun- 
dour print in pine green, gold, black and 
ivory. James Lees’ ‘“Scotsmoor’” multi- 
color loop pile carpeting is in beige, 
brown, ivory and spice. The lamp is by 
the Stiffel Co 


THIS CONFERENCE room at the Gen- 
eva Savings & Trust Co. in Geneva, Ohio, 
was designed with the thought of the 
dignity of the organization and the busi- 
ness transacted. Ten “American Banker’ 
chairs by the B. L. Marble Co. surround 
a boat-shaped conference table by Taylor 
Chair Co. A _ reserved-tone carpet en- 
hances the simple richness of the pan- 
eled walls and the senic mural. The in- 
stallation was by the Office Furniture Co. 


of Geneva 
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office 
fo} ToTatalial:| 


e Nobody questions the fact that it takes a will- 
ingness to give added service to capture a large 
and profitable office furniture installation con- 
tract 

But the extra time, energy, and attention that a 
dealer or salesman is willing to give to the cus- 
tomer is often a more critical factor. 

Salesman W. A. McCoy of the McFarland Of- 
fice Equipment Co. in Rockford, III. was willing 
to put forth a full effort once he learned the 
Amerock Corp., cabinet hardware manufacturing 
concern in Rockford, was planning a new plant 
and offices 

Key personnel are called on each week at the 
lant, and it is this way that the contemplated 
move was discovered. Mr. McCoy initiated discus- 
sions with the purchasing agent and office man- 
ger, explaining the important features and ad- 


vantages of the equipment carried by McFarland’s. 


He also pointed out that his company offered a 
complete office planning service to customers. 


The value of a survey was stressed, and while 


a case history 


furnishing the industrial sales 
division offices of the new 


lll. by McFarland Office 
Equipment Co. 





Service is part of planning 


Mr. McCoy could not get the executives to travel 
to the factory, he did have the office manager 
visit the display in his store. This, he admitted, 
was inadequate for showing the possibilities of a 
job of this scope, but he kept working on the idea 
of a survey until permission—on a no obligation 
basis—was granted. 

With this go-ahead, Mr. McCoy called in A. 
H. Sundene, then district manager of the Gen- 
eral Fireproofing Co., and together they worked 
from 5 P.M. to 10:45 P.M. in one evening to com- 
plete the survey. 

The reason for the night work was to avoid dis- 
turbing office personnel and, as well, to avoid 
letting anyone know that the company was con- 
templating new furniture until it was a certainty 
that the program would be carried out. 

A complete survey of the old offices was made, 
and a drawing of the old office floor plan was 
completed. The next step was a conversation with 
the office manager to determine each person's 


function in the office, the location of departments, » 



















Amerock Corp. plant in Rockford, 





A DECISION to standardize all 
desks, and filing cabinets was the 
point won by McFarland’s in dealing with Amerock 
Corp. General Fireproofing was the choice of the cus- 
tomer. The desks are all 60 by 30 Manila tan finished 
with tan ‘“Hila-Plas’’ 
Filing cabinets are Manila tan in color. Chairs are 
aluminum and are dark brown in 


cluding chairs, 


also Manila tan. 





office furniture, in- 


tops and satin aluminum trim 


upholstery. The letter trays are 
haze and the waste baskets are 


OFFICE PLANNING .. . continued 


and the relationship of one department to another. 

With this information in mind, Mr. McCoy had 
the initial layout for the new office underway. He 
started on the purchasing department and _ then 
checked his layout with the office manager and the 
purchasing agent. 

The first thing these gentlemen remarked about 
was the lack of space for additional personnel which 
was part of a plan for future growth. 

At this point, Mr. McCoy performed another serv- 
ice in pointing out that even by using space-con- 
serving furniture, there was little room for expansion 
in many of the office areas. As a result of this revela 


STANDARD FINISHES and colors are evi- 
denced in this close up of one of the office 
areas. Here too can be seen how files and 
lesks are perfectly matched to give a uni 
form appearance to the office design. The 
suggested side-platform machine desks are 


also seen 
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tion, all work was stopped and the plans had to be 
completely redrawn. 

Although this was a service to the customer, the 
end result was a prolonged period of time with action 
at a stand still. It was even indicated that the cus- 
tomer might forget the furnishing program until 
after the new building had been occupied. 

However, Mr. McCoy did everything he could to 
keep the program alive, and when new plans were 
received, he had the customer's plant engineer do 
the layout with templates and specifications supplied 
by McFarland’s. 

To add to Mr. McCoy's difficulties, an outside 
decorator was engaged by the customer, and he never 
had the opportunity to talk to this decorator. Some 
of the recommendations by the decorator (in the col- 
or scheme) would force McFarland’s to secure special 
finishes for the furniture instead of stock merchan- 
dise. This would mean added expense. 

To counteract these proposals, Mr. McCoy had 


to work to point out that fabric finishes recommended 
were not durable for the type of work expected from 
them. He had to explain about the ordering and re- 
ordering of special finishes and the expense involved. 

Such persistence finally paid off in an order when 
the office manager and purchasing agent were satis- 
fied that the suggestions offered by McFarland’s were 
sound. 

Among these suggestions was a study made to 
determine the advantage and disadvantages of certain 
kinds of clerical desks. A side-platform machine desk 
was finally decided upon as the result of this study. 

With the order completed, the furniture was 
shipped from the factory in two trucks and unloaded 
right at the customer's plant by McFarland’s person- 
nel. 

The president of the company personally com- 
mented on the beauty of the office and McFarland’s 
had been informed that many compliments have been 
offered to the customer. 
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by W.A. LESLIE sates manager 


The Book Store, Morgantown, N. C. 


HE stationer serving towns and small cities is 

missing some sweet business if he is not pre- 
pared to plan and decorate offices. A sampling survey 
of the territory we cover revealed intense interest in 
better planned offices with harmonious setting and 
accessories. 

It is not difficult to plan an office. Anyone with 
even a sketchy knowledge of mechanical drawing 
should be able to do it easily. If you lack this knowl- 
edge you probably know an architect who can start 
you on the right track. Few tools are required. A 
sheet of one-fourth-inch cross section paper, steel 
measuring tape, pencils, straight edge, architectural 
scale, compass and office equipment templates are 
all you need. The scale: one-fourth inch equals on¢ 
foot is most frequently used 

If you are doing a large general office you should 
plan it so the work flows smoothly from desk to desk. 
To determine work flow a survey must be made, but 
this is comparatively easy. It is presumed that all 
stationers know the maximum and minimum space 
that should be allowed for aisles, chairs, desks and 
other office equipment 

If you make your plan from customer's blue print 
look out for heating and air conditioning units. 
These units are usually shown on a separate sheet 
of the architect's plans. Spot these units on your floor 
plans or you will get into trouble. Try and anticipate 


the future growth of your customer's business and 





Small stationer, 





plan the office so that space is left for expansion. 

Decoration is not as big a problem as you might 
think. If you have no one in your organization with 
a basic knowledge and appreciation of color and 
design, gct someone to start studying the subject at 
once. Good material is available at libraries and from 
trade associations. 

You can secure the services of a decorator or have 
your manufacturing source help you at first, but it ts 
far better to develop a decorator in your Own organ- 
ization 

It has been our experience that the most important 
point in office planning is to get the plans early, 
preferably before partitions have been erected. More 
often than not, we find after plotting equipment in 
the various areas it develaps that some offices have 
too much space while others have too little. Thes« 
inequalities should be pointed out to your prospec- 
tive customer so that corrective measures can be taken 
at once, saving considerable expense later. Early 
planning permits us to recommend in certain cases 
free standing metal partitions instead of permanent 
partitions 

A better job can be done for our customer if he 
comes to us or we get to him before he sees 
his architect. After we have determined the office 
equipment required and plotted it to scale our cus 
tomer can tell his architect exactly what he will re- 
quire for office space. It is much easier and more 
efficient to build an office around the equipment it 
is to house rather than build an office and then try 
to fit the equipment in it. Our plans are invaluable 
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EXECUTIVE OFFICE, Desk 
ind credenza installed for 
Breeden Poultry & Egg, Inc., 
ire Alma’s 1800 series. Chairs 


rahyde pholstered blended 


nza. Executive pos 
re chair 1s upholstered in 
ging brown Naughahyde 
nd Gros Point to harmonize 
with walnut trim of furni- 
ture. A cool note is intro 
juced in the citron color of 
upholstered side armchairs 
and draperies 


by Gunlocke. Side arm 
irs n persimmon Nau 


th the herry of the desk 


JUNIOR EXECUTIVES of- 

fice at Breeden’s has Yawman 

& Erbe conference desk and 

hairs by Harter. The chairs 
pholstered in flame Nau- 
yde and the color is 

choed in hand-blocked dra- 

i S & 


in plan, decorate offices 


to customers in spotting telephone and electrical out- 
lets in floors. 

Before any planning is done you should have an 
interview with your prospect and determine his 
preferences in color and design. Make suggestions 
if he has no particular design preference, but watch 
out for color. Our reaction to color is highly indi- 
vidual, so work out a decorative scheme with the 
colors 4e /ikes rather than suggest a scheme that is 
currently popular. 

In planning a fine executive office, our prospect's 
hobbies and outside business interests are carefully 


lied. If he is a golf enthusiast we work some of 


stuc 
his trophies into the decorative scheme. If he is a 
fisherman we might suggest a mounted fish or fish- 
ing print. A colorful map might be suggested for the 
office of one who is interested in history. The pos- 
sibilities here are almost limitless, but it is these little 
things that often secure the order. 

We have a source that makes our draperies to or- 
der. Carpets, other floor coverings, and painting are 
done by contractors with whom we have working 
avreements 

We operate a fine gift department in our store, and 
it is a rare thing for us to do an office without selling 
such gift items as decorative clocks. bookends, plant- 
ers, prints, and lamps. 

[here is a real thrill in doing an office that is 
pleasing to the eye, reflects the personality of the 
user, and permits him to do his works with the least 
ossible strain. It is not only thrilling but a prime 
uilder of good will. 


ORIGINAL FLOOR PLAN drawn by The Book Store 
for the Breeden Poultry & Egg, Inc. executive offices 
installation. This shows the use of regular quarter-inch 


grid paper with the desk and chair templates drawn in 
by hand. 
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Salesmen 
should be 
specialists 


by OLDTIMER 


HAVE had a growing conviction for some years 

that the office appliance and stationery salesman has 
been trying to sell so many different items that he can- 
not really do justice to any of them 

This is the age of specialized equipment. There is an 
office furniture suite for every kind of business. There 
are a dozen kinds of typewriters from which to make 
a choice. The number of duplicating devices is increas- 
ing every year. Office forms to meet the demands of 
business — and Uncle Sam have become legion. 

How on earth can a single office equipment salesman 
be well informed and up-to-date on everything the big 
office appliance and equipment firm now handles? 

The answer is: He cannot 

When you expect your salesman to sell whatever the 
potential customer may need, whether it is a new type 
writer ribbon or another filing cabinet, your are doing 
him — and your business an injustice 


Stores Are Departmentalized 

Our stores are today pretty well departmentalized. 
We all have a stationery department. We have separate 
departments devoted to duplicating machines, adding 
machines, typewriters, social stationery, greeting cards 
and what-not. Many of us also have a blue-printing de- 
partment for architects and engineers 

No one man, today, can have more than a smattering 
of knowledge ‘about all of these departments and serv- 
ices. Nor is there much chance that he could ever ac- 
quire more than a smattering. 

For one thing, it would take too long to train him. 
For an employee in training to learn about all of the 
departments — and the 1,000 and one items carried - 
would take years and he would become an unprofitable 
investment long before he could take to the road. 

And, for another, keeping up with the technical ad- 
vance being made would take up too much of his time, 
if he had to study in all of the store’s departments. 

The result is that the all-purpose salesman does not 
possess enough information to be really good with any 
item he is attempting to sell which leads to reduced 
income to him and, of course, reduced sales to the firm. 
salesman. 


It takes time and trouble to train ; 
Why not put this time and trouble to better use 
find out which department he is best adapted to serve 

— and make him a specialist in that particular line? 
When a new man comes in, I think he should be 
“tried out” for a few weeks in each department in an 


effort to see just where he fits into the store organization 


If he doesn’t fit anywhere — well, you can release him 
before you have spent too much on his training. 
The man who, in the course of his ‘‘try-out 
a liking for duplicating equipment, and is especially 
trained in this department, stands a much better chance 
of recognizing the particular needs of a customer, being 
able to sell him the device he needs, and meeting com- 
petition better than the man who tries to sell everything 

in the store. 
The system will work better for every department in 


. shows 


the company. 

The specialist in office forms will be better able to 
advise customers in his department. The typewriter 
specialist will know at once which machine will suit 
the customer best. The man who has specialized in office 
furniture will be able to help an executive select the 
right office suite — or the best posture chair for his 
secretary. 


Salesman Must Stay in Field 

The question then comes up: What happens when 
the office furniture specialist encounters a customer who 
also is in the market for a duplicating machine. 

Should he try to make the sale? 

The temptation to make the try is great perhaps 
almost irresistible. 

Yet he should, in the interest of more sales for the 
firm, turn this customer over to the salesman who has 
specialized along this line. His knowledge is greater. 
His ability to help the customer make the right selection 
is better. And he has perhaps two chances of making 
the sale to one of the less-informed salesman. 

Yet the salesman who “discovered” the sale is cer- 
tainly entitled to part of the commission. 

And the specialist may not want to relinquish this. 

This may very well be the largest insect in the sales 
specialization ointment. 

But if my theory is correct, the system will bring 
about a sufficient increase in sales to warrant a ‘‘split’’ 
in the commission between the man who “‘discovers’’ 
a prospect and the one who completes a sale. 

It will, you see, work both ways. 

For the duplicating machine expert may very well 
find a customer for an office suite the next round 
and so even up the score. 

As I have said, this is an age of specialized equipment 

and only the specialist, who has been carefully 
trained in his particular line, can hope to be a success 
in 1. 


Time Now for Specialists 
So the time has come when the office equipment and 
stationery firm should quit trying to operate with “all- 
around” salesmen and select and train men with some 
specialty in mind. Then they will have more knowledge 
of what they are selling, be able to advise more com- 
petently, and be able to sell more equipment to meet 
the needs of their “expanding economy”’. 
We, as stationers and office outfitters, have been in- 
clined to spread our selling out too thin. 
The time has come to tighten it up with special- 
ized training and selling to match the already specialized 
departments with which our stores are filled. 
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ce Use survey as 
ng 
m 
“ tool in systems 
‘ installation 
to 
ter 
uit 
ice EDWARD KLUMPP of Ecco Business 
the Systems Co., New York, shows a secre 
his tary how to properly utilize a new 
fling system he developed for a cus- 
tomer. A complete survey before mak 
ing any suggestions assured satisfactory 
eld results 
en 
yho 
T HE “survey-approach” to a systems installation drawer was installed, and when the clerks were properly 
aps brings satisfaction to the customer and in turn to trained the results were more than satisfactory to the 
the dealer who has been called in to solve a problem. customer. 
the This, in the opinion of Edward C. Klumpp of Ecco It was at this point that still another problem was 
has Business Systems Co., New York City, is how he was brought to Mr. Klumpp’s attention. Another area, be- 
eer. able to satisfactorily install a filing system in the sales cause of a recent installation of Friden Flexowriters, re- 
on service department of Food Machinery and Chemical quired even more careful study. 
Ing Corp., Chemicals division, New York City. These machines transmitted, by wire, orders to the 
In his survey, Mr. Klumpp learned that Lyle Cher- various plants. The company maintains a price record 
seal bonneau, assistant sales service manager, was responsible card for each customer and for each product. At any 
for the proper co-ordination of orders between the sales given time the sales service order department can tell 
; department and Food Machinery’s customers. and quote the up-to-the-minute selling price on any 
—_— His department, consisting of a battery of pricing product to a customer or a salesman. 
clerks, order clerks, and typists, must have all the neces- ' In order to speed up the typing of these orders, the 
ring sary information at its finger-tips to properly prepare the Flexowriters were installed. They automatically prepare 
ylit orders which become the basis from which plants in a punched tape of every order written. In many ar 
ond Carteret. N. 1. Sout Chadaen W. Va. Lees. stances, where contracts are involved, the data are repeti- 
Kan., and Pocatello, Ida., proc eed with manufacturing tive, except for a change in the date. 
and shipping Tape Filing Was Problem 
well Each morning sales orders and salesmen’s call reports This tape was then filed with a price record card for 
| are received in the New York office and are edited and future orders. It created a storage and filing problem. 
reviewed. One of the problems facing Mr. Cherbonneau | To solve this problem, Mr. Klumpp arranged for con- 
sal was the length of time it took to locate and pull papers ferences between Mr. € herbonneau and his staff and the 
Fully from the file which enables his staff to carefully check printing and binding department of Ecco. Together they 
cess the salesman’s order with the history of each customer designed a card with one side partly folded over and 
as kept in the files. glued to create a pocket sleeve into which the tape could 
be inserted. 
slists Speed Is Essential This meant the tape can be removed, when needed, 
and Recue rs ee ee ee and easily replaced when it has served its purpose. } 
all a —_— On the card is recorded the entire historical record of 
oie 8.57 place 9 7 customer “ge The panne 2 = ed the customer pertaining to products ordered. 
ALU u sp 4 « re « j ) y " + , 
edge pa nage Pega. pire Bae preie eain via To find this card was the next problem, so once again 
ae. Ome yi se Mr. Klumpp suggested the use of Site-Filing equipment. 
ann question raised was, “How do we do it? He pointed out that the straight-in-line visibility and 
[In this particular instance, Mr. Klumpp recommended locked-in-place method of filing would make it easy for 
ie the use of Site-Filing equipment as a solution to the fil- the clerk to locate the price record card, with the tape al- 
ing problem. He pointed out that clerks working with ready attached. His explanation and the workability of 
) these folders could increase their filing speed, and he the system again proved satisfactory 
sd was willing to demonstrate that the possibility of ‘‘mis- In conclusion, Mr. Klumpp stated that he took ad- 
IZCA 


hiles’’ could be reduced by 90%. 
This was good enough for the company, so a trial 





vantage of the manufacturer's know-how to help with 
the installation. 
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1. Designed by Paul McCobb, thes¢ 
units by Gift Craft Leather Co. ar 

a blend of leather with brass o1 
aluminum. They are stvled to show 
off a contemporary office to 
advantage, but can be used in a 
variety of other settings. Prices ran 


Wy 
= 











accessories of the month 


2. The “Barclay” line of co-ordinated desk 
accessories features a leather-typ 
bonded to heavy-gauge steel. Colors var 
and the emblems are embossed and lac Des Kk sets = re. rik 
brass, either in initials, a coin desir Pp 
or a bow-knot bouquet. From t! 
Beckhard Line. 










3. Inexpensive open stock 
desk accessories ar 
offered by Star Office 
Accessories Co. These 
items, made of a crushed 
leather composition 
material, range in price 
from $1 to $3. Assorted 


colors are availabl 


in turniture. These 
units, offered by 
Artistic Desk Pad & 
Novelty Co., lend 
themselves to many 


e settings 


1 
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6. These are only a few of the units now 
available in the “Decorator” collection of 
desk accessories which will be shown by 
Smith Metal Arts Co., Inc. at the coming 
NSOEA exhibit. Metal is aluminum with a 
polished to perfection” finish. Black leather 
and linoleum are used for contrast 





5. Gold-tooled leather is a perennial favorite of the executive 


Chicago Desk Pad Co., Inc. has a full grouping in the 


N 282 series which features 24 karat gold tooling. A 


wide choice of leathers and colors complete the 


t+ 


rering 


K that ‘plus’ business 





















1D’ SK sets and desk-top accessories are per 
haps more familiar to the majority of deal 
ers who carry office furniture because they have 


PA 


long represented that “extra” sale made with each 
desk. The presentation on these pages this month 
groups representative units together to offer a 
comprehensive look at the different types of thes« 
accessories now on the market. 

Many dealers have their own source of supply 
for these sets, but there are some occasions when 
a customer will make a specific request for wood, 
metal, leather or onyx. These groupings are shown 
to fit modern or traditional offices in wood or 


steel. Some elements of each type should be shown 7 
7. Desk accessories make excellent Christmas gift promotion 


on most of the desks displayed on the furniture 7 - e - ; 

- ee a da ideas. This Wren 1900" line comprises 10 items in all. 
floor. Desk sets, it has been found, go a long way Special units, like the “Pagoda” penholder and ash 
n helping a customer decide to buy the desk. tray, have customer appeal. Leather-like plastic has 


gold line motif. 






8. Onyx, in white, 
black, brown, Italian 
black and gold, and 


e if ; wish more infor- 
‘ : Brazilian green will 
pou lpe a ‘for7es 
dR sai dis antici please many custom- 
4? ’ please Use 


ers. These pieces, and 
many others including 
book ends, picture 
frames and cigarette 
lighters, all have 
medium list price 
tags. From New 
Diamond Point Pen 
Co., Inc 


inquiry card facing 
) ur reguests 
l be forwarded t 


manufacturers. 
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Telephone 
is Pipeline to 


It’s January in 
August for 
calendar, diary 
refills at 

Diehl firm in 
Columbus, Ohio 


ALFREDA NICELY 
starts a parade of orders 
by using the telephon 
daily. 


IX a painstaking record system of desk cal- 

endar and diary orders with persistence 
blend with a pleasant telephone voic« . stir well 
each year beginning in August. 

There you have the ingredients for a profitable 
repeat business in calendar pad refills and diaries as 
experienced at Diehl Office Equipment Co. in Co 
lumbus. 

The telephone is the pipeline to continuing orders 
by the firm’s customers and the ‘opening door” to 
plus business in office supplies, asserts William R 
Diehl, Jr., president and sales manager 


Calls Start in August 

Beginning in August each year Alfreda Nicely, 
Mr. Diehl’s secretary, is literally “glued” to the tele- 
phone. Before her is a card file in which is pains- 
takingly recorded names of each desk calendar and 
diary customer, along with pertinent data concerning 
amount and sizes. 

The pleasant voice asks two questions: 

First, “I am checking on calendar refills. Can I 
repeat your order ? 

Next, “While I am talking to you . do you 
need some office supplies ? 

The first query gets the repeat business and the 
second new business, or at least “tips” for the firm's 
salesmen to call. 

From August to November 1 these telephone calls 
Zo out to 800 to 1,000 customers 

“Yes, definitely, this telephone solicitation pays 
off,"’ declares Mr. Diehl, NSOEA’s president. “We 
have been using this system for 12 years and find that 


we lose only a few repeat orders a year, mainly be- 
cause of customers’ deaths. The idea is almost fool- 
proof, is comparatively inexpensive and allows suf- 
ficient time to process the orders. 

Mr. Diehl also points out that this type of solicita- 
tion isn't involved in price selling but instead comes 
under the category of service to the customers. They 
appreciate being reminded of something they will be 
needing on January 1 of the year ahead. 

The idea must start, naturally, with the keeping of 
1 record. Each clerk and salesman is instructed to 
make a notation of every calendar and diary custom- 
er's name, along with specifications of the order. 

It has been discovered, too, that physicians and 
hotels want their calendars and diaries three months 
in advance because of the nature of their business. 
Such orders can be filled in August, and deliveries 
can be made according to the users requirements. 


Post Cards Go Out 

For customers outside of Columbus a system of 
mailing post cards is used to spur repeat orders. 
Such queries go, for example, to Senator Bricker in 
Washington, D.C., a regular patron of Diehl Office 
Equipment Co. 

These cards go to customers in Florida, New York, 
Washington, D.C., and elsewhere. Only a notation, 
“yes”, is needed to start the process of supplying a 
fresh calendar refill or a desk diary for the start of 
the new year. 

People have learned to expect these telephone 
calls or postcards . . . they wait for them,” asserts 


Mr. Diehl. 
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New Products 





WALL SHELVING 





Shelves Unlimited 

127 Greene St. 

New York 12, N.Y. 

Shelves such as these that blend 
modern and traditional are made to 
individual order, cut, and finished to 
match, or harmonize with, furniture 
indicated. Selection permitt f 
16 hardwoods which includ olid 


walnut, African mahogany, American 
or Danish oak, fruitwood or Swedish 
birch. Shelves are available in 8-inch 
widths of any desired length. Also 


available is a 12-inch magazin 

with front ledge, that suspends f: 
wall in slanting position. Brass 

ards from 12 to 60 inches in’ lengtl 
as well as brass brackets to hold all 
shelves, are available in this t 
Shelving is suited for offic 


—Inquiry Card No. 16— 
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RUBBER BAND DESK TRAY 





Paris, 


Spencer Rubber Products Co. 
Manchester, Conn. 

As an answer to “the jumbled mas 
rubber bands found in top draw 
everywhere’, the company has | 
duced the Executive 100 

desk tray unit with separate compar 
ments for the desk-size rubber bands 
The whole unit contains six basi 
sizes and weighs 14-lb. net. The ban 
are tinted to denote sizes 


—Inquiry Card No. 19— 


SIDE CHAIR 





_ 


Browne-Morse Co. 
Muskegon, Mich. 
A new aluminum side chair, No 


5. has been designed 


a5 a CU 
panion unit to the company’s execi 
tive chair No. 220. Construction 


is OF spe ially fabricated anodized 
iluminum and durable upholste: 


ies. Cushioning ot arms, seat, and 
back is of foam rubber. Chair is 


ivailable in a variety of stand 
| upholsteries and a full ran 
yf deep, pastel and metallic col 


—Inquiry Card No. 17— 


PORTABLE LECTERN 





How-To Co. 
Box 
Glencoe, Ill 


[The Speechmaster is a portable | 


tern made of board and bound in 

; ; 

leatherette and weighing 4 Ibs. It 
Ids flat to a size of 1414 by LS 


inches, having then the appearanc 
f a brief case. It opens like a book 
ind snaps instantly into position 
idy for use Gives the speaker an 


over-all surface of 21 by 


pitched at a 30-degree angle. A ledge 
prevents papers and notes from slid 
ing off. Strong enough to support 
leaning-on” weight and has 
irtment for samples and smal 


nstration pieces 


—Inquiry Card No. 20— 


ELECTRIC ERASER 





Ellendale Associates 
P. O. Box 401 
Park Ridge, Ill 


The “Auto Erass« is a new electric 


portable, battery operated erases 
which will erase ink, pencil and type 
writer impressions without affecting 
the paper, company claims. It is said 
that originals can be erased while in 
the typewriter without smudging car 
bon copies. Dirt spots and fingerprints 


can be removed from all paper sur- 
faces with this device. Packaged in a 
two-tone plast« ase, the unit 1in- 


cludes abrasive cleaners and pencil 
and ink erasers. Pocket size. Retails 
for $4.95 without batteries; at $5.49 
with the two flashlight batteries re 
quired for operation 


—Inquiry Card No. 18— 


ROTARY CARD FILE 





General Fireproofing Co. 

Youngstown 1, Ohio 

One of two new series of rotary card 
files recently added to the company’s line 
The Standard and Master series of GF 
Ferris Rotary Files both utilize the ferris 
wheel design of suspending cards in a 
cradle-like mannet They revolve in 
clockwise and counter-clockwise direc 
tions. Standard series offers 18 models 
with choice of either manual or electrical 
control, the lattes providing push button 
selector and foot pedal method of card 
selection. The Master, in 16 models, pro 
vides all electric controls. Photo shows 
operator bringing cards automatically to 
position 


—Inquiry Card No. 21— 
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| 
| 
f? | MAKERS OF THE WORLD FAMOUS 


PATENTED STA- CLEAN METALLIC 
PROTECTIVE - COATED MASTER UNITS 


U. S. PAT. 2.671.734 


RESEARCH 


The introduction of new products, and improvement 
of those already established, calls for a never- 


ending search on the part of our laboratory staff. 


Only by continually striving to find a better way to 
do things, can we fulfill our obligations to the many 


people who sell and use the products we make. 


At ROSE, research is the life blood of our business. 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 





GA | RIBBON AND CARBON MEG. CO.. INC. 
| GENERAL OFFICES AND FACTORY 


HARRISON, NEW JERSEY U.S.A. 
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JUMBO. 


for JUMBO SALES fo 


X-Ray Departments 
Architects 

Hospitals 

Advertising Departments 
Medical Centers 
Physicians 


... for all large 


storage requirements 













Here’s a big cabinet for a big market of sales. . 
manufactured especially for filing of X-ray film neg- 
atives by Hospitals, Medical Centers and Physicians. 


But sales do not stop right there. You’ll find a brand 
new sales opportunity wherever there’s a need for 
filing of large drawings, photographs and magazines. 
That extends your market to Advertising Depart- 
ments, Medical Centers, Architects, Designers—in 
fact, where ever extra large storage is a must require- 
ment. 


Built to assure ease of operation, even when loaded 


ed 9 seinen tay wit to maximum capacity. Available in a wide range of 
suspension slides. Clear filing colors. 

space per drawer is 18'\4W x 

15%4H x 27D. Put one on your sales floor now. Concentrate your 


sales effort on this huge market . . . your return will 
be huge dividends. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa. 
Our 25 th Year NEW YORK fet iter Vere} HOUSTON LOS ANGELES 





a metal desk, file or table for every office need 


eRe rRreFeFraAan 
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copy 
holders 






job 
ticket 
racks 











check racks 


LONG LINE +--+- TONG PROFIT 


Sell the long line - + + 
of over half-a-hundred items. 


new build-up 
desk trays 











new horizontal 
build-up files 





Lit-Ning is unequalled for 
pace-setting design and quality of 
construction. Fast delivery 
from two modern Lit-Ning factories. 

horizontal files 
Long dealer profit on these 
fast-turnover items. 


card index 
file boxes 


J message racks 





























f 
r 
] 
peat vertical 
add-on files 
in-and-out-boards 
Liv-NING PRODUCTS CO. 
& 3907 Duquesne Ave., Culver City, Calif. 
—T Please send me my new LIT-NING CATALOG 
4IT-NING prooucts co. a Discount Schedule 
| FIRM NAME 
SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. : | ADDRESS 
MAIN OFFICE: P.O. Box 3370, Fresno, Calif 
, , Zz S 
FACTORIES: Fresno, California + Fremont, Ohio. ! CITY LONE TATE 
ae ' MY NAME 
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ARMCHAIR 








i Stylex Seating Co. 

' 911 Walnut St. 
Philadelphia 7, Pa. 
A new budget-priced 

i of wall-saver leg construction 
has been announced by Stylex 
Frame is of square steel 
ing with tapered front le 
Self-leveling glides are rubb 
cushioned. Saddle-shap sea 
pan, cushioned in latex, is 1 
inches wide by 15 inches with 

a clearance of 19 inches be 


tween arm rests. Steel backrest 










iif 


















is in Tufflex; plastic arm rest 
is of Styrene. Available in 9 
: 





colors in Elastic Naugahyde and 
also in grospoint at small extra 
charge. 

—Inquiry Card No. 22— 














STACKING CHAIR 








Royal Metal Mfg. Co 
One Park Avenue 
New York 16, N. Y. 


New light-weight stackis 













announced by company is 1 t 
be in economy pric 

Weighs 11 Ibs. and n b 
stacked 10 high. New 
designated as the Royal #63 
Made with all steel tub n 





struction. 






—Inquiry Card No. 25— 






MODULAR DESK 





The MagneTec Corp. 
11785 Olympic Blvd. 
Los Angeles 64, Calif. 
The Mini-Line Electronic Desk was spe- 
cifically developed for executive and profes- 


sional use. Available either as standard type 


or as modular L-shaped model, this medium- 
priced unit features an electronic pedestal 
which provides space for tape recorder, in- 
tercom, automatic electric pencil sharpener, 
and a control panel for the remote operation 
of lights, doors, and signals. Power is sup- 
plied through recessed AC outlet on top rear 
center of the desk which also provides con- 
nections for machines and lamps. Pedestal 
comes in standard desk, executive desk, in a 
typewriter-height desk, or as separate unit; 
ivailable in three colors with linoleum or 
Formica top. Accessories include tape re- 
corder, intercom, electric pencil sharpener, 
and control box for remote control opera- 


tions 


—Inquiry Card No. 23— 


NYLON CARPETING 





sree", 


LPG 


BCU Quy yy 


Luxor Carpet Co. 
313 Boyle St. 
Akron 10, Ohio 


—Inquiry Card No. 26— 
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N. E. Bowman Co 
2442 N.W. Blvd. 
P.O. Box 5772 
Columbus 21, Ohio 


Weekly 
many expense items on enve 
receipts 
to correspond with record. Unit 
is sized to fit into 1 
pocket Included is 

monthly and yearly summary 
sheet. Units are packaged in 


expense I ord lists 


lope and holds odd-si: 


ide coat 


condensed 


sets of 50 for a one-year supply 
and carbon copies are available 
for those who need an extra 


opy tor the home office 


—Inquiry Card No. 24— 


. 

A new line of carpeting witl 

00% virgin nylon low loo Angle Steel, Inc. 
pile is called Jacq. A latex f Plainwell, Mich 
padding is permanently bond¢ Steel work bencl abinet and modular as- 
to the pile; it is moth and semblies are now available with work tops in 

ildew proof and can be ap steel, Masonite on steel, Masonite on wood, and 
plied directly to concrete, cor laminated hardwoi Top sizes are 5 and 6-foot 
pany claims. Comes in five d with 30-inch widths. Modular components make 
orator colors, 54 inches wid unit and continuous benches such as pictured 
Samples and price list availabl on the right. Accessories include single drawers, 
it above address back panels, end stops 


—Inquiry Card No. 27— 














LIAR ROTOR er Mere ge * 





is the ultimate in creating an atmosphere of the successful 
of beautifully finished Cherry and Walnut Woods makes an 
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GF dealers 
sell CHAIRS 











TO HOTELS . 





The Greenbrier, White Sulphur Springs, West Va. Statier Hilton, Dallas, Texas 
Installation by Caldwell-Sites Co. Installation by Stewart Office Supply Co. 
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TO RESTAURANTS 


_ =. ee eel oA | 
an me : 













Miller Bros. Restaurant, Baltimore, Md. Joy Young Restaurant, Birmingham, Ala. 
Installation by Baltimore Stationery Co. Installation by Zac Smith Stationery Co. 


TO CAFETERIAS 


Wisconsin Electric Power Co., Milwaukee, Wis. Minnesota Mining & Mfg. Co., St. Paul, Minn. 
Installation by A. W. Bolingbroke Co. Installation by Sperry Office Furniture Co. 


After all the shouting dies down, what really counts is whether 
or not the product sells. And that’s what dealers of General 
Fireproofing metal furniture have in abundance... products 
that sell. 

Chairs and tables, for example. Practically anywhere people 
sit down... to rest, to eat, to work .. . GF dealers have chairs 


and tables in both style and price ranges to fit any budget. 

r4 This wide variety from a single line is just one of the many 

advantages that make the GF franchise the most profitable 

G ENERAL in the industry. The General Fireproofing Company, Dept. 


FIREPROOFING X-17, Youngstown |, Ohio. 





ltalic, Mode-Maker, Generalaire, 1600 Line Desks * Goodform Chairs + Super-Filer + Shelving + Partitions 
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DR GROUP adaptable to luxurious ? 
settings and a wide variety of general office, space saving arrange- 
ments. Available in beautiful pencil striped walnut exteriors in 
regular walnienenaniiver walnut finish. Inquiries are invited. THE JASPER DESK cb., JASPER, IN re) 
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THE NASCON PROFESSIONAL WEEK-AT-A-GLANCE 
reveals a full 6-day week’s schedule on a single broad easy-to-read 9” x 14” 
two-page spread. Spaces provided for half-hourly appointments from 8 A.M. to 
10:30 P.M. save page turning, make possible a smoother-running day. A valu- 
able addition in this new NASCON specialized Appointment Book is the inclusion 
of a thirteenth month, to help you plan ahead at the calendar year’s end. These 
beautifully bound books are dated and individually boxed. 


You undoubtedly have had calls for the famous NASCON Day-, Week-, and 
Month-At-A-Glance Appointment Books. Because NASCON “At-A-Glance” Books 
are designed for each customer’s needs... from telephone number listings to 
tax records... they’re a sure source of extra Stationery Department profits the 
year ‘round. Stock the full line of NASCON Record Books for every business, 
professional and social use. 


... SELL BEST BECAUSE THEY TELL BEST! 
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“AT-A- 
Nasscom o.ance” Products| 











Showrooms: NEW YORK, 475 Fifth Avenue 
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TWO-WAY INTERCOM FOLDING CHAIR MAIL CART 


"y af , ae =) 


¥ ¥ ————___—_—_ 7 
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J. M. Loge Sound Engineers 
2171 W. Washington Blvd. 
Los Angeles 18, Calif. 











Firm has developed a two-way interco! Royal Metal Mfg. Co. 

set which serves as a telephone stand 1 Park Ave. 

and is available in matching telephon New York 16, N. Y. 

colors. Called the Kwik-Kall Executiv The Roval 400 : { 

the unit takes up about as much space as , " = . — penance ee : 

the phone yet it can be used for con eddad | spring. seat an Chesley Industries, Inc. 

versations with as many as 12 other sta padded yack. Frame is chrot 24777 Telegraph Road 

tions. The intercom is completely ind plated; upholstery is Royal Detroit, Mich. 

pendent of the telephone. There are op oe — folds to a Chis aluminum mail cart which uti- 

tional accessories available, such as an re ily inches, stores and handles lizes custon . oes Le gees e 

ts ator’ for anno ' saree tite aaaatats' i ? equipped with file guide bars attachec 

ole ak « aes ase " bation, —Inquiry Cord No. 29— to the top of the basket. Will take 

and busy lights. , up to 80 separate folders. Maneuver- 
—_> able and adaptable, the cart is fitted 


—Inquiry Card No, 28— 


with rubber casters and comes as- x 
sembled. Model LS-2 (legal size) is 
WALL RACK 264 inches long, 19 inches wide, 
eT - and 2914 inches high. Upper chrome- 
plated basket is 1714 by 25 by 11; x 
lower one is 1714 by 25 by 8 
inches. File folders to fit guide bars 


are available CE 


—Inquiry Card No. 30— 


PARALLEL LINER 


COPY-MAKING PAPER 


Carbon Paper Service Bureau 

18 Duncan Street 

Toronto, Can. 

The Carbon Paper Service Bureau will 





Eldorado Products Co., Inc. Valco Co. 

, : distribute the new copy-making paper . 

1235 Main Ave. 1311 Ann Ave. ed by Challenger Manifold N 
Clifton, N. J. Se. Louis 4. Mo. manutactured y laliengzer . ant ol 
Corp., Ltd. under the name “C. B. P. 

Firm has announced the introduction Produced as a companion piece to the Challenger Black Process This new Chr 
of the Eldorado Parallel Liner, a ruling 04-GM Garment Master, this model, product has a plastic base which pro- 

device for engineers and draftsmen. D No. 504-WGM, is called the Wall duces smudge-proof, highly legible mas 

signed for drawing parallel and equi Garment Master. Having the same copies on all typewriters manufac- A 

distant lines with maximum speed. Spa features as the earlier floor model, turer claims. The plastic coating con- , 

ings between lines can bs ne aut this wall version may be extended to tains fluid ink which is released a thin 

matically by setting an indicator. Ang] greater capacity. It comes in lengths little at a time when the typewriter prok 

from 0 to 45 degrees can be used. In of 4 ft. 314 inches as well as 3 ft. 314 keys strike the paper. Company claims Zivil 

two sizes, a 12-inch rule an 19-1n and 2 ft. 314 inches. Colors are silver this new product outlasts convention- 

rule. gray, desert sand, and mist green al carbon paper. It 

—Inquiry Card No. 31— —lInquiry Card No. 32— —Inquiry Card No. 33— assor 
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New way to make more 
profits on Royal Portables 

































































Uncover the big market for 
businessmen’s gifts! 


Ow is the time to start promoting 

Royal Portable Typewriters as 

Christmas gifts. That’s right—Christ- 
mas gifts with a new twist. 

Aim for the businessman. Start him 
thinking mow about his Christmas gift 
problem. And start him thinking about 
giving Royal Portables. 


It’s the ideal gift for his business 
assoctates—to build good will. It’s the 
thoughtful gift for his teenage kids— 
to improve their school grades. 


Talk it up across the counter. Pro- 
mote it through your displays and 


local advertising. Ask your Royal Rep- 
resentative to help you set up your 
own Christmas gift program. 


And remember: your businessmen- 
prospects will be pre-sold on the fea- 
tures of the Royal Portable through 
nationwide advertising on Television 
all during the month of August. “‘No 
Warning” is Royal’s great TV Show 
on NBC-TV every Sunday night. 


Here’s a real opportunity for you to 
go after big extra profits right now. 
And the market is BIG. Make your 
plans now—and make more money. 








ROYAL 


most-wanted portable 


Product of Roya! McBee Corporation 
World's largest manufacturer of typewriters 
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THESE CHAIRS 
MEAN BUSINESS! 





Rugged, handsome, attractively priced, com- 
fortable — Those are the virtues that make 1511 
Boling chairs top values, and top sellers. 
Your customers can take their pick from 
Boling’s complete line of seating for every 
business need. The wide choice of styles, 
finishes, upholstery fabrics and colors helps 
you sell those hard-to-close customers. 
Superior design and construction features 
help convince experienced buyers that chairs 
by Boling are their best buy! 


All this — plus generous margins for you 
— makes Boling the chair line to push. 
Nationally recognized since 1904. 





8810 


VISIT US at the N.S.O.E.A. SHOW 


CONRAD HILTON HOTEL 
Rooms 504A, 505A, 507A 8811 





























cGcCHAIR COMPANY 





iTyY NORTH CAROLINA 
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3 REASONS TO FEATURE OLIVETTI PORTABLES 
AT BACK-TO-SCHOOL (OR ANY OTHER) TIME 


A ee Baal 





Full Profit. Olivetti gives its dealers the keys to full 
profit: (1) a quality product (2) sold by selected 
quality-minded dealers (3) who earn full mark-up. 





Full Value. The Olivetti Lettera 22, for example, 
provides a group of quality features (including 
keyboard-set automatic tabulation, self-locking bas- 
ket shift, half-line and half-letter spacing) found on 
no other machine at this price ($88 plus FET , retail). 


» Fee reg 





National Advertising. Every 2 weeks, a full-page 
Olivetti ad in TIME Magazine, from September 22 
into December. Last Spring saw 4 full-page Olivetti 
ads in LIFE in 3 months. Continuing, powerful 
Olivetti national advertising like this helps make 
your selling job easier. 





enti Obit 


TT Hii 






Write immediately, to find out how you can become an 
Authorized Olivetti Portable Dealer. Olivetti’s Portable Line 
includes the lightweight Lettera 22, the larger Studio 44, and 
the high-quality Summa 15 hand adding machine. Portable 
Division, Olivetti Sales Corporation, 375 Park Avenue, 
New York 22, N. Y. 


olivetti 
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RULER-PUNCH 





Rul-R-Punch Mfg. Co. 
19361 Sherwood Ave. 
Detroit 34, Mich. 


The Rul-R-Punch is a_ rvier_ which 


+ 


punches papers to fit 3 or 2 ring binders 


It is a standard 12-inch ruler with 


tached punch clips which are said 


punch holes to fit binders exactly. The 


back edge of the unit has holes to 


rings of any binder, allowing it to be 
kept and used within the binder. The 
punch clips are spring steel. Manufac 


turer has suggested a retail price of 
cents 


—Inquiry Card No. 34— 


METAL PARTITIONS 





The Mills Co. 

980 Wayside Road 

Cleveland 10, Ohio 

The manufacturers of the Mills Mov 
able Walls have announced the de 
sign and production of new free- 
standing modular partitions called 
the “Mainliner.” These partitions are 


recommended for offices, hospitals, 
banks, and department stores. Sec 
tions and accessories are completely 
nterchangeable. Available in panel 


heights of 42, 54, 68, and 84 inches 
and widths from 12 to 66 inches 
Panels are 114 inches thick. Parti- 
tions over 42 inches high can be fur- 
any type decorative glass, 
colorful fiberglass, chalkboard, tack- 


nished witl 


board, or acoustic panels finished to 
natch or contrast with color of bot 
tom panel. Supplied in six decorator 


olors 


—Inquiry Card No. 37— 








CASTER WHEEL 





Bassick Co. 

437 Howard Ave. 

Bridgeport 5, Conn. 

New caster wheels said to be 
non-marking and stain-resistant, 
are now standard on two classes 
of Bassick casters. The new 154- 
inch and the 2-inch diameter 
Bassick chair caster wheels and 
the 3, 4, and 5S-inch diameter 
Baco hospital caster wheels fea- 
ture this new tread. 


—Inquiry Card No. 35— 


PORTABLE TYPEWRITER 





Remington Rand 
315 Fourth Ave. 
New York 10, N.Y. 


The new Remington “Eleven” 


equipped with the standard 11-inch type- 
writer carriage, can hold full-sized letter- 
heads longways, and can type a standard 
10.3-inch line. It has a 44-key, 88-char- 
acter keyboard which is identical with 
the keyboard on the standard office ma- 
chine. It also features the “Miracle Tab” 
tabulator. Machine is available in four 


decorator colors 


—Inquiry Card No. 38— 


NEW PRODUCTS <ontinued 


TYPEWRITER SECRETARY 





John Q. Adams Office Machines Co. 

311 Sycamore St. 

Evansville 8, Ind. 

This portable typewriter cabinet represents 
a new idea in functional design, company 
states. The swing-out door, when opened, 
provides a work area with ample space on 
either side of the machine. Cabinet is 40 
inches high, 14 inches deep at maximum 
depth, and 30 inches wide. Legs are tipped 
with brass ferrules. Finished in walnut, ma- 
hogany, or oak. 


—lInquiry Card No. 36— 





LeFebure Corp. 

716 Oakland Road, N.E. 

Cedar Rapids, Iowa 

This mail handling unit is 
called the Mail-Kwik, a device 


comes which combines sorting and 


routing. With this unit the mail 
is sorted, distributed, and col- 
lected in one continuous cycle. 
The standard model may be 
modified to include shelves and 
compartments; also, special 
units can be engineered and 
designed to meet special re- 
quirements 


—Inquiry Card No. 39— 
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! MUTUAL! 
Fiand Punches 


the best hand punches 
on the market 





NOW! YOU CAN MAKE FAST, 
ACCURATE ADJUSTMENTS FOR 
2 TO 7 HOLE PUNCHINGS — BY 
THE TOUCH OF A FINGER TIP. 


These three fully-adjustable Mutual Hand 
Punches have everything that customers 
want—light weight, good looks, sturdy steel 
construction, lifetime economy. And they're 
priced to meet all competition, with plenty 
of profit for you! Furthermore, you sell the 
complete field . . . with a complete line of 
hand and desk punches by Mutual. The name 
itself is your full assurance of honest quality. 
Write for details. 








All these punches will be on display at BOOTH NO. 84 
at the National Stationery and Office Equipment Associa- 
tion convention, Chicago, September 27th to October 1st. 








a 








No. 300 Centamatic Mulitple Punch 


This Punch is the most demanded model in 
the line. Equipped with 2 Centamatic guides 
which center the paper automatically. By 
setting the ball-bearing selectors in place, 
you can punch anywhere from one to four 
4” round holes through 18 sheets of 16-Ib 
paper. Heavy steel construction. Grey ham- 


No. 200 Two-Hole Centamatic Punch 


This Punch is the only two-hole punch 
equipped with Centamatic guides which 
automatically center the paper. It punches 
two 4%” round holes, 234” center to center 
and punches through 30 sheets of 16-Ib. 
paper. Heavy steel construction. Finished in 
grey hammertone with nickel-plated guides. 


No. 400 Dial-Control Centamatic 


Punch The No. 400 Dial-Contro! Centamatic 
Punch is the finest example of punch engi- 
neering on the market. A fast, heavy-duty 
multiple precision punch. Completely auto- 
matic in action. By merely setting the dial 
and adjusting Centamatic guides, you can 
punch one, two or three 4%” holes through 




















mertone base with nickel-plated hand lever Base 4%" x 712”. Individually boxed. Packed 25 sheets of 16-lb. paper. Heavy steel con- A 
and guides. Base 5%” x 934”. Individually 12 to a carton. List Price... $5.95 struction. Grey hammertone base with y 
boxed. Packed 12 to a carton. nickel-plated handle and guides. Base 5%” l 
List Price .. . $14.95 x 11%”. Individually boxed. Packed 6 to a h 
carton. List Price . . . $35.00 tr 
, . U 
No. 250 Centamatic Multiple Punch This Punch is similar to the No. 300 listed above except the handle is not nickel-plated and the 

3 selectors do not include bal! bearings. (Not illustrated.) List Price . . . $13.75 D | 

O/ 
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LADJUSTABLE 


hes 


















NOTE!..... 


Mutual’s Finger-tip Space Control! Exclusive 
ball-bearing selector heads need only the 
slightest finger-tip touch to give you any 
desired space combination. 

















NEW! The No. 50 Mutual Two-Hole, 
Popular-Priced Punch 





— 
HANDLE HOLD 
for compact 
storing 








PUNCH LIFTERS 
prevent punches 
from sticking 


CAM locks 


gauge for 
positive setting 


tls 





A ham - efficient, accurate 2-hole punch. It punches two 

holes, 2%” center to center, through 25 sheets of 
ie lb. paper. Constructed of heavy steel, finished in grey 
hammertone. Equipped with adjustable gauge, removable 
tray and rubber feet. All bright parts nickel-plated. Individ- 
ually boxed. Packed 24 to a carton. List Price... $3.95 
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No. 23 Mutual SPACEMATIC PUNCH 


At last—a modern, lightweight, fully adjustable hand punch that works 
with finger-tip ease! The new No. 23 Spacematic has three ball-bearing 
selector heads. A flick of the finger puts each head at exact punch posi- 
tion for any desired punch combination of two or three holes. Neutral 
zone makes unused head Doerr need to detach. Fixed gauge 
automatically centers 11” ” ring binder sheets. Will punch up to 
10 sheets of 16-Ib. bond paper. Constructed of sturdy sheet steel, with 
grey hammertone finish. Does the work of 8 different punches. Individ- 
ually boxed. Packed 24 to a carton. List Price... $5.95 











No. 27 Mutual SPACEMATIC PUNCH 


This two seven hole combination hand punch has all the features of 
the No. 23 Mutual Spacematic Punch described above, plus the following 
special features. It is equipped with seven ball-bearing selector heads, 
and with five neutral zones to park inoperative heads, when two or three 
hole punchings are desired. This punch actually does the work of 12 
different punches. Will punch up to 6 sheets of 16-lb. bond paper. 

95 


Individually boxed. Packed 24 to a carton. List Price... $ 





No. 20 Mutual ADJUSTABLE Hand Punch 


Here’s an economy-priced hand punch that is fully adjustable! It is 
equipped with 3 adjustable heads which are simple to operate. This 
enables you to punch any standard %” two or three hole combinations. 
End heads may be shifted to any position, — by loosening set screws. 
Center head is detachable for two-hole punching. Fixed gauge automati- 
| centers 11” x 842” ring binder sheets, This punch will do the work 
different punches. Will punch up to 10 sheets of 16-Ib. bond p 
Individually boxed. Packed 24 to a carton. List Price... 5495 


PRODUCTS COMPANY, IN 


Mass. 


110 Barber Avenue, Worcester, 
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METAL-LUX CLERICAL POSTURE CHAIRS 








now With => pp =8.\) ee =) OF: C— se wb Com ey TT 






at little more than a tubular steel! base 





new beauty Here’s the ‘‘New Look”’ by MILWAUKEE, in three 


Model exceptional clerical posture chairs, featuring the exclusive 


M- an : 
SOPB PERMO-PLASTIC base. The one-piece molded base adds a new, clean, 





streamlined beauty to the lines of these outstanding chairs... 


new durability Check these fine advantages: no scuffing 

an possible...no screws, bolts, nuts, rivets, or metal reinforcement 
"7 required...nothing to come loose. Here, truly, is new perfection 

in clerical posture chairs...exclusive with MILWAUKEE... offering 


"Ms you a new, more profitable selling opportunity. Ps 


\ write for complete detai/s now as 





Shae there is nothing finer in office chairs ot 


/ 
/ 





Model 
M-20PB N“ 
/ 
wl. 
é See us at Model 
Rooms 652A and 654A M-25P8 | 
at the NSOEA Convention 
MILWAUKEE METAL FURNITURE COMPANY, tic Inc. LS 


101 N. Campbell Ave., Chicago 12, Illinois 
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All controls are in the 
palm of your hand... 
with UNIMATIC 
REMOTE CONTROL 
MICROPHONE 


The new 


CC 9 a a 


Commander 


“Makes Dictation Easy as Talking 
to an Old Friend” 


® Dictate 
® Listen 
e Unlimited Review 

e Erase unwanted words 


e Mark end of letter... 
electronically 


Use same machine for 
dictation, transcription 


e Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand. 


The same machine serves as a transcriber...it's as easy to 
transcribe as to listen, because, with perfect dictation, 


there's no need for time-wasting, error-breeding pre-editing. 


Best of al!, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—how anyone can turn out a 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! (Some dealerships still available—write) 


. =" te et 4 — Oe —) — Lol oo) loom, 
Oa C= os ceo et — |) oe es — ee — 1 OR ee 











Name............. , 
NEW Customatic COMPTOMETER — Comptometer COMPTOGRAPH “220M” SS eee i 
World’s fastest way to figure . . . now —with new multiplication key — more aceite ; 
faster than ever. Try it FREE on your own features than any other 10-key listing sescseese ceeeesseecer, srsnensenanansesenensensecsnaccsemensensentes i 
Pa en coum, machine. Try it FREE. Use coupon. City mone LONG. SRBRG anenen nee ; 





Comptometer Corporation 
j 1700 Marshfield Ave. Chicago 22, lil. 


() Arrange free office trial for me on: 

(1) Send me literature on: 

[) Comptometer Commander 

[] Comptometer Adding-Calculating Machine 
(] Comptometer Comptograph “220M” 





Se ee eee ee ee a ee oounkneuaal 
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STRIP INDEX 





Norfield Methods & Procedures, Inc. 
P.O. Box 1012 

Oak Park, III. 

Norfield Strip index and Foto Strip 
index equipment has been designed 
fill the need in the reference field and 
the photo-reproduction field. Botl 
be removed and inserted in 
quence desired by the user. In 
strips come in a variety of widths and 
depths and are supplied in sheet form 
spaced for typewriter or addresso 
graph. Plastic panels als me in 
various sizes, in green for non 
reproduction and in white for reproduc 








tion. Panels can be held in se leaf 
binders, brackets, desk stands, or rotar 
stands, depending upon tyf f in 


stallation required 
—Inquiry Card No. 40— 


MAGNETIC TAPE 


Minnesota Mining & Mfg. C: 
900 Bush Street 
St. Paul 6, Minn. 


A new “sandwich constructior ig 
netic tape for computer an instri 
mentation use that eliminates oxid 
rub-off, extends equipment li 
outwears conventional instrul nta 
tion tapes is now available mpany 
states. Functional factor is t thin 
low-friction, plastic layer over the mag 
netic coating which prevents the oxids 
from contacting recording 
tape is expected to find wi ipplic: 
tion in digital computers and in auto 
mated machine tools. Called “Scotch 
brand sandwich instrumentation taps 
there are three in the series: Nos 
186, 188, and 189; all a recor 
mended by 3M’s for digital recording 
for AM and PDM recording appli 
tions, and for some FM : 
—Inquiry Card No. 43— 


NEW PRODUCTS «oviinued 





STEEL DESK TRAYS 





Lit-Ning Products Co. 

3907 Duquesne Ave. 

Culver City, Calif. 

Build-up desk trays in three sizes 
which can be combined to meet cus 
tomer’s needs are now being released 
to dealers. Of heavy-gauge steel, these 
trays have rolled edges for beauty and 
safety and come in desert tan, mist 
green, office green amd gray. Sizes 
ire: legal (10% by 15 inches): letter 
(1014 by 12); and note (1014 by 6). 
Catalog sheets available for the ask- 
ing 


—Inquiry Card No. 41— 


STAPLER 





American Dictating Machine Co. 
65 Madison Ave. 
New York 16, N. Y. 


[The new ADM-567 
equipped with an automati 
device which responds instantaneously 


Stapler 1S 


loading 


to the push of a button. Another 
worksaving feature is_ the staple 
sighter a little window at the side 


which enables user to know when to 
load staples. This new model can be 

opened for use as a tacker and can 

ilso be used as a plier stapler Takes 

iny standard staple; built for heavy 
cs 


—Inquiry Card No. 44— 


BOOK TRUCK 





C= 
y v 


Smith System Mfg. Co 

212 Ontario St. S. E. 

Minneapolis 14, Minn 

The new Smith Syst Book Truck 
No. 43 features 18 feet of shelving in 
a double-sided arrangement of six tilt 
ed Truck measures 36 inches 
in length, 18 in width, and 43 inches 
in height. The inward slope of the 
shelves keeps books in place during 
transport and makes title reading easy. 
Constructed of steel with baked en- 
amel finish, this truck is equipped 
with a tubular steel nickel-plated 
handle for easy steering. Five-inch ball 
bearing ters, two fixed and two 
swivel, facilitate maneuverability. 


—Inquiry Card No. 42— 


shelves 


HOTEL DESK PEN 





Autopoint Co. 

3200 Petersen Ave. 

Chicago 45, III 

The “Hotelier” is a ball point desk pen 
designed for use in hotels and motels, but 
it is also suggested for use in banks and 
loan associations by the man- 
ufacturer. Two styles are available, either 
opaque barrel or transparent barrel. Both 
are said to have triple ink capacity. Colors 
match the new telephone tones 


—Inquiry Card No. 45— 


Savings and 
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Increase your customers office-productivity 





Globe-Wernicke Techniplan Partitions magically create efficient, attractive private and semi-private 
offices, a proved technique for increasing employee work output. Techniplan Partitions can be installed overnight with ordinary 
tools, without alteration of lighting, air conditioning or other existing facilities. And you can show your customers how Techniplan 
Partitions can just as easily and quickly be re-arranged to suit changing requirements; they never become obsolete. As a Globe- 


Wernicke Franchised Dealer, you'll sell Techniplan Partitions, from individual work stations to complete departments. And, you'll sell 




















— 
at higher profit, too, because Techniplan is simple and fast to install. Write today for complete information on all the advantages 
of selling G/W Techniplan Partitions along with the most complete line of metal business equipment in the world. A valuable Globe- 
Wernicke Franchised Dealership can lead to an entirely revitalized business for you. 
pe 
remember...success 
7 depends on the 
. B . ; 
Ce strength of your line 
Techniplon portitions, | Techniplan meta! por- Techniplanponelsond = Techniplan partitions © seo 
available in 8 widths, titions ore available posts have provisions have open bose; can GLOBE-WER a. cK . 
; 4 heights—up to 84”, with glass (transparent for concealed wiring be converted to closed ~*. 4 . 3: oe 
‘ interlock to form free- _—_or translucent}, metol or and electrical outlets base with snap-in, ee v3 a 
-9 / 58 > z . > . 
i + CINCINNAT! 12, OHIO 


standing sections acoustical panels. and switches. snap-out base panels. THE GLOBE-WERNICKE CO. 


* v 














lek get together. 


You'll find 


us in our Suite, and 
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Spotseald Adding Machine & Other 
Rolls « Desk Blotters, Embossed & Plain 
e File Folders, Manila « Notebooks, Eye- 
Tint & White « Pads, Plain & Ruled * 
Printed “COPY” Second Sheets « Bond 
& Sulphite Papers « Duplicating Papers 
e Mimeo Papers « Manifold Papers « 
Manila Second Sheets + Offset Papers. 


4 


Rockwell-Barnes Company 
Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE @ CHICAGO 1, ILLINOIS | 
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Accessories of the Month 


All accessories illustrated and described in 
this issue in the section carry key numbers 1 
to 15 duplicated on the card at the right. If 
you are interested in an item or several items, 
simply circle the corresponding key numbers 
on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 16 to 90, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 


New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry 





QUICK SERVICE 
INQUIRY CARDS 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 


ACCESSORIES OF THE MONTH 
1 23 465 6 7 8 % 1 tt 12 13 14 16 


NEW PRODUCTS 

16 17 18 19 20 21 22 23 24 25 26 27 28 
31 32 33 34 35 36 37 38 39 40 41 42 43 
46 47 48 49 50 5i £2 53 54 55 56 57 58 
61 62 63 64 65 66 67 68 69 70 7 72 73 
76 77 78 79 80 Bi 82 83 84 85 86 87 88 


SALES STIMULATORS 
101 102 103 104 105 106 107 108 109 110 
1) 0821314 GT Be 420 


NEW CATALOGS 


i218 22 #23 #124 #125 #126 «#127 «#6128 «6129~=«130 
131 «©1320 «133'):«C«134) S135 136ss137)——s138 S139 140 
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September 1958 Issue of OFFICE APPLIANCES, 
Card void after November 1, 1958 
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HIS trademark has been traveling around the world for 
over fifty years. It has stopped to talk to every big and 
little business everywhere. 








| It has been sold and used by men and women interested in the 
‘i|| business tools that have made this country so very prosperous. 


||| You will find this label on business necessities made over fifty 
years ago and still in use. 
| 

| 








|| In your office, on your desk, everywhere you look, you will see 
||| this label. 


In over 50 years of travel, this trademark has weathered all the 
storms, both up and down, without financial embarrassment. 


This trademark stands for integrity, value, service, and good will 
and is accepted and appreciated in the best of business families. 





| It’s so much easier to sell products of nationally known makes 
when quality, service, and value have been guaranteed for over 
| fifty years. 

















i] The user, the distributor, and the manufacturer have profited 
ii greatly in the past and will have built up a good foundation 





for future business. 





The Weis Manufacturing Company 








Monroe, Mich. 
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To all 


profit conscious 


dealers! 


For 40 years GUSSCO has maintained its original intent 


and purpose — to provide dealers with a complete line 
of filing supplies at competitive prices — and serving 


DEALERS ONLY. 


Here’s what that means to you. —1l. You fill most all 
of your customers’ requirements from stock items. —2. 
When you do have specials GUSSCO gives you real 
service. —-3. You are always in a solid competitive posi- 


tion. —4. You never encounter “house” competition. 








YOU ARE 
INVITED 
TO 
BOOTH 
53 
N.S.O.E.A. 
CONVENTION 





























This all adds up to real profit! Get the full story in our 
cataleg now. Wire or write today. 7 
f 
Brand New! ee c 
FLUSH FASTENER FOLDER i: ; 

eo 
GUSSCO now gives the dealer a source ‘_. le 
of supply for a long popuiar 

never before available to the UJ n 
Send for samples. Available on manila, r 
kraft and pressboard folders. li 
F 
p 
Also manufacturers of “‘TRANSFILE’’ FILES — ‘“‘GUIDE-O-FOLDER’” — ‘‘GUIDE-O-FILE” — “GUIDE-O-TRAY”’ te 


GUIDE SYSTEM & SUPPLY CO. i 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. D 





NEW YORK 13, N. Y. S: 
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MOVES FAST! 


pays you more dollars of profit for every 
dollar invested in inventory 











To get a clear picture of where your profits come 
from, you multiply profit per item by the annual rate 
of turnover. 


And the answer you get is that Webster’s New Col- 
legiate Dictionary, a Merriam-Webster, is one of the 
most profitable items in your store. There’s nothing 
like it for turnover, nothing like it for dollars of profit! 
Fast turnover like this doesn’t just happen. The su- 
perior quality in Merriam-Webster is recognized by 
teachers, parents, students, and businessmen the 
world over. Webster’s New Collegiate is the only desk- 
size dictionary ever advertised regularly and contin- 
uously to the millions of readers of Life . . . as well 
as in Time, The New Yorker, Atlantic, Harper's, 
Saturday Review and other leading publications. 


Dealers in all parts of the country have found that 
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they make more money from dictionaries when they 
concentrate on Merriam-Webster. And with today’s 
great emphasis on education, the profit potential from 
this year-round best seller is greater than ever! Why 
not build a mass display in your store now? 


a U8 COWrOn © Ce eerrar™ : - 
G. & C. Merriam Company, Springfield 2, Mass. 

| Gentlemen: Please send me copies of Webster’s New Col- 
| legiate (No. 9, indexed) and bill me @ $6.00 less trade discount. 
| [] Check here if you would also like a copy of the Merriam- 
| Webster catalogue and discount schedule. 

| 

| Store Name saniiesinnennsialennilia 
| Pe Fe ic cctenenenniematnntions —— 
eS A EE VEL. A Ree ET 

| City Zone State 











FOLDING CHAIRS 
= oe 









die 


Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York 17, N.Y. 
Four different styles of steel folding 
chairs are now being offered by the 
company in a price range of $4.95 to 
$13.95 retail. The model, pictured, has 
a $6.95 tag. It has a contour seat and 
slanting back rest. It has been engi- 
meered, according to the company, to 
avoid tipping, tilting or sliding. Rub- 
ber “shoes” cover the tip of each 
chair leg, and there are stretchers on 
beth front and rear legs. 

—Inquiry Card No. 46— 


TWINE CUTTER 


* 





x aii 
Flash Mfg. Co. 
169 Murray St. 
Newark, N. J. 
A new safety model twine cutter 
which may be mounted on a bencl 
in any position has been announced 
by Flash Mfg. Co. Fingers of opera 
tor are completely protected against 
injury by the sharp blade, company 
states. A spring action blade cuts 
twine, rope or cord when such ma 
terial is pulleed through a V-shaped 
opening. 

—Inquiry Card No, 49— 





TOLL CALL COMPUTER 





The Efficiency Corp. 
1035 G St. 
San Diego 1, Calif. 
The Tell-A-Toll device is a precision 
instrument which enables the person 
making a telephone call to keep 
track of the actual cost during the 
conversation. Cost of incoming calls 
may also be determined. This new 
instrument contains an 
timer with a rate wheel which shows 
the progressive cost of calls ranging 
from 15c to $3.50. Operator selects 
base rate from phone book, turns 
rate wheel until this base rate ap- 
pears in left hand corner, sets timer, 
and watches arrow for charges as 
conversation progresses. Chi s can 
be recorded on the pad provided with 
this heavy-weight black plastic in- 
strument. Product is available 
through office supply and equipment 
dealers. Needs no installation 
—Inquiry Card No. 47— 


automatic 





ifes 


POCKET CALCULATOR 


cart 
con ¥F 
<auct 
ste A yro® 
ba 





R/B Crafters 
1642 Fairmont Ave. 
Philadelphia 30, Pa. 
A new circular pocket calculator from 
West Germany is now being distributed 
in this country by R/B Crafters. It is 
known as the “Multor’ and consists of 
two metal discs and a transparent plastic 
sliding arm which can multiply, subtract, 
hold numbers, add and subtract percent- 
ages, and do other calculations. The disc 
is three-colored to help prevent errors. It 
retails in the U. S. at $5.95 

—Inquiry Card No. 50— 


NEW PRODUCTS  ovlinued 


CARBON RIBBON 





Columbia Ribbon 
& Carbon Mfg. Co., Inc. 
710 Herb Hill Road 
Glen Cove, L. IL, N. Y. 
The new Execu-Tape M-50 style Car- 
bon ribbon, intended for use with all 
machines equipped with such ribbons, 
eliminates the problem of breakage, 
company claims. A combination of 
extreme sheerness and great strength 
is derived from the manufacturer's use 
of the polyester film, Mylar, as base 
material. Said to yield a sharp, dense 
image when used in preparing offset 
paper plates, hectograph masters, and 
originals for copy machines. Ribbons 
are available in black, blue, green, 
red, and brown. 

—lInquiry Card No. 48— 





Wren Products Corp. 

Seneca at Swan St. 

Buffalo 10, N. Y. 

One of a new promotional line of 
desk accessories created for home and 
office use is this pen holder-ash tray 


combination Called the Pagoda 
model, this product features a tray-on- 
tray arrangement for ashes and paper 
clips; like other items in the Wren 
1900” line, it has a leather-like plas- 
tic covering and is available in red, 
green, blown, and white. Corrosion- 
resistant metal is burn-proof 
—Inquiry Card No. 51— 





For More Information Use Inquiry Card Facing Page 66 
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SELL MORE, EASIER 


with the enormous 
Shaw-Walker franchise 


Shaw-Walker’s enormous franchise is the trade’s 
most profitable. The exclusive Shaw-Walker dealer 
offers his customers 5000 items from one factory — 
matched in appearance, matched for results, 


All 5000 items are pictured, described and priced 
in Shaw-Walker’s 292-page Office Guide, the biggest 
order-producing Junior Salesman in the industry. 
All bear the. best known trade-mark in office equip- 
ment, “Built Like a Skyscraper.” 


Among the 5000 items in this enormous franchise 
are many exclusive products that cannot be pur- 
chased from anyone but the Shaw-Walker dealer. 


No Other Franchise Gives You 
All 9 Profit Making Features 


(1) All 5000 items from one factory. (2) Most complete 
franchise. (3) 292-page Office Guide to simplify selling. 
(4) Many exclusive fast-selling items. (5) Flow of sales 
helps. (6) Best known trade-mark. (7) Intensive, order- 
producing national advertising. (8) Fourteen Panoramic 
Stores to help close big jobs. (9) Warehouses stra- 
tegically located throughout the nation. 






“Built Like a 





GHAW-WALKER 


Factories and Home Office — Muskegon, Michigan 





e of 
and 


tray 
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§s10n- 


Right now there are a few cities in which we are willing to 
make a change. Yours may be one of them. Write today. 
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Ge sare to see WATSON in Chicago 


Don Braley, President; Fred Chindgren, Sales Manager, and Howard 
Welshofer, Sales Engineer, will be among the WATSON representa- 
tives at the NSOEA Exhibit in Chicago. They will be looking forward 
to again seeing you at: 


ROOM 553—CONRAD HILTON 


WATSON is the company that can supply you with the usual and 
the unusual in metal furniture that is unexcelled for quality, effi- 
ciency, endurance and appearance. 
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@ Standard UPRIGHT Files 


— all styles of standard units in 517%” height. 
Also two-drawer desk-height units. 

Complete line of 5-drawer letter and cap files. 
Optional inserts stocked by Watson for 

the above lines. 

















@ COUNTER HEIGHT Units 


NEW — 417%” high with recessed toe space, 
Continuous Linoleum Tops and new 
Slip-On Counter Front Panels. Optional 
inserts available. 


~~) 


pea bs -T 
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@ HORIZONTAL Units (Sectional) 


Over 60 different units for stacking, providing 
a Horizontal Line with maximum Flexibility. 
For busses, floor cases, vault interiors, etc. 
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@ “HIGH LINE” of Document Files 
and Roller Shelf Cases 
71%” high units with Companion 
Units 34%” high — making possible 
units of 105%” height. 
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WATSON MANUFACTURING COMPANY, Inc. ¢ Jamestown, N. Y. 
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manufacture of CUSTOM-BUILT Metal Furniture for: 


WATSON RoleDex Division manufactures the ROLeDEX line of active record 


Watsou- company of specialists in the 


BANKS 


Complete Counter Equipment — including pedestals, 
counter tops, aprons, counter fronts, busses, 
companion items, vault interior equipment designed 
for efficient Bank operation. 


COURT HOUSES 


Roller shelves, document files, slope top desks, 
counter tops, counter fronts, storage cupboards, custom 
and standard vault interiors, together with 

suggested department layout for convenient operation. 


SPECIAL METAL FURNITURE 


Designed and built to owners or architects 
plans and specifications. 


WATSON representatives have access to complete estimating and 
Engineering facilities as well as being assured of having their 
Custom Built or Standard metal furniture equipment fabricated by 
experienced craftsmen under the supervision of top experts 

in this type of manufacture. 


handling equipment, where the records ROLL to the seated clerk, 
saving up to 200% in record handling time. 
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WATSON MANUFACTURING COMPANY, Inc. ¢ Jamestown, N. Y. 
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UNDER-CHAIR MAT 





Ace Lite-Step Co. 
1708 S. State St. 
Chicago 16, Ill. 


The product shown was erroneously 
reported (due to a printing error) in 
the July issue of Office Appliances 
(page 52) to measure "26 by 48 
inches”; the copy should have given 
the measurements as 36 by 48 inches 
for the round style mat. The rectan 
gular shape was correctly indicated 
to be 36 by 46 inches. 


—Inquiry Card No. 52— 





TWO-TONED SHELVING 


Columbia-Hallowell Div. 

Standard Pressed Steel Co. 
Jenkintown, Pa. 

Two-toned adjustable steel shelving is 
now being offered as a standard cat- 
alog item in a choice of 66 two-tone 
combinations stemming from the use 
of 12 basic shelving colors. This de- 
parture from the standard green and 
gray (still available) in traditionally 
staid industrial equipment not only 
provides a brighter environment for 
industrial storage, distribution and 
warehousing centers; it also affords the 
opportunity for color coding of aisles 


and storage sections. The two-tone 
shelving is the recently introduced 
rapid-adjust Erectomatic system which 
features thumb-action locking device 
and bracket-type shelf support that per- 


mits removal and _ repositioning 
loaded shelves without use of tools 


—Inquiry Card No. 53— 








Minnesota Mining & Mfg. 
Co., 900 Bush Ave., St 
Paul 6, Minn.—has devised 
this back-to-school,  three- 
dimensional floor stand 
which features a_ bicycle 
“basket” full of “Scotch” 
tape—120 rolls of the 25 
size and 96 rolls of the 3% 
product. Standing five feet 
high, the four-color display 
occupies about one squaré 
foot of floor space. Called 
Deal M-5, this offer in 
cludes a large in-store ban 
ner with check list for other 
school supplies. 

—Inquiry Card No. 101— 





Triner Scale & Mfg. Co., 2714 W 
21st St., Chicago 8, Ill—is offering 
this carrying case for Triner Models 
AA-1 or 9-T light-capacity mail and 
parcel post beam scales to dealers fos 
use by outside salesmen. Case is 
made of plywood, covered with long 
lasting plastic which cleans easily and 
is scuff and wear resistant. Light tan 
gold metal hinges and key lock, rub 
ber feet, plastic handle, and velvet 
lining 


—Inquiry Card No. 102— 


Fairgate Rule Co., Cold Spring, N. Y. 

now has a window streamer avail 
able which calls attention to the fact 
that the dealer is headquarters fot 
the Fairgate line of aluminum rulers 
and T-squares. The streamer is color 
fully printed on transparent plastic 

ith adhesive edges for easy installa 
tion. Designed for back-to-school pro 
motion 


—Inquiry Card No. 104— 


ROTARY FILE UNITS 


Diebold, Inc. 

Canton 2, Ohio 

Three new unit sizes have been added 
to the company’s line of rotary files 
equipped with automatic controls, 
making a total of six models now 
offered. Unit size 16 is equipped with 
Dial-A-File control; unit size 26 has 
push-button control; unit size 8 fea- 
tures touch bar control. All three are 
equipped with sliding hood for pro- 
tection when not in use, and key lock 
insures privacy of records. Cabinets 
are finished in two-tone gray with 
stainless steel trim. Letterhead re- 
quests will bring illustrated brochure 


—lInquiry Card No. 54— 





Meilink Steel Safe Co., Toledo, 
Ohio—now has a mobile display 
stand for Hercules home vaults 
which is offered free to Meilink 
dealers who place an order for 
Hercules totaling approximately 
$150 at dealers’ cost. The stand 
is on casters for ease of moving 
without unloading 


—Inquiry Card No. 103— 


American Map Co., Inc., 16 E. 42nd 
St., New York 17, N. Y is offer- 
ing a free store display world map 
enclosed with each world map carton 
or with each carton of maps of the 
solar system. Also enclosed without 
charge is a cardboard display. With 
each order of five cartons a wrought 
iron rack may be had free; two racks, 
for eight cartons 


—Inquiry Card No. 105— 


For More Information Use Inquiry Card Facing Page 66 
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NEW PRODUCTS «!/inued 
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., ON DISPLAY AT NSOEA CONVENTION—BOOTH M77 
TEM” PYRAMIDS fears 


YOU'LL 










BUY THE BEST FROM THE SPECIALIST 


Prices from $199 









Geha 300DA equipped with interleaver-collator. Geha Comet—Today’s greatest value in a hand- 
This most versatile automatic paste-ink stencil operated paste ink stencil duplicator. Creates fine 
Tempo Imperial—the king of high speed, heavy production | duplicator gives fine “press-printed” copy. Runs impressions with a “press-printed” look. Also 
duplicating, with or without interleaver-slipsheeter, 10 | from postcards to airmail weight stocks. Also four three electric and one other hand-operated model 
speeds up to 200 copies per minute. other electric and hand-operated models. available. 














ae 


Tempo Jetdry—the Wonder | Tempo Paste Inks give you 
Ink—the world’s fastest dry- | that “press-printed” appear- 
Tempo Pastel and Regular Film Stencils ing, even on bond and offset | ance in your office dupll- Temposcopes with easy-vision, flashed opal glass 
—Produce the kind of copy you want... without slipsheeting. There | cating. For use in the working area. Headings to your choice of stencil. 
sharp, medium, or bold from the same is a Tempo Ink for every | Tempo-Geha and other paste Accessories included with both models—fluorescent 
stencil. As easy as typing a letter. requirement. ink duplicators. or standard lighting. 


























TEMPO’S COMPLETE LINE— THE RESULT OF 
SPECIALIZING— FITS EVERY DUPLICATING 
REQUIREMENT FOR FINEST COPY AND CUSTOMER 





—— 
* —— oe 
— 


MILO HARDING COMPANY 


SATISFACTION. _.. h 113 tense Building, Mive., Pittsburgh a | : 
Eastern Div. bout Tempo Products» 
YOU'LL PYRAMID YOUR SALES AND PROFITS | Oo Pease send tu open 1% call 
IN DUPLICATING ITEMS WHEN YOU FEATURE and 1 Tempo Representative cal" 
THE QUALITY TEMPO PRODUCTS. C1 Havethe Regions 
ee 5 Pe meee 
|| eel | 
MILO HARDING COMPANY jj... ..—-—__! 
ae 





a 


TEMPO—The Quality Name in Stencil Duplicating city & State _— 


Los Angeles-Cleveland-Pittsburgh-San Francisco-Washington, D. C. Se 
Be cade ——— 
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DAZOR 


Fluorescent Desk Lam 
with Pivoting Reflect 
MODEL 2002 
for Two T8 15-Watt Tubes 


MODEL 2001 
for One T8 15-Watt Tube 


Twin Arms Give the Reflector of this DAZOR 
A Forward Thrust Well Over the Working Area 





The popular low price doesn’t begin to tell the story of what this 
new Dazor can do for your lamp sales. Anyone seeing it immediately 
spots the original style appeal. Anyone ¢frying it discovers how 
pleasant fluorescent lighting is, placed where it’s beneficial—over 
the working surface. Twin arms thrust the reflector distinctively 
forward, still leaving the base out of the user’s way. Further control 
of light direction is effected by pivoting the reflector forward or 
backward. The flat steel base takes up very little desk space; papers 
may be spread on it right up to the housing at the back. 


Suitable for Many Markets 


With price and design features supported by a choice of five decorator 
colors, your profit opportunities are far from limited to the single 
sale. In addition to the private office, your market for this lamp 
includes reception rooms, institutions, libraries, motels and hotels, 
student rooms, home offices, gift buyers in many categories. Contact 
your Authorized Dazor Distributor for additional lamp details, 
available literature and prices. If you need his name, write to Dazor 
Manufacturing Corp., 4481-99 Duncan Ave., St. Louis 10, Mo. 
In Canada address Amalgamated Electric Corporation Ltd., Toronto 


6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


PAzorR FLOATING LAmp. 


FLUORESCENT and INCANDESCENT 


Viewed from any direction—back, fron 
side or anglewise—the simple, distincti 


styling of the Dazor pictured is pleasing 


the discerning eye. 


The standard finish is frost-green baked 
amel over bonderizing, combined wit 
colonial white. Optional colors at no ext 
cost: frost-tan, statuary-bronze, gray ¢ 
ebony, combined with colonial white. 


See ALL DAZOR MODELS in Booths 366-367, Beverly Room, 3rd Floor, at the NSOEA Convention 
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OF THE NEW 


| OFFICE EQUIPMENT 
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Marsh Stencil Machine Co., 707 
E. “B” St., Belleville, I1].—has 
just released a new silk 
screened window and counter 
display card, shaped like a pal 
let with the 8 actual colors of 
Squeezo felt point marker, a 
bottle of which is mounted on 
the display. 
—Inquiry Card No. 106— 





Alvin & Co., 853 Palisado Ave., 
Windsor, Conn. — has made available 
this display containing 29 of the most 
popular drawing scales in triangular 
and flat designs. Display has blue vel 
vet background, lined with clear viny! 
plastic pockets. Back has storage con 

partments for scales and literaturs 

Stands 22 inches high; over-all width 
is 32 inches. Refer to No. 707D Draw 

ing Scale Display. 

—Inquiry Card No. 109— 


Facit, Inc., 404 Fourth Ave., New 
York 16, N. Y.—offers a large thre« 
color display chart especially designed 
to instruct efficient “touch” operation 
of 10-key adding machines. It is 
printed in large, easy-to-read type 
measures 2714 by 3914 inches, and 
shows a keyboard with a right hand 
with fingers numbered and lettered to 
correspond to the numbers and letters 
of the keyboard, superimpos¢ 

Full explanation of uses of keys is 
given in concise and simple terms 
Chart is free; enclose 10 cents in post 
age stamps for handling 


—Inquiry Card No, 110— 


————SALES STIMULATORS (ovtinued 


-PapersMare 


23 FOR 1 


FREE OFFER! 


/a%€7 FREE SCHOOLMATE PEN 
whe ee 


oo 









e FREE 
as 
ot EXTRA 
“> REFILL 
\“2 
WHEN YOU BUY 
APareR’MATE 
TU-TONE PENS ><: 
ia <=) 
ks The Ideal System Co., 2437 W 
ae Pico Blvd Los Angeles 6, 
Calif. offers a new display 
The Paper Mate Co., Inc., 444 carton for individual payroll 
Merchandise Mart, Chicago 54, and tax forms. which come 12 
Ill.—has published this promo books to a box. The red, white, 
tional piece as part of its back and black carton opens to a 


to-school campaign featuring a 
3-for-1 offer of a free School 
mate pen and refill with the 
purchase of a Tu-Tone pen 
This window streamer also fea- 
tures Groucho, Linkletter, and 
Godfrey of the entertainment 
world 


—Inquiry Card No. 107— 


convenient counter display 
showing retail price and per- 
mitting self-service 


—Inquiry Card No. 108— 


EPAGES 


89H 
MASKING TAPE 






Flash Mfg. Co., 169 Murray 
St., Newark, N. J is offering 
a three-color display card fea- 
turing its new line of gold-tone 
"Executive thin rules. Card 
contains six rules (6-ft length) 
standing upright; top part 
shows how the white enamel 
steel tape is marked off in feet 
as well as inches. 


—lInquiry Card No. 112— 





Permacel-LePage’s Inc., U. S. 
Highway No. 1, New Bruns- 
wick, N. J has put out a 
new “Easy Pack for self-serv 
ice in the retailer's store selling 
LePage’s Masking Tape; grav 
ity feeds one 3/5-inch roll of 
tape at a time. With each order 
ror a case, company offers fre 

for a limited time, 10 heavy 
duty cutters in display contain 


Columbia-Hallowell Div., Standard 
Pressed Steel Co., Box 918, Jenkin- 
town, Pa.—n bulletin called “Re 


er. (Cutters retail for 49c ) search and Engineering Stations 
el if et ror ) . , 
: shows flexible work centers created 

Inquiry Card No. 111 by use of company s standard units. 
Areas designed for do-it-yourself in- 

strument and control centers in in- 


dustrial and medical laboratories, 
schools and institutions 


—Inquiry Card No. 113— 


For More Information Use Inquiry Card Facing Page 66 
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smoother - finer - easier 


H-0-N CARD CABINETS 


WITH TILT-BACK FOLLOWER 


SMOOTHER quiet action because H-O-N units 
are equipped with nylon glides on drawer tracks 
and bales. The nylon glides eliminate binding and 
grating even with fully loaded drawers. 





H-O-N 


SMALL GOODS 


All Newly Designed — 
All Greatly Improved 


FINER appearance and styling with improved 
drawer pulls and label holders. A choice of four 
handsome colors: gray, green, sandalwood, spruce. 


EASIER to use with time-saving efficiency of the 
tilt-back follower. Just trip a release and the cards 
recline. This provides room to see, select and han- 
dle without digging. Only H-O-N card cabinets 
have this feature. 






they're better . . . to help you sell more! 







H-O-N 
STEEL 
CARD FILES 










Coin tray 
op.ional 


H-O-N UTILITY BOXES 


All units have automatic safety latch and key lock. Hi- 
impact plastic coin tray is optional. Standard colors in 
Gray, Spruce, Sandalwood. Sizes: 4x8; 4x6; 2x6; by |! 


wide. 








For 3x5, 4x6 
Order the complete package of And 5x8 Cards 


H-O-N small goods from the fac- 
tory or from your regular dis- 


tributor. Style and a firm stability distinguish these units. — 
‘ in 10 models for 3 card sizes; capacities up to 1200 cards. 
The H-O-N Co., Muscatine, lowa Three standard colors: Gray, Spruce, Sandalwood. 
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New Catalogs 





\e 





by 


The Heyer Corp., 1850 S. Kostnes 
Ave., Chicago 23, IIl has pub- 


lished its fifty-fifth annive: 


log, dedicated to the memory of T. A 
Heyer, late president and founde: 
The 34-page booklet illustrates and 


describes the company’s line of dupli 


cators, duplicating supplies, and ot! 
products. Ask for Catalog 58 
—Inquiry Card No. 121— 


tomolate Specie! Lerete 


SR ee eee = 


Timely Preducts Co., Box 416, Basil 
Ohio—offers a complete italog « 
drafting templates. Eight il rat 

pages present the full line of th 
company’s products for use by archi- 
tects, builders, engineers, draftsmen 


and students. Copy may b 
request. 


—Inquiry Card No. 124— 








Ezyindex Products Corp., 153-13 
Northern Blvd., Flushing 54, N. Y. 
has announced the availability of 
Catalog 58 describing and illustrating 
all products of the company’s com- 
ercial and student index and index 
ing supply lines. Request it on com- 
pany letterhead from Ezyindex, 35-29 
153rd St., Flushing 54, N. Y 
—Inquiry Card No. 122— 








No. 59-S | 


TERRE TTI aE 


ACN A al. ee 
‘ id 


Catalog 


Reflector Hardware Corp., 1400 N 
25th Ave., Melrose Park, III recent- 
ly issued a new 132-page catalog, No. 
59-S. It contains over 700 illustra 
tions, photos, equipment listings, and 
nerchandise presentation applications 
Also presents many new items as well 
as new I! erchandising ideas for use 
of the company’s retail store merchan- 
dising equipment. Catalog free on 
writing to Dept. FP-9 

—Inquiry Card No. 125— 











ete - 


Diebold, Inc., 818 Mulberry Rd., S. E., 
Canton, Ohio has just published a 
16-page, two-color catalog covering 
the company’s line of steel storage 
files. Included are before” and 
“after” photos showing how company 
has modernized record storage for 
well-known companies. Available free 
on request. 


—Inquiry Card No. 123— 


Pee Cee Tape & Label Co., 521 N. 
La Brea Ave., Los Angeles 36, Calif. 
— offers a new catalog, No. 61558 
(Dept. PMS), describing and illustrat- 
ing in color 60 new Stock Self-Ad- 
hesive Labels. A special section is de- 
voted to labels used by supermarkets 
in prepackaged meat and produce de- 


partments 
—Inquiry Card No. 126— 


Penco Metal Products Div., Alan 
Wood Steel Co., 200 Brower Ave., 
Oaks, Pa.—has released a new fold- 
er describing and illustrating the 
Penco line of steel lockers, cabinets, 
and shelving. Titled ‘“‘Penco Lockers, 
Cabinets, Shelving,” the folder is en- 
velope-size but gives complete details 
about company’s most popular styles 
of products 
—Inquiry Card No. 127— 


Robert John Co., 202 S. Hutchinson 
St., Philadelphia 7, Pa.—has an- 
nounced the publication of its Cata- 
log No. 30, showing the “Ultra” line 
of modular executive and secretarial 
seating. Photos, diagrams, and color 
make the catalog a planning piece, 
company claims. 


—Inquiry Card No. 128— 


For More Information Use Inquiry Card Facing Page 66 
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“low gas consumption is 
particularly appreciated” 


M. L. Simms, Treasurer of A. C. Simms & Son, Inc., Norfolk, Va. 


“The side doors allow us to load and unload large busi- 
ness machines, cabinets and stands with a great deal of 
ease. We like the low bed of the truck because it elimi- 
nates high-lifting difficulty in loading heavy equipment 

. the small turning space and ease of parking that 
help us make our deliveries more promptly.” 








M. L. Simms also emphasizes the eye-catching style of the Volkswagen, which offers a fine adver- 
tising medium. 

The engineered dependability of Volkswagen is backed up by world-famous ® service in all 
49 (!) states. When service is needed, every @ owner gets the best. The investment in a Volkswagen 
truck pays dividends. Real savings mile by mile add up year by year. Ask your authorized @ dealer 
to show you the operating cost records for a Pick-up, Panel Delivery or a Kombi Station Wagon. 
A Volkswagen costs less to buy, run and maintain. 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 


VOLKSWAGEN | 
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Greatest sales and profit-making opportunity you have had in many a day! Borroughs’ 







completely new line of garment racks meets every need wherever garments are hung. 
These racks have the NEW look . . . and their features, innovations and attractive 
prices put them way ahead of all other racks in appeal and value! 








Han 






a ala lay 


> 


PSOE POM 




















Choice of 5 modern colors — Spring 
Green, Dark Green, Gray, Fall Tan, 
or Brown—in electrostatically baked- 
on enamel. 





tect floor. Umbrella holders (3-capacity each) are a functional part of all wrap racks. 
3 hangers per ft. included. 


3 
y a 
Borroughs NEW Wrap Racks ...a lasting asset to any office 
The 6-, 9-, 12- and 15-capacity standard models can be increased to 8-, 12-, 16- and 
20-capacity units by reversing the richly plated, mar-resistant hanging hanger bar. | 
Models WR-9, WR-12 and WR-15 come in single or double face — and “add-units” are | 
available, Hat shelves have 3 raised, non-dust-collecting apex-ridges. Rubber shoes pro- 


NEW WALL RACKS and NEW Wrap Check Racks with all OF 
Borroughs NEW features available ... write for complete details 
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a 
4 Hanger bar holds basic number of hangers on front side ... reverse bar from back to front, per yo you increase 
B 


capacity 1 hanger per foot .. . or use top of bar for greatest hanger capacity. 
Pat. App. for 


“Handee” Check Rack 
aNEW addition to 
BORROUGHS LINE 


This sturdy, compact, double-purpose rack can be 
assembled in minutes without bolts or nuts—or quickly 
disassembled and stored away. 3-way hanging 
hanger bar holds 4 garments per foot on one side 
— reverse it, and it holds 5 per foot on the other 
side — or a flexible number on the top side. Both 
hanger bar and hat shelf can be lowered to accept 
children’s garments. Hats rest on 3 raised apex-ridges. 
Hangers and casters optional. 


Send for literature 














ce 





BHR-4 “~~ 


Also available in double face. 
Both models obtainable in 3- and ( 
4-ft. widths. 



































It’s easy to raise or lower bar and shelf —no bolts required. 





B oO 4 R oO UL G F Ss MANUFACTURING COMPANY 


OF KALAMAZOO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3004 NORTH BURDICK ST. alm. KALAMAZOO, MICHIGAN 
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in Other Lands 





British Stationers 
Hold Annual Meeting 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Manchester, ‘uly 1 


(This report was delayed in transit, missing the } 


August issue} 


The annual conferenc: f t Stationers’ Association was 
held in June at Southport, and there was a good attendance 
from most areas of the British Isles, and overseas’ representa 


tives from the Union of South Africa and Ghana 

The 53rd annual report was presented to the 
K. G. Collins, of Castell Brothers Ltd.. and this reflected the 
obvious consideration which the Association is giving towards 
the possibility of a Europ Free Tra Area 
established fact. 

Membership has increased during the past year, and this is 
in itself cause for satisfaction. Various n 
cussed during the year, including such it 
for the retail trade, 
ing house scheme 


conference by 


becoming an 


atters have been dis 
S as a costing scheme 


trade margins, staff training and the clear- 


eo 
The new president is Mancell Gutter- 
idge, of Gutteridge, Sampson Ltd., and it 
is true to say there could be no more 


Gutteridge is immac- 


popular choice. Mr 





ulate in dress and is a man well calcu- 
lated to carry on that tradition which 
forme sidents have established with 
such si S 
In tally, Mr. Gutteridge started his 
Mancell Gutteridge caret the sti ionery trade, selling 
Bibles to Scottish traders! 
One of the addresses at the conference 


was by B. T. Hitchens on ‘Selling with a Plar 
Mr. Hitchens was talking about the selling of cash registers 
He outlined 
served that what they 
but the results which cams 
One piece of 
“Never ask a question to which you get the wrong answer 
One member present asked Mr. Hitchens how he went about 
bridging the gap at the in-between period of “good morning 
and an actual discussion on profits and losses of business 


, 
what was by creative selling, and ob 
, “ j 

were selling was not really a machine 
using that particular method 
advice acclaimed, was 


which was popularly 
' 


Mr. Hitchens suggested that one way was to ask for advice 
“I am new around here f the salesman was new—this would 
enable conversation to develop. Again, if the salesman had 
something which he could off the prospect, it would help 
He always advised his salesmen to do their personal shopping 


on their territory. This often means they ld buy small things 
such as cigarettes from a prospective custom 


Another question asked that of the odern tendency 


for the representative to take the sales manager round the 
shops. If one took a sales manager or senior assistant, what was 
the approach in this case 

Mr. Hitchens replied that believed the best way was to 
tackle a job singly. He did not like t idea of two men 
going to approach one. But sometimes it was necessary, parti 
ularly with a junior salesman, where he required help and 
guidance, to be accompanied by a senior man 

In such cases, it was a rule that only one man did the talk 
ing. If the senior man, then the other did not speak. If the 
junior, then the other did not interfere even if the junior mad 
obvious mistakes. What wv ppen would be that after 
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ng tle shop, the senior would explain to the junior wher 
| zone wrong. 

failed to 
the talking 


y good Iiistener 


One speaker 


some salesmen 


Arthur S. Jackson suggested that 


the need because they did virtually all 


discove! 
Often a good salesman was an equal 


I problem of when to call wa also rais 


suggested that some salesmen cal when the shop was ful 
f they persisted in staying then, this only irritated the 

> NX et 
lr} onference upheld the tradition of former meetings with 


plenty of stimulating discussion, and one factor which emerged 


trom the proceedings was that proposed apprenticeshig 
scl as not to be develope 1: this was because, in the main 
scheme proposed was unilateral and did not take into a¢ 
sunt participation of the trade union concerned. The uniog 
had intimated that if it participated in such a scheme, it woul€ 
require its members, upon completion of the apprenticeshig 
t De paid at a rate Over and ab e that rec mended by the 


Wages’ Council for the industry 


lhis vould the Council of the Stationers’ Associatiog 


thought, put at a discount those who had acquired skill in th 
trade thr h experience and practical knowledg 
” 
One little gathering which was certainly pleasant for thé 
writer as that when he addressed the Lancas and Cheshift 
Branch of the Typewriter and Allied Trades Federation 





Lancashire and Cheshir 


A Luncheon Meeting .. . of the 
branch of the Typewriter and Allied Trades’ Federation we 
recently addressed by S. Ernest Rhodes, writer of this article 
Pictured here are, left, Arthur Sumner Jackson, immediate 
past branch chairman; center, J. Hare, branch chairman 
and second from the right, Mr. Rhodes. The other gentlemer 
are not identified. 


centl the subject of “Public Relations 
It was the endeavor of the speaker to show how much coulf 
be done by individual traders in obtaining press publicity fol 
the s, in quite a simple but effective way, and I can onfj 
exp the hope that those present were able to obtain som 
information which may be of help to them in the future ruff 
ning their individual concerns 
Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 


make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
service. While the facilities at New York are 
be found the 


possible 
not so many as at Chicago, there will 


same desire to serve. 
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How INVINCIBLE 


desk base inter-change 


cuts 


your costs... 


me 


Hundreds of potent sales features are built into all 
units of Invincible’s complete steel office furniture line. 
Many of these features are exclusive, such as the inter- 
change flexibility of base assembly at point of sale: 
island base or smart new leg base — either attached 
quickly and securely to any desk according to the cus- 
tomer’s preference. You offer a “custom” choice, yet 


In Canoda: AR ‘Dovey plese, itd., Factory 


1162 Caledonia Road, Toronto 10, ‘Conede ; 


oo 
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boosts your sales! 


Adjustable footings have full 
1%," range. Inter-changeable 
on all invincible boses and 
legs. Built of smoothly 
gliding, non-rust alumi- 
Invincible island num. Solid core for 
base typifies rugged cleanliness and ex- 
steel strength of both tra strength. 
type bases. Note bulk- 
head reinforcement welded 
amid-ships for absolute ri- 
gidity, and dyal-reinforcements 
at glide ends. 













ge 











carry a smaller desk inventory, need less storage space, 
save on shipping charges. 

Customers are pleased with immediate delivery of 
exact desk-and-base they want — are satisfied for years 
with the superbly strong construction, efficiency and 
lasting good looks of Invincible desks and return to 
you for all their furniture needs! 


Invincible Office Planning Kits 
make you a planning expert 
overnight, offering a valuable 
service that sparks sales of 
complete Invincible offices. 
Write for details and kits! 
Dept. B-9 











Whatever line of 
conventional 
duplicating products 
you now handle 















world's finest 
duplicating products: 


Flagship patented metallic 
back carbon paper 


| Flagship carbon paper ribbons 
| Offset ribbons 
Tabulating ribbons 

Addressograph ribbons 
Diazo ribbons 

Hotel Register carbons 

Artist transfer carbons 

School packs 

Carbon binders 
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AAL. LU EB carson ano risson MANUFACTURING CORPORATION 





are you ready to fill the 
NEW NEEDS 
of today’s customers? 


Revolutionary changes and improvements in typewriters and 





duplicating machines now call for the carbon, ribbon and duplicating 


supplies that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 


has developed a whole new concept in specialized products. 


Take, for instance, one example: 


IMPORTANT ANNOUNCEMENT 


~DURALON 


‘“‘DURALON” is a new, exciting, synthetic typewriter ribbon fabric devel- 
oped through Allied research, which combines in a single fabric the 


advantages of many fine fabrics 


Its fabric wear and resistance to cutting suggests its similarity to nylon. 
Yet, its far greater ink capacity makes possible a uniformity of impression 
in a variety of writing strengths not possible with other fabrics. 


The result—a typewriter ribbon that yields impressions of unbelievable 
fineness and cleanliness. Its wearing quality makes it an outstanding value 
at a price just pennies over the higher priced cotton ribbons. 


Let the Allied man show you DURALON and other items in our complete 
line of duplicating supplies, designed for today's needs to outperform 
today’s competition—and you'll begin to appreciate the value of an Allied 
franchise—with its policy of sales through limited, authorized dealers only. 


*Registered U. S. Patent Office. 


BE SURE T0 VISIT US AT BOOTH 136 NSOEA CHICAGO CONVENTION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
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In keeping with our policy of offering 
you the most complete line in our 
field, we will have several new 
items to show you. 


PLEASE STOP TO GET ACQUAINTED. WE WOULD LIKE TO MEET YOU 
PERSONALLY — TO MAKE NEW FRIENDS, AND RENEW ACQUAINTANCES. 
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industry Meetings 








NOFA Group Holds 


Western Conference 


LOS ANGELES, CALIF 
@ THE THREE-DAY second annual western area conference 
of the National Office Furniture Association, held at the Am- 
bassador Hotel here July 31, August 1 and 2 put the spotlight 
on such top problems of office furniture dealers as motivation 
of employees for more productive selling, leasing and rental of 
office furniture, group dynamics, reorganization of business, 
legal aspects and color styling 

A conference theme of “Knowledge of Today’s Problems 
was enhanced by exhibits of 34 manufacturers and wholesalers, 
these exhibits tastefully arranged in spacious settings at the 
Ambassador. 

George D. Nielsen, Dray Mfg. Co., Downey, Calif., as con- 
ference chairman spearheaded the arrangements for the suc- 
cessful sessions which attracted dealers from such far-off cities 
as Tacoma, Wash., Phoenix, Ariz., and Denver, Colo. The 
awareness of western dealers and manufacturers to progressive 
ideas in today’s merchandising of office furniture was clearly 
demonstrated. Executive Director John Gray told of NOFA’s 
expanding program. 


Judy Garland Entertains 

A social highlight of the conference was the dining and 
dancing on Saturday evening in famed Cocoanut Grove to the 
music of Freddie Martin and his orchestra. Judy Garland was 
the featured entertainer. 

The entire first day's program was devoted to listening to 
Eugene C. Peckham, speaker on “How to Teach Motivational 
Theory to Your People.” He defined motivation as ‘moving 
things on the basis of need’ and appealed to the dealers to 
understand why their employees act as they do in dealing with 
customers. 

“Training is a dreadful responsibility,’ declared Mr. Peck- 
ham. “When you pay wages you literally buy the hours of your 
people. Training always goes on. It can be willy nilly or 
planned.” Said the speaker 

—“You must tell your people about yourself. They must 
know how you think.” 


—""You must deliberately train them don’t be haphazard 

—"Take the anger out of the relationship with your employ- 
ees.” 

—"Have your employees aware of this motivational theory 

.. talk the same lingo . get the tension out of your people. 


—''There is no better way than person-to-person talks.” 

The speaker was introduced by Floyd Fenn of California 
Desk Co. and evaluated by Vernon Vallet of Southern Cali- 
fornia Stationers. 


Hear Leasing Story 

An interested audience heard Charles W. Hoover, account 
executive of Personal Property Leasing Co., Los Angeles, de- 
clare that “Equipment leasing is a rapidly expanding sales tool 
that supplements the cash sale and the installment sale 
leasing gives you a new approach it puts you in competi- 
tion with the largest companies it enables you to materially 
assist your customers by rendering a service to them over and 
beyond the normal dealer-customer relationship.” 

Mr. Hoover listed the principal advantages of leasing: 

1. Leasing retains working capital in the business to promote 
and finance accounts receivable; to maintain adequate inven- 
tories and take advantage of special offerings; to discount 
accounts payable; to pay cash dividends; to pay taxes 

2. Leasing establishes capital equipment in the same category 


los anj‘e/es 


mbassador 









William Cole . . . left used props to show the assembled grou 
how ‘‘Group Dynamics’ can be successfully employed in the 
firms. At the right, Charles Hoover of the Personal Propert 
Leasing Co. explains ‘‘Leasing and Rental of Office Furniture. 
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George Nielsen . . . Western area chairman, left, was the ma 
credited with the smooth running program. Eugene C. Ped 
ham, left, a specialist in the field of presenting material i 
terms of understanding, spoke on ‘‘How to Understand Whe 
Your People Say and Do.” 
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Electronic Desk . . . here operated by George Nielsen, was & 
signed by Paul Zell for Odabashian & Sons, Inc., San Francise 
This desk, an attraction at the show, ‘can be the nerve centt 
of the whole office operation’’, designer Zell told OFFICE AI 
PLIANCES. It is constructed of teak wood with an oil finish an 
features a three-way light, push-button controlled; hand-fre 
telephone with party lines and automatic dial system; humié 
fier and thermometer; electronic clock, locks, pencil sharpené 
eraser, Cigarette lighter, drapery control, heater, and door co 
trol; push-button tape recorder, dictaphone and intercom; am 
in addition it has legal file drawer, built-in waste basket on 
an electric shaver. 


— An OA Staff Report — 
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look forward 


Extra pages include yearly 
calendars for next five years. 








MODERN PACKAGING 
® Packed in protective box. 
® No danger of breakage in shipment. 
® Easy to handle and stock. 
® Each refill banded or string-tied in box. 
® Complete description and picture on each box. 
® Designed for better display and self-service. 
® Handy pocket calendar with each refill. 
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look at the date 


It's so easy with a Success calendar. 
No. 17 shown above. 





17 


guy 1959 


“- rm or 19. 988 








look backward 


Extra pages include yearty calen- 
dars for each of past five years. 





JUCCESS 


EXTRA PAGES... with the 
Il-year calendar feature 


See how easy it is to look up any date over a full 11-year period— 
a new, exclusive feature that puts a new look in your sales, too. When 
it comes to desk calendars, there’s more to sell, more profit with 
SUCCESS. Get all the facts. Write today for new SUCCESS catalog. 





COLUMBIAN “22 WORKS, INC. 


2300 WEST CORNELL STREET @© MILWAUKEE 9, WISCONSIN 


when you think 


of SUCCESS think of 
CALENDARS 










when you think 
of CALENDARS...think of 
success ” ” 
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HERE’S A SWITCH... 


Dealer Sells Salesman 


AND N-C PAYS OFF...FOR BOTH!! 
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You'll never find better, more logical prospects for N-C Staplers than (you've g'.«ssed it) 
-any kind of salesmen—traveling...industrial...or commercial—especially thove who 


carry the “office” in pocket or briefcase. There’s where N-C fits, and belongs!. 


Once they try it, salesmen find N-C the time-savingest aid they've ever used. Just the thing 
for keeping copies of orders, reports, expense accounts, bulletins and other related papers 
stapled together in neat, handy, files. And salesmen—like others—just naturally go for 
N-C’s smooth, plier-type action. Note its flat compact shape. Packs easily. Takes mighty 


little room. 
So there you have it—solid reasons why it pays to sell N-C’s to salesmen... and why it 
pays salesmen to buy N-C—the convenient, sturdy plier-type Staplers! 


NEVA-CLOG PRODUCTS, INC. 


Bridgeport 1, Connecticut 


©. H. DAVISON & CO., Pacific Coast Rep., 609 Mission St., San Francisco, Calif. 
JIM W. COOPER: JR. CO., Southern Rep., P.O. Box 2152, Atlanta, Ga. 
CANADIAN STAPLES LTD., Montreal, Toronto, Winnipeg, Vancouver 

















SUGGESTION 
FOR MORE SALES 


Concentrate on Sales Man- 
agers. You'll find them most 
receptive to ideas like the 


N-C 10-DAY 
FREE TRIAL OFFER* 


And when you make your 
sale, chances are it will be 
a whopper! 

*Want a refresher course on N-C’s 


FREE TRIAL OFFER? Just drop us a 
line for complete details. 





















J-30 — the handy Stapler for J-56-R — the dual-purpose Stapler 
permanent fastening. with the BUILT-IN STAPLE REMOVER. 
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J-60O —the ideal Stapler for bot 
temporary (pin-like) and permand 


fastening. 
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buyers want more benefits 
...and Art NM atal “Modulars” have them all 


TICK THEM OFF on your fingers. Convenience...comfort...higher individual output and 
smoother, faster handling of office business... more economical use of valuable 
floor space...attractive styling and quality construction. 


iS THIS ALL that businessmen want today when they invest in office equipment? 
Not when they learn about Art Metal “‘Modulars’’, it’s not all. Along with these benefits 
‘‘Modulars”’ also provide a permanent answer to changing office requirements. 


BECAUSE. they are completely adaptable and interchangeable, Art Metal “‘Modulars’”’ 

can be rearranged at any time to keep your customers’ office operations 

abreast of changing needs. This is effective long-term protection from future loss of efficiency 
caused by inflexible layout...effective protection of the buyer’s office equipment 

investment from obsolescence. And it’s another reason why it is profitable 


>) to be an Art Metal Dealer. 





S¢ that make S more office equipine nt easver to sell 
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service 


See for Yourself . . . Craig P. Calkins, Steel 
Furniture Mfg. Co. tells Ross De Vinney, Vro- 
man’s, Pasadena, in a demonstration during 
the exhibit hours. The exhibits were termed ex- 
cellent in every respect this year 


as employees, utilities and services. 

3. Leasing permits frequent replacement of equipment, pre- 
venting obsolescence and inefficiency. As an example: Leasing 
will permit a doctor's reception room to maintain the prestige 
it requires by replacing the furnishings periodically. 

4. There is no provision in accounting principles or practices 
or in the Internal Revenue Code that would allow a business to 
establish a reserve for replacement of equipment in excess of 
the purchased price. In today’s era of increasing costs, replace- 
ment frequently costs 50% or more than the established reserve 
Leasing prevents such inequities. Increased costs are reflected in 
leasing through slightly higher lease payments 

5. Leasing increases company morale because the lessee can 
afford to get the equipment he needs 

6. Companies leasing equipment have a more accurate finan- 
cial report . . . lease payments are shown on the financial report 
the same as salaries, postage or supplies 

7. Leasing permits companies to expand by their financial 
capabilities rather than their current financial ability. 

8. Leasing equipment may allow certain tax advantages. 


Cole Emphasizes Co-Operation 

Personable William Cole, advertising manager of Walsh 
Brothers, Phoenix, Ariz., spoke on “Group Dynamics” which 
he defined as “working together for a common goal.” He cited 
General Electric's “Operation Upturn” as a significant example 
of group dynamics in the utility field 

“We can give the office furniture business a real shot in the 
arm by working together in NOFA,” |! 

Said Mr. Cole, “Creation of the proper attitude in our em- 
ployees starts with their choice . they must be selected be- 
cause of a genuine desire to serve customers.” He told of the 
method used in Walsh Brothers where ‘the lines of communica- 
tion to Dick Walsh are always open’ and where there is a 
happy relationship enhanced by good wages, the maintenance 
of three lodges for use of the employees, a coffee room, profit 
sharing and retirement plan 

Al Osborn of Tacoma Office Supply, Tacoma, Wash., talked 
about reorganization of a modern business, asserting that the 


re asserted. 


need for such changes may be motivated by different reasons. 
In his own case it came about through the death of a partner. 
It was necessary then for him to consider the legal complica- 
tions, physical aspects of the firm and the necessity for new 
ways of doing business. 

“It is important that any dealer get outside of his business 
and take a good look at it,’ concluded Mr. Osborne. 

Milton N. White, attorney of Los Angeles, discussed “Legal 
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Honored Guest .. . at one of the business sessions was Arch L. Fields, co 
missioner of the City of Los Angeles, left. Here he is seen with Georg 
Nielsen, conference chairman, and John Gray, executive secretary of NOF, 





Western NOFA Meet. . 

















Get Your Badge John Gray, center, tells Herman Klei 
Miller Desk & Safe Co., Los Angeles, left. Joe Berman, Durab 
Metal Products, already had his. 






Earl Sheffer . . . left, president of SCOFA, greets Ralph Noble 
color stylist from Denver, Colo. Mr. Noble repeated his appedt 
ance on the area conerence program by request of member 
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STEELMASTER 


FILING EQUIPMENT 


The best “GRADE A” features in low cost filing 
New2R0 0 snus 


FULL SUSPENSION 
























2612 


ENGINEERING FEATURES 
it’s wider e heavier suspension 
it’s heavier @ new working drawer 
it’s faster e side lock compressor m9 STYLES 
coor FROST TAD, CREE d it’s better @ aluminum hardware FOR EVERY FILING NEED 
1, MATCHES INSTALLATIONS Pa @ functional e@ speed safety lock AT EXTRAORDINARY LOW PRICES. 


Fin sh 11 POWERFUL REASONS WHY [602 —————n 
BI dear capacity Ce SUOGEHYS «2400 struss 


Se" Fiyatefile v QUALITY OFFICE EQUIPMENT GIVES YOU = por 
Ss : BETTER SERVICE AT WORLD’S LOWEST COST. SKS 


@ Precision fabricated in America’s most modern factory i 














LD jw best Grade A features in 
® ost modern style — com. 
pletely functional long service 
\ desks thet give You every engi- 
neering refinement Eight styles 

te serve all requirements 





@ Made by craftsmen with 35 years’ experience 
@ Manufacturing procedures rigid specifications quality | | 
controlled. Every unit precision & expertly made | 5 i) ’ ade 
@ Made of best grade heavyweight furniture steel | Prost Tos oc bres ern', 
24” DEEP 





@ Fuller and deeper drawer filing capacity for better work | AMERICA’s GREATEST Desx DOLL 
Lees lta AR VALUE 





@ Ingenious exclusive improved full suspension mechanism. 
10 ball bearing, solid and floating rollers to each drawer. America’s MOST BEAUTIFUL | 


om § FILER 







@ Anti-rebound safety drawer latch for snap-lock action. [STREAMLINED 
@ Ruggedly built for lifetime service, usage & satisfaction. | ROLLER’ 


@ Double finish. Standard grey or green. Decor colors Frost Tan, i eS 
Frost Green, to match modern installations 





@ Gives 25% to 50% mor copec- 








im het on alain @ Widest range in the world of standard, split, or combination units, 
© Magnificent apelicetion in co. and special filing equipment, built to rigid specifications. 5, 4, 3, 





pacitation, full bell-beoring 


suspension, Grade “A” in per- or 2 drawer files. A file for every filing need. | 
formance 
































© Seves time, work, ond fit nto test lar val in quality filing equipment in the world 
an, wah om its i @ Greatest dollar valve q y g equip © HOME SIRS 
. Kopreved by G © MODE aL «@ STUDY 
} @ FUNCTION 
° Aveilable in of colors with | sit © PRACTICAL @ OFFICE P 
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THE NEWEST INVENTION CARD SYSTEMS 










The world’s lowest cost “viz-oble cord 
tystom thet gives every feature of Grode 
A” systems ot pennies @ doy 








Forty —Sx8 die-cut pockets per drawer 


for faster action. Finish: Stondard Grey 


fem J* 4 
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art steel co., inc. 
170 w. 233rd st. n. y. 63, n. y. 
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Sticks tighter... 
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unwinds easier... 








never telescopes! 


AUTIFUL 


“i does the job better er. oe 


B ...costs less to use 




















SCOTCH BRAND Cellophane Tape 
Miienesora ]Yfinine ano Sitinenmeii saan il 


ARE REGISTERED TRADEMARKS FOR PRESSURE-SENSITIVE ADHESIVE TAPES OF 3™ 0., ST. PAUL ORK 16. CANADA: LO 
e+ +» WHERE RESEARCH IS THE KEY TO TOMORROW E> 
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If you want top-quality business forms 


to sell at a profit with your im- 





print... billed to 









you, and shipped 
under your label 
...don't miss Hano 


at the NSOEA 


Convention. 





COMPANY INC- 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: 
HOLYOKE, MASSACHUSETTS 


Warehouse and Branch Plant 
MT, OLIVE, ILLINOIS 





Aspects of Business’. He 
dealer having a lawyer know his problems and how they c¢ 
be solved without legal entanglements 

Ralph Noble, color stylist of Denver whose article, “Color 
Your Business” appeared in OFFICE APPLIANCES furnit 


Dustecas 1GiK... 


stressed the importance of eve 


was the meat of the program as dedaiers a 









Western NOFA .. 





Continued from Page 9 







representatives compared problems and progress. Here in ( 
we have a session with, left to right, Herman Klein, Mil 
Desk & Safe Co.; W. E. Gilmore, Gilmore Desk Co.; and De 
O’Hern, Hollywood Office Appliance & Furniture Co. In (2) 
see Si Ranta, left, De Voss Desk Co., Seattle, Wash. and 
Osborn, Tacoma Office Supply, Tacoma, Wash., discussing 0 
of Mr. Osborn’s points in his talk, ‘‘How to Reorganize Yo 
Business in this Modern Day.” In (3) Eugene F. Corbin, E. 
Corbin Co., Sacramento, left, and Art Rucker, M. G. Whe 
Co., Los Angeles, exchange ideas. 









issue last spring, discussed 


psychological standpoint. 


Mr. Noble, who was a repeat speaker at the conference 
popular request, was introduced by Verle Lee, Lee Off 


Equipment Co., Las Vegas. 
Exhibitors were: 


Abbort Distributing Co. 

Able Distributing, Inc. 
American Latex Products Corp. 
Anderson Desk Co. 

Art Steel of California 
Avalon Desk ‘Co. 

Blair-Martin Co. 

Burroughs Corp. 

California Typewriter Exchange 
Cal-Mode 

Charles Office Equipment Co. 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co. 
Carl W. Draper Co. 

Dray Manufacturing Co. 
Eastern Cabinet Furniture Co. 
L. C. Flewelling Co. 


Form Jenkins Book Co. in New Orleans 
The Jenkins Book Co., with offices at 600 Magazine 
has been incorporated with $100,000 in capital stock. 

















importance of color from 


Green-Penny Co. 

W. H. Harper Co., Inc. 
Hebert Cabinet & Fixture Co. 
Holga Metal Production Co. 
Wayne Journigan, Associates 
King-Raub Corp. 

Leekley & Booz 

Odabashian & Son 

Peerless Steel Equipment Co. 
Yo Products 

Don Rosen 

Royal Metal Products 
Southern Metal Products, Inc. 
Max Spak 

Spencer & Co. 

Steel Furniture Manufacturing 
Tropicraft 
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NU-KOTE 
PULLS PROFITS 
UP- 





INVENTORIES 
BO)" AN 


The original plastic-base type- 
writer carbon, with a brand- 
new kind of cleanliness 
and durability 


When NU-KOTE goes on your shelves, down goes 
your space-wasting, capital-freezing inventory! 
Here’s a one-weight, one-finish typewriter carbon 
whose new printing press principle of making 
impressions is exactly right for any typewriter and 
just about any copy job. 


Also your sales staff can forget about complicated 

weight and finish facts—and merely concentrate 

on this short, sweet selling story: 

e NU-KOTE copies won’t smudge. They stay 
clean, keep typists’ hands clean. 

e NU-KOTE outlasts ordinary carbons 3 to 1. 

¢ NU-KOTE copies are sharp, clear all the way. 

Yes, a profit-puller plus, as you'll discover at first 

hand as a NU-KOTE dealer! For details plus a 

free sample of NU-KOTE, send in the coupon 

without delay. 

P.S. Another profit-puller plus: fast selling 

Burroughs adding and cash machines. 


SEE US AT THE NSOEA CONVENTION, BOOTHS M-12, 13 
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NU-KOTE 
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FREE SAMPLE! GET DEALERSHIP FACTS! 

DEALER SALES DEPARTMENT 

BURROUGHS CORPORATION, DETROIT 32, MICH. 

CT Without delay send me a FREE SAMPLE of new NU-KOTE 
Typewriter Carbon. 

CJ Also information on how I can become an M&V NU-KOTE dealer 

OP 
NAME _____ 


FIRM NAME 
FIRM ADDRESS 
es ZONE STATE 





James E. O'‘Niel, Samuel Stein, ger 








president of East- eral chairman of 
ern Regional the convention, 
“4 ed ek ; OMDA 
Grossinger’s Resort . . where East Coast OMDA members will ot 
gather for regional meeting Oct. 26. ma 
Mc 
Eastern OMDA Plans 
e e 9: 
Regional Convention ; 
ee 
Nell Lee Litvak, 
keynote speaker man of the second 10 
OMDA EAST COAST Regional Association has completed on Monday’ ener Gay business ses- 
plans for a convention at the famed Grossinger’s Resort in _ we ” 
Grossinger, N.Y. running October 26 through 29. 
A five-day and a three-day package plan has been developed ae 
for those who wish to attend. The main business sessions will 
take place on Monday and Tuesday mornings, with two cock- ae: 
tail parties and a banquet included in the program. 
Miss Nell Lee Litvak, vice-president of Cole, Fischer & Row- Tu 
gow, Inc., advertising firm, will be the keynote speaker at the 
Monday session. Miss Litvak has been connected with the in- 9: 
dustry for a good number of years. Her theme will be “Human- 9: 
izing the Business Machine. 10: 
As added attractions, members will be able to enjoy the full 
facilities of the resort and a golf tournament, complete with Charles W. Gilbert, Felix Berdech, @ 
prizes. A special prize, consisting of a free w eekend at Gros- to speak on photo- the Monday mom 10: 
singer's, will be offered. copy machines. ing business pro 
James E. O'Neil, Argus Business Machine Co., Boston, Mass., gram. 11: 
is president of Eastern Regional OMDA and also serving his 
second term as president of New England OMDA. Samuel 11: 


Stein, Quality Office Equipment Co., New York City, is general 
chairman, assisted by Mack Steinberg, Zenith Typewriter & 
Adding Machine Co., New York; Sam Krivin, Beacon Type- 
writer Co., New York; and George Plant, Atlantic Typewriter 
Co., New York. 

Harold Steinke, H. E. Steinke Co., Upper Darby, Pa., is 
chairman of the nominating committee assisted by Nick Fucci, 
American Typewriter Co., Inc., Englewood, N.J.; Henry 
Gewritz, Standard Maintenance Co., Inc., Boston; Sam Hutter, 
Checkwriter Co., New York; and Edward Pfitzenmaier, Sub- 
urban Typewriter Co., Ardmore, Pa. 





ste £ 
Paul Gross, on Charles Ruben- ihe 








Sam Krivin is chairman of publicity with Wallace W. Fisher, panel discussing stein, on panel 

; addressing, mail- discussing address- It 
(Continued on Page 1017) ing equipment ing machines. Nat 

tor 

are 

fi 

vent 

utili 

cons 

wn ‘ 

~- * é Luc 

ott proy 
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2 . 4 y : will 
John LaHeff, who Sig Rest, joins Harold Gropper, George Plant,@ ‘VY 
will talk on dupli- panel discussion chairman of elec- panel discussing lend 
cators. on duplicating tric typewriter the electric land 

machines. panel. typewriter. 
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Eastern OMDA... 





(Continued from page 98) 


Orrice APPLIANCES; and Norbert Darga, Geyer’s Dealers Topics 
Mack Steinberg is chairman of registration, assisted by Jack 
Todd, J. Vin M Boston; Hank Silver: [Typewriter 
Equipment ¢ N. Y.; Edward Pfitzenmaier; and Samuel Stein 
Edgar Nol N Business Machines In Philadelphia 
Samuel Stein; Charles F. Krause, Jr., general counsel for NOM 
DA: Bud Bil A Supply Corp.; and Hank Silverman are 

yn the pri 
Harold Gropper, Electric Typewriter Co., New York; Mike 
Bak, Underwo Corp.; Bud Bills; and Paul Gross, Mailers 
Equipment Co., N York, are serving on the golf committee 
Hostesses at reception committee members include Mrs 
Steinke, Mrs. H Toussaint, Mrs. Steinberg, Mrs. Pfitzen- 
Mrs. St Mrs. Gropper, Mrs. O'Neil, and Mrs. Krivin 


PROGRAM 


Monday, Oct. 2 


Sam Stein, chairman 


30 A.M. X address by James E. O'Neil, president 

foll 1 by invocation 
9:40 A.M. Special drawing. 

{0 A.M. Keynote address. Miss Nell Lee Litvak, Cole 
Fiscl & Rogow, advertising Humanizing the 
Business Machine.” 

A.M. I Pearlman, Brown & Bigelo Sales Pro 
ti and Sales Aids 
A.M. Charles W. Gilbert, assistant publisher, OFFIC! 
APPLIANCES—"Cash in on Copy Machines.” 

35 A.M. | Bardach, Hermes Typewriter div., Paillard, 
F Determining Break-Even Point 

55 A.M. N nating Committee report 


Tuesday, Oct. 28 


Nick Fucci, chairman 
30 A.M. Oper eting and drawing 
9:40 A.M. James E. O’Neil—"Leasing.” 
10:00 A.M. Paul Gross Charles Rubenstein in panel dis- 
1 on “Addressing and Mailing Equipment 
1 for Dealers.”’ 
Toussaint, John LaHiff and Sig 
panel of the “Duplicator Market.” 


and 


Desigt 
Rest 


0 A.M. H Gropper and George Plant—panel dis 
n “Electric Typewriters 

A.M. Election of officers, selection of meeting site 

Charles Krause, general counsel of NOMDA will 

ial security, trust funds, wills, and like 

problems. He will sum up salient points of the 


NOFA Sets May 1, 2, 3 for 
1959 Convention Dates 


annout by John R. Gray, executive director of 


National Offi Furniture Association, that the dates selected 
for the 1959 on as the result of the exhibitors’ survey 

May 

[he Fountainebleau in Miami Beach, Fla., will be the con- 
ention headquarters and the new Convention Hall is to be 
tilized as complete facilities for holding meetings and lunch- 
eons and stagit hibits all under one roof 

NOFA will ise the Deauville, Carillon, Roney Plaza, 
Lucerne and S ny hotels, which like the Fountainebleau are 

iding st | rates for the convention period 

Exhibit sj selling rapidly, Mr. Gray told OFFICE 
APPLIANCES. He points out that for the convention NOFA 
will present t heel of progress’ design, encouraging an 
ven flow traffic in all directions from the hub and 
lending itself to the colorful centerpiece and tropical 
‘a iping s planned 
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East Coast Stationers: 
Plan NOW to attend... 





2ud Annual 


EASTERN 
COMMERCIAL 
STATIONERY 
SHOW 


OCTOBER 26-29 Incl. 
New York Trade Show Bldg. 


8th Avenue at 35th St., New York City 


The Big Show on the East 
Caaat . e « Well over 100 exhibits of 


office supply and equipment products, dramatically 
displayed .. . Plus . . . an opportunity for you and your 
sales force to get to know your supplier better, 
meet his management and sales team and have 


them get to know yours. 


Strengthen your trade. 
Attend your show. 


EASTERN COMMERCIAL 
STATIONERY SHOW 


44 W. 63 St., New York 23, N.Y. 


Jointly sponsored by 
The Stationers Association of New York 
and 
The Metropolitan Travelers Club 





Southwestern Sales 
Rally Set in Dallas 


DALLAS 

Dealers and their sales staffs from a six-state area encom- 
passing Texas, Arkansas, New Mexico, Oklahoma, Mississippi, 
and Louisiana, have been invited to attend the first big sales 
rally sponsored by the Texas Travelers in conjunction with 
Region Nine of the NSOEA. 

_ The rally is slated for September 6 in the Statler Hilton 
Hotel. Chairman Wayne B. Preston and Texas Travelers Presi- 
dent H. Doyle May are doing al! they can to make the pro- 
gram one that will be long remembered in the area. 

Top speakers at the one-day session include Charles M. Mor- 
tensen, general manager of NSOEA, who will talk to the 
dealers and staff members on “Sales Careers Unlimited.”’ He 





C. M. Mortensen 


J. N. Christianson 


will be joined by John N. Christianson, vice-president and gen- 
eral manager of Quality Park Envelope Co. Many dealers have 
heard him talk on the sales subject and can give their salesmen 
the opportunity to hear him speak on “Who Killed the Buyer?” 

O. Fred Richardson, sales manager of commercial products 
for Minnesota Mining & Mfg. Co. will also be on the guest 
speaker list along with William Garrett from American Tele- 
phone and Telegraph in Kansas City. Mr. Garrett will demon- 
strate effect business telephone usage 

Add to this a panel discussion conducted by past governors 
of Region Nine, outside salesmen, travelers and manufacturers, 
and the program is complete. 

Registration will get underway at 11 a.m. in the hotel, 
with the afternoon session scheduled for 1:30 p.m. This meet- 
ing will run until about 7 p.m. and will be followed by a 
dinner in the Grand Ballroem of the hotel. The registration 
cost is only $5 for a dealer or dealer salesman, and this will 
include the dinner. Ladies can register for the same amount. 
Travelers and manufacturers have a $10 tab. 

As special added attractions, a clever attendance device has 
been devised which is built around the “Poker” card game. 
Single playing cards are being mailed out with the promotion 
letters and at the rally these will be compared for prizes. 

The ladies attending will have a pregram of their own which 
includes a tour of the Neiman-Marcus store in Dallas and a 
special tea planned for them in the store. 

For those who come early, a block of tickets to a professional 
football game in the Cotton Bow! have been purchased. These 
can be obtained along with the registration. 


Retires After 40 Years with Firm 


Miss Maude Barnes, who retired recently after working 40 
years as a binder of books and forms at Palace Office Supply 
in Tulsa, Okla., has moved into the Masonic Home in Guthrie, 
Okla. 

A native of Nevada, Mo., Miss Barnes came to Oklahoma 
territory in 1895 in a covered wagon. She lived in Stillwater, 
Pawnee, Guthrie and Muskogee, before moving to Tulsa in 
1916. She joined Palace Office Supply in 1917. 

At the time of her retirement, Miss Barnes was given a fare- 
well party and was presented with a plaque by the firm and a 
clock radio by the employees. 
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Chicago Furniture Men Play Golf 
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Happy people after the tournament: - 
1. Chairman Walter Bryzek, Johnson Chair Co. reser 
2. Low Gross Winner Bill Back, Gunlocke Chair Co., and Lowmeee* 
Net Winner G. R. Petersen, Riha, Petersen & Vail, Chicagomesss 
3. Directors of Chicago NOFA—Lou Farber, Louis H. Farberggess 
Co., membership chairman; Mel Liss, Polk Bros., publicity eee 








chairman; Art Poliquin, Horder’s, Inc., president; Walt 
Bryzek, Johnson Chair Co., vice-president; Walter Lennart 
son, Office Appliances, secretary 


Woodridge Country Club was the scene of the annual go 
tournament of the Chicago chapter of the National Office Furni 
ture Association on Thursday, July 17. Responding to the ca 
of chairman Walter Bryzek, Johnson Chair Co., 27 came out té 
play golf and 32 sat down for dinner after all scores were f 
corded. 

Prizes were plentiful—one for everyone present. Bill Bad 
Gunlocke Chair Co., won the low gross award with a 77. T 
low net prize was taken by G. R. Petersen of Richa, Petersen & 
Vail. Mr. Petersen’s gross was 91 and his net 67, thanks to th 
Peoria system of handicapping. 








NOMDA Membership siestees 
Total Reaches 2,000 ape see 


The figure of 2,000 members has been passed by the Na 
tional Office Machine Dealers Association. This total does n 
include the 150 Canadians who joined up in the merger of th 
Canadian OMDA with National. 

The new high total was reached during the Milwaukee co 
vention as dealer after dealer signed up and as the momentu 
gained by the recent membership campaign continued to adé 
scores of dealers to the roster. The new total is well over tl 
2,000 mark and with the addition of the Canadians the prese 
roster includes over 2,200 companies Sieseeee 

“Everyone is happy over this new evidence of our growth, Bese 
stated Charles Meyers, NOMDA president. “Nothing succee 
like success and we look for 2,500 members by the time wé 
gather at Cincinnati next June. Our members have worked hard 
for several years now, and their toil is beginning to pay off 
handsomely. In reality, we have only started — we intend 
keep right on with our campaigns until we have every li 
prospect signed on the dotted line,”’ enthused Meyers. 












































Metropolitan Travelers Publish Roster 























An attractively bound-in-plastic loose leaf notebook no 

































































holds the membership roster of the Metropolitan Travele 
Club for 1958. The book holds a complete copy of the by-la 
and constitution of the group as well as listing members. . 
‘ 
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NEWS! 


:Old Town's C*BeP — the NEW clean, all purpose liquid 


duplicating carbon. 
, Yes, it’s rye —CoBeP's acceptance by large volume spirit 
Ow 
cag0, 333 users has been more than amazing — it's been phenomenal! 
licity Es Competition has nothing to compare with CeBeP —leaving 
the field wide open to OLD TOWN dealers. 


o up and everyone 
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Governor Greets Eberhard Faber 
On New Plant's First Anniversary 


WILKES-BARRE, PA 


The Eberhard Faber Pencil ¢ was greeted by the governor 
of Pennsylvania and leaders of t Wilkes-Bartr yMmunity on 
the first anniversary of the dedication of its main plant and 
world headquarters at Crestwood, Wilkes-Barre, late in June 

Within the new $3,000,000 was a “family ob 
servance’’, a buffet luncheon atten by the c iny executives 
and staff, Wilkes-Barre’s Acting Mayor J. Harry May and lead 
ers of the business community in t irea 

The occasion was further br tened by a ng telegram of 
felicitation from Gov. George M. Leader and by extensive at 
tention from the local press. A sing Eberhard Faber’s presi 
dent, Louis M. Brown, Gov. L: said 

“My sincere congratulations to you, the officers, staff and 
personnel on the first anniversary of your appearance on the 


Mes. Julia T. Faber . . . vice-president, blows out the big can- 
dle during Eberhard Faber Penc first anniversary celebra- 
tion as President Louis M. Brown starts to cut the birthday 
cake. 
Pennsylvania industry scene. Your contributions to the econ- 
omy and welfare of the Wilkes-Barre area and the entire Com 
monwealth have been positive and widespread. Today’s recogni 
tion of the presence of Eberhard Faber in Pennsylvania has 
added significance, too. It was the first industry to be associated 
with the new Pennsylvania industrial development progran 
“It is my confidence that the n of Eberhard Faber and the 
accomplishments of your great firm will always be the positive 
force in Pennsylvania that it has proved to be in one short year 


May your growth and prosperit itinu 
A first-birthday cake was cut by President Brown after Mrs 


Julia T. Faber, vice-president, blew out the tall single candle 
colored, shaped and marked lik« Mongol pencil 

Also present were Samuel M. Wolfe, Jr., president of the 
Greater Wilkes-Barre Chamber of Commer: J. M. (¢ noehy. the 


organization's executive secret Wi illiam O. Sucre, resident 
of the Great Wilkes-Barre Industrial Fund 1 Fr = Roociia 
chairman of the Committee of croup of Wilkes-Barre 
citizens whose aim is to attract n industry t . area 


Fire Damages Firm in San Antonio 
SAN ANTONIO, TEX 


A recent fire damaged the Centr [ypewriter Co. at 509 W 
Commerce St., causing loss of about $1,500 
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Speedry 
FIRST! 
; , 57¢ 
i refills 35¢ a 
Permanent . maqic marker 
tnd BRUSHPEN SET 
The famous ready-to-write mark- Pe aq a e NO. 991 
“ stant-d waterproof, 11. brilliant : Another Speedry first! Dries instantly on 
lors plus black and white. NO —- porous surfaces. Non-penetrating, odorless, Gold finish Speedry Brushpen with famous 
INK! I: ngle unit color sets, doze removes by washing or with ink eradica- patented CAPAC system that fills itself, 
boxes Art Set. Refills avs ail ; tor. NO LOOSE INK! §& brilliant colors. feeds itself with no loose ink. Comes in 
ble MAGIC MARKER SHELF LIFE A sensational development in felt-nib plastic case with extra nib and ink. 
GUARANTEED 3 YEARS! markers Brushpen also sold alone, 99¢ 
y 
FILLS ITSELF! FEEDS ITSELF! 
a RX I The Speedry MAGIC MARKER / 
a” rrr Line for marking, stamping 4 
Ty Ww i 
=< Ms and stencilling is most popular 
a because they're PERFORMANCE 
ea 
—- ee ; TESTED by the world’s foremost 
G4 Bi. manufacturers in devices and 
inks for special-purpose uses. & 
— : pecial-purpo | $3.50 
© $2.50 , x In a small space you can open SPEEDRY BRUSHPEN 
maqic marker a complete MAGIC MARKER a MODEL 57 SET 
STENCILLING SET NO. 811 DEPARTMENT for big profits ; All-aluminum machine-turned Speedry 
lr : a MAGIC MARKER oN : Brushpen, fountain pen size with pocket 
STENCILEER ' wse.ink applicator), : end steady repeat business clip. Patented CAPAC assures uniform 
6 movable ster etters and letter-set- from satisfied customers. ; flow. NO LOOSE INK, nothing to spill, 
ry easel. Cleanest, quickest stencilling on ' ; refill or flood. Choice of nib style and 
' STENCILEERS Speedry Instandry ink. Brushpen also 
able available alone 
mnghe mnt er a = 
ONE STROKE LETTERING 
For Protescional (oetimg Sogn 
min eto ay 
) eee 
= geooerem 
SPEEDRY 8-COLOR $5.95 
DIPPEN SET NO. 718A maqic marker 
m 
aqic marker For sketching, fine-line drawing, dry-brush 12-COLOR ART SET NO. 735 
LETTERING TEMPLATE NO. 82 ; and other exciting techniques. Just touch 
felt tip to felt pad in bottle. NO LOOSE The professional or hobby artist's and 
M neat professional- INK to spill or fill. Instant-dry, water. craftsman’s delight. Full color range of 
notices. Used with proof, for any surface or material. Set in- F standard and between colors. Comes with 
ui Mag M Brushpens for quick, cludes 7 colors plus black, solvent, holders 2 utility platform to pin on inclined draw- 
ff. extra-sale item. , and variety of 8 nibs ; ing board 
SEE US IN Write for complete catalog, prices and merchandising aids 
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enawereee SPEEDRY €3§ PRODUCTS, INC. 


NEW PRODUCTS! NEW DEALS! DEPT. OA-7E Ti LT HILL 18, N.Y., U.S. A. 
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Oxford Filing Supply Holds 
Dealer, Secretarial Schools 


} 


Ited in a heavily over 


, 


Tremendous dealer interest 
subscribed registration at the spring session of the Oxford 
Filing Supply Co. Inc., en training school. Classes 
normally conducted at Oxford's training center in New York 
City had to be held in a ballroom of the Commodore Hotel 


dealer sales 





W. C. Beyer . . . describes Flexindex card filing system at the 
spring term of the Oxford Filing Supply Co. dealer training 
school in ballroom of the Commodore Hotel, New York City. 


Attendance at each of the four weekly sessions averaged be- 
tween 80 and 100. A remarkable total of 74 diplomas, signify- 
ing completion of the course, were awarded at the “graduation” 
dinner following the last meeting 

Comment on the course was unqualifiedly favorable. A dealer 
received enthusiastic approval when he remarked, “It’s no 





A. C. Imburgie . . . of Oxford Filing Supply Co. demonstrates 
good records’ housekeeping to secretaries attending workshop 
at Penn State University, DuBois, Pa 


longer possible for a salesman to survive whose only equipment 
& | 


is a sharp pencil. With competition the way it is, we've got to 
sell quality products and new, cost-cutting ideas. This school 
is the best thing that’s happened to me, and you can bet I'm 
going to ask for help from your systems service department 
too.” 

The Oxford Filing Supply Co., Inc., also, in conjunction with 


Jack Wilkinson Office Supply, Bellefonte, Pa., participated in 
the recent Workshop for Secretaries at Pennsylvania State Unt- 
versity. Spnosored by the National Secretaries Association, 50 
members of the Berwick Chapter met at the Penn State Center 
at DuBois, Pa. on June 11 and 12. Forty members of the Hazle- 
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ton Chapter met at the Penn State Center in Hazleton on June 
13 and 14 

Anthony C. Imburgia and George W. Hammarth of the Ox- 
ford systems research division were asked to discuss “Progres- 
sive Filing Methods” as part of the overall workshop theme 
“Modern Trends for the Secretary.” Secretaries were shown 
how faulty executive decisions and consequent expensive cost 
leaks could result from poor records control. Conference 
groups lead by Imburgia and Hammarth explored common 
filing problems and new innovations in equipment and methods. 

Totally new filing ideas were incorporated into “live’’ demon- 
strations of Oxford Pendaflex applications and other unique 
Oxford systems. Participants were shown new, easily under- 
stood ideas that make secretarial record keeping and adminis- 
tration of the largest files less complicated and significantly 


more accurate. 


Engage More Space for 
Eastern Commercial Show 


NEW YORK CITY 

The impending second Annual Eastern Commercial Stationery 
Show has met with tremendous enthusiasm to date, no doubt 
based upon the outstanding success of the initial show last 
year. Although provisions were made for additional space on 
the third floor of the Trade Show Building in New York City, 
the demand for space has moved the committee to engage the 
fourth floor as well, so as to accommodate new exhibitors, and 
take care of expanded space needs for prior exhibitors. 

A singular outstanding publicity program has been instituted 
to publicize the show to all dealers in the northeastern United 
States—and attendance should run ahead of last year. This is 
a free show—for dealers, their personnel and qualified purchas- 
ing agents who can be brought to the show by a dealer. It is 
strictly a commercial stationery venture, featuring the full and 
latest lines of outstanding manufacturers in the industry. Ex- 
hibit hours are as follows: 


Saturday, October 25 — 12 noon to 7 P.M 
Sunday, October 26 — 12 noon to 7 P.M 
Monday, October 27 — 12 noon to 10 P.M. 
Tuesday, October 28 — 12 noon to 8 P.M. 


Wide Interest Displayed In Cincinnati 
Office and Business Equipment Show 


CINCINNATI, OHIO 

Wide industry and public interest is being displayed in ar- 
rangements for the 1958 Cincinnati Office and Business Equip- 
ment Show to be held here October 28-30 in Music Hall. A 
presentation by 100 exhibit units is anticipated. 

John L. Howison, with Kellsall-Voorheis, Inc., Cincinnati, 
is president of the non-profit committee representing the office 
furniture and business equipment fields and is also general 
chairman of the show committee. 

Others on the exhibition arrangements and hospitality com- 
mittee are George S. Long, All-Steel Equipment, Inc.; G. W. 
Bailey, Dictaphone Corp., and Stanley Spritz, The Spritz, Office 
Equipment Co. 

Earl J. Winter, business manager for the Show, 
his office at 311 Pike St., Cincinnati 2 


maintains 


District 14 Meets in 
1959 at Las Vegas, Nev. 


Carl G. Grimes, Jr. governor of District 14 NSOEA, reports 
in Los Angeles that the 1959 convention will be held at the 
Desert Inn in Las Vegas, Nev. 

Dates will be May 18 and 19. 

It was erroneously stated in our July issue that Santa Barbara 
had been chosen for the 1959 convention site 
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SEE OUR SENSATIONAL 
NEW EXECUTIVE GROUPING, 
THE CRAMER K-LINE, 
AT N.S.O.E.A. 
CONVENTION 
SEPT. 27 TO OCT. 1 


Rooms 609A 


and 611A 
Conrad Hilton Hotel 


(eamer- POSTURE CHAIR COMPANY, INC. 





625 Adams * Kansas City, Kansas 
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industry News 





Baltimore Stationery Co. 
Buys Building; To Expand 


BALTIMORI 


William W. Jones, executive \ president of The Baltimor« 
Stationery Co., 115-117 E. Lombard St., has announced the pur 
chase of an adjoining five-story building 


at 119-121 I 
tional property will approximately double 


Lombard St. This addi 


the capacity for operations and paves the 
way for Ontinued company expansion 

The company was founded in 1930 by 
Calvert R. Jones, Jr., president. There 
are now approximately 100 employees in 
the organization. In addition to office 
furniture 


supplies and printing, the 





. company is a leading dealer in school 
W. W. Jones and church equipment in the area. The 
business machines department is expanding very rapidly and 
this division of the company is expected to become increasingly 
important. 
The Baltimore Stationery Co. has grown to become a leader 
in its field and is now one of the largest of its kind in the 
Eastern section of the country 


Eversharp Pen Names General Sales Manager 


In the midst of a steaming revitaliza- 
tion program, the new-look Eversharp 
Pen Co. paused to appoint Quartus P. 
Graves to the post of general sales man- 
ager. In his new post Graves will be re- 
sponsible for Eversharp sales in the en- 
tire domestic sales market 

Current project for Graves is the busi- 
mess of expanding the sales force in 
anticipation of the early release of the 
firm’s first new product since it became Q. P. Graves 
a subsidiary (December, 1957) of The Parker Pen Co 

The build-up process at Eversharp includes simultaneous 
consideration of everything from a $1,500,000 advertising 
budget to packaging, promotion displays, goodwill tours of 
the trade, and its first general sales conference. The 
of business life are not overlooked, however. In May, Ever- 
sharp headquarters played host to leading citizens of Arlington 
Heights, (Ill.) at a “New Neighbor Day” open seta 

Prior to joining the new Eversharp organization in mid 
January of this year, Graves was sales manager of the writing 
instrument division of Eversharp, Inc., which now manufac 
tures and distributes shaving equipment. Graves has been in 
the writing instrument business for nearly a quarter-century 
as salesman, regional manager, and sales manager. He moved 
over to Eversharp Pen as manager of the advertising-specialty 
and premium department 





amenities 


Bachmann Associates To Sel! 
Kimball Waste Baskets 


Kimball Manufacturing Corp., San Rafael, Calif., has an 
nounced the appointment of W.M. Bachmann Associates, 1813 
N. Shore Drive, Clear Lake Iowa, as epresentatives for 1ts 


line of fiber-glass waste bask 1d sand urns for the office 
and stationery supply trad¢ 
Bachmann Associates will t] states of Minnesota 


Iowa, Nebraska, North Dakota, South Dakota, Colorado, Wy 


oming and Wisconsin. The Kimball line includes a wide variety 
of colors and patterns in functional and durable fiber-glass ac 
cessories for offices, hotels and institutions. Kimball is present 


ly represented in California by Philo H. Leonard and in Ore 


gon, Washington, Idaho, Utah and Montana by Scott Waters. 
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Smead Announces Winners 
In Annual Window Contest 





Janke Book Store Wausau, Wis., winner of first prize in 
Smead Mfg. Co. window contest. 


4 Hit] 


Jarman’s, Inc. Charlottesville, Va., Smead window contest 
second prize winner. 


Smead Manufacturing Co. has announced the results of the 
fifth annual window contest as follows 

First prize, Janke Book Store, Wausau, Wis.; second prize, 
Charlottesville, Va.; third prize, Zillmer’s Of- 
Horder’s, 


Jarman’s, Inc., 
fice Supplies, Inc., Waukesha, Wis 
Inc., Chicago 

Honorable mentions were made to the following: A. & E 
Supply Co., Duluth, Minn.; Adams, Rochester, Minn.; Cald- 
well-Stites Co., Roanoke, Va.; Clark Peeper Co., Clayton, Mo.; 
Collins & Pittman, Terre Haute, Ind.; Harker Office Supply 
Co., Martinsville, Ind.; Henry's Office Supply, San Gabriel 
Calif.; Kendrick-Bellamy Co., Denver, Colo.; Kistler’s, Denver, 
Colo.; Office Supply Co., Escanaba, Mich.; Rocky Mt. Bank 
Note Co., Pueblo, Colo.; Schwabacher-Frey, San Francisco 
Calif.; Southwestern Stationery & Bank Supply, Ponca City 
Okla.; Wesbanco, Oklahoma City, Okla., and H. H. West Co 
Milwaukee, Wis. 

First prize gives the winner his choice of a one week all-ex 
pense trip for two to New York, Miami or Los Angeles. Sec 
ond prize is a one-week all-expe nse trip tor two to the Montana 
dude ranch country. Third, fourth and honorable mention 


fourth prize 


prizes are in cash 
Judges were Steve C. Brown, St. Paul; Homer B. Lay, NSO- 
EA; and Donald S, Frey, Wholesale Stationers Association 
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VISI-SHELF gives more 


of what we're selling 
filing for! 








Thanks to Visi-Shelf’s exclusive Mie 7 ti 


features ii provide — | | (a i imal 
more filing capacity are tn 


Visi-Shelf units file “Twice as many th WT 
records in the Same Space” — offers 
maximum space savings—by almost 200%! 


; TEU Tees 
more profits ere “ 41% ip 








to our customers! 


more record protection 


Our customers really go for the 

exclusive, patented Drop Doors that 
protect records from dust, dirt and light — 
and are so easily handled 

with just one hand! 


more filing per day 


Filing is faster and easier with 
the Visi-Shelf Filing System — adds up 
to more records filed per day! 


more jational advertising 


More people ask for Visi-Shelf 

Filing Systems, because Visi-Shelf is 
consistently advertised in the magazines if You're Not Getting Your Share 
our customers read, such as: of Filing Profits — Send Today For 
Full Details of the VISI-SHELF 
Dealer Promotion Program! 


VISI-SHELF FILE inc. 

















225 Broadway 
New York 7, New York 
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Showrooms 


Enhanced in 
30th Year 





td 








LOS ANGELES 
@ COMPLETELY modernizing showrooms at 542 S. Los Angeles St. in 
observance of the firm’s 30th anniversary, the California Desk Co. brought 
this reaction of its customer friends, “We are truly living in a period of 
transition.’””’ They were charmed with the new appeal in office furniture dis- 
play. 

When Floyd A. Fenn, owner of the firm, started in business 30 years 
ago, a favorable second-floor location was sought, one having ample space 
and a location close to the financial district, as well as the manufacturing 
or wholesale area. Overhead was not a constant problem. Now, moderniza- 
tion has added new worth to the satisfactory location 

Mr. Fenn has surrounded himself with a staff of young men possessing 
“know how” and enthusiasm, a tonic for a growing business. Leo Duval, 
formerly with Wagner-Henzy-Fisher Co. in Cleveland, has joined the Cali- 
fornia Desk Co. and is responsible for layout, design and decorating. He 
heads up the expanding service. Don Ulmer, possessing successful sales ex- 
perience with one of the large eastern desk manufacturers, has also recently 
joined the sales force. 

Owner Fenn declares what has been accomplished, without adding 
greatly to the overhead, has been most encouraging 





Reception Area Special design cement mural was 
designed by Leo Duval and executed by Milton Tuttle 
Westin-Neilsen reception room furnishings in bright 
Orange and white are accented by dark gray carpet 
White walls and hanging lighting fixtures highlight 
area. 


119 


Traditional Feeling 
Desk Co. Georgian suite while the Johnson chairs, cov- 
ered in red leather, harmonize with patternal drapery 
in same shade. Walls of aqua, and gray carpet, blend 
with the decor in this showroom area, 


Junior Executive Office . . . Jasper Classic 
series desk and modular units supply functional 
work area. Johnson chairs in walnut and black 
leather reflect a dramatic note against olive 
and white wall. 





ee 
Executive Office . 


. Alma Director series fur- 
niture in combination walnut and cherry is 
placed on gold carpet. Gold and white walls 
are matched with shades of brown for har- 


mony. 





is achieved by using Hoosier 
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New 


o1ololo-x 


NOW 


Mee completely automatic multiplication 


Gee at conventional adding machine cost 


a it’s ____ new —_—_—__ —_—_—_— —_———"addo-x" model 2341 E automatic multiplier 


= with—— —___—— —_—_——fast—————_completely automatic multiplication 


= priced— no more than a conventional adding machine 


= you profit profit profit selling this truly unique machine 


for details phone, wire or write”addo-x inc”, 300 Park Avenue, New York 22, NY, PL 5-5420 
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NSOEA Convention 

Sept. 27-29 

CONRAD HILTON HOTEL 
Chicago 

Space 532-A 








_ Model C-91'2 


Also Seen at These Showrooms — 


sat MONARCH Executive Interiors Inc. 
440 Fourth Ave. 1019 22nd St., N.W. 
New York City Washington, D.C. 


oe ap. 


es “FURNITURE COMPANY, INC. 
Riis HIGH POINT, N. C. 


MONARCH 





Slater, Sullivan New Owners 
Of Seattle Office Supply 


Ben F. Slater, formerly associated with Cascade Stationers, 
Inc., Seattle, and Hal Sullivan, manufacturers’ representative 
have purchased his interest in the Seattle Office Supply 
First Ave., Seattle, from Alvin K. Holmes. 

Chis is a pioneer wholesale office stationery operation in the 
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Retirement “Bouquet” . . . Alvin K. Holmes, former owner of 
Seattle Office Supply Co., upon retirement and sale of his in- 
terest is presented with a bouquet of green onions jokingly sent 
to him by an old friend, Charles Hess of Little’s Office Supply, 
Seattle. Presentation is made by Hal Sullivan (right), new owner 
with Ben Slater, who is looking on. 


Northwest. Mr. Sullivan is now president of the corporation, 
Mr. Slater is vice-president and» S. C. Pillsbury is secretary- 
treasurer 

Mr. Slater was previously a partner in the Cascade Stationers, 
an interest which he has since sold, and prior to that time was 
with Addressograph-Multigraph. 

President Sullivan has been a manufacturers’ representative 
for office supplies in the Northwest for some three and one- 
half years and is well known in Washington and Oregon. He 
and his family moved to Seattle from Portland about two years 
ago. Previously, he was Northwest sales representative for the 
Minnesota Mining & Manufacturing Co 

Secretary-treasurer Pillsbury has been with Seattle Office Sup- 
ply since it began in 1930. The company has been at its present 
location for the past 10 years. 

After 30 years in the stationery business, Mr. Holmes, the 
former owner, is planning to ‘take it easy” in retirement 


Hugo Beier of Beier & Gunderson 
Retires as Partner in Firm 


SAN FRANCISCO 
Hugo B. Beier, a partner for over 20 
years in the firm of Beier & Gunderson 
in San Francisco, has retired from active 
Participation in the company. The firm 
has now been incorporated and will be 
carried on under the direction of Mr. 
Gunderson 
The two men shook hands on a deal 
to go into the office furniture business 
in 1937, and through the years of full 
co-operation, they built their firm to the 
Hugo B. Beier point where it is one of the largest in 
northern California, with three stores and 





two large warehouses, employing 53 persons in San Francisco 
and Oakland 
The organization includes a large school furniture depart- 


ment, a separate store for used equipment, a store in Oakland, 


and a complete design and decorating staff 





nar nmaAtllUwwrhlUCUcrhr hlUcOUOMOUhlUCUCDTlCUC KC LTC hl 


al 


> < 


Ne 
Wi 


131 


Os 











tion 


tary 


ners, 


Was 


ative 
one 
He 
fears 


the 


Sup- 


sent 


the 


SCO 
r 20 
rson 
ctive 
hrm 
| be 
Mr 


deal 
iness 
full 


the 


ana 


isco 


part- 
and, 


‘ 


WALL GARMENT MASTER 


Qo Cleorssowin 


1311 ANN AVE. ST. LOUIS 4, MO. phone PRospect 6-2660 


COMPARE THEM ALL... YOU’LL CHOOSE 


NEI W GARMENT 





Built to last... 


MADE OF HEAVY GAUGE COLD ROLLED STEEL 
Scientifically engineered for 
user in mind, Simple 


NO TOOLS REQUIRED 


Snap-lock feature permits one man to put shelves together in minutes. 


maximum strength. Designed with the 


but attractive 


A few bolts below are easily made fast with a screw driver. 


NO SHARP EDGES 

These newly designed single slot shelves feature smooth rounded edges. 
Easier to keep clean too! 

STURDY CONSTRUCTION 

Shelf supports of strong channel design . . . ends are closed. Will 
carry much more weight than normal requirements, 

UMBRELLA RACK TRAYS 

At base of each side of the GARMENT MASTER are non-rusting sliding 
aluminum trays to catch moisture. Receptacles are well vented. 
EXTENSION FEATURE 

Both the GARMENT MASTER and the WALL GARMENT MASTER may 
be extended 3'2” and 4'2” lengths. Snap-lock feature permits addi- 
tional units to be added. Only one vertical section is needed for 
each extension 

CAPACITY 

The 4’342” GARMENT MASTER is designed to handle 23 hangers. . . 
almost twice the number as conventional racks. Plenty of umbrella 
space too. Five on each side, a total of ten! 


No. 504-WGM 
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MASTER! 






No. 204-GM 
GARMENT MASTER 


COLORS 


Silver Grey ¢ Desert Sand e Mist Green 


HANGERS 


Available with or without hangers 


MAIL THIS COUPON NOW 


FOR FOLDER of ENTIRE LINE 





Valco Company, Dept. 958 
1311 Ann Ave. 
St. Louis 4, Mo. 


Please rush file folder that contains spec. sheets and price infor- 
mation of your entire line. | understand | am under no obligation. 


a TITLE 
COMPANY 

ADDRESS 

CITY STATE 
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Window at Virginia Stationery Co. displays Steelcase 
office furniture. The firm operates in three divisions—office 
furniture, commercial stationery and office supplies, and 
printing. 


Woman's Hand Rocks 
Cradle of Business 


RICHMOND, VA. 

@ MRS. R. RANDOLPH JONES took on the job of running 
Virginia Stationery Co., Inc., five years ago. She put company 
affairs on a strictly business basis, rejuvenated the firm and 
according to a recent account in the “Richmond Times Leader” 
“made a whooping success of the whole thing.” 

Just recently the company celebrated its golden anniversary 
with an open house, attended by more than 1,000 guests. Ac- 
cording to Mrs. Jones, “We utterly amazed at the 
warmth and friendliness that was shown us. It really shook 
old Main St.’ Newspaper interviews and a live broadcast from 
the store paid tribute to “Flo” the first time that a woman 
member of office supplies and equipment industry had been so 
honored in Richmond. 


were 


Pink Geranium Trademark 

If the last five years have been the brightest in the firm's 
50-year history, then a bouquet of pink geraniums should go 
to Mrs. Jones for her part. Pink geraniums have become some- 
thing of a trademark for this woman executive. They grow in 
window boxes in her 10-room honre. They grow also in a 
window box outside the Virginia Stationery Co. 

Known as an animated woman with dark hair and wide 
eyes, bright with fun at one moment, intent with interest at 
another, Florence Adams Jones is the daughter of “Uncle Billy”’ 
Adams, now 86 and board chairman, who ran a small printing 
company before the turn of the century. In 1908 he merged 
it with an office supply company under the name of Virginia 
Stationery Co. Inc. As her father aged, his daughter decided 
to re-enter the company where she once worked in the print- 
ing section selling wedding invitations and calling cards. For 
12 years of her married life she had enjoyed a vacation from 
business. 


Became President in 1953 


She bought some stock, ventured a few ideas and agreed 
to serve for a year as executive-vice-president. In 1953, she 
became president and her father retired to board chairmanship. 
She adopted her personal five-year plan to learn each segment 
of the business thoroughly. 

Today, she is serious about her business career and has no 
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with Jack Royester, 


president 
of Richmond Stationers Association, and guest at the 50th an- 
niversary celebration of Virginia Stationery Co. 


Mrs. Florence Adams Jones... 


rere Ses OF Ae CRT oe mem, 





William H. “Billy’’ Adams chairman of 
the board anci former president of Virginia Sta- 
tionery Co., with Mrs. Adams (seated). Mrs 
Robert Randolph (Florence Adams) Jones, now 
president, with Mr. Jones 


plans for stepping down as president. For a while she feared 


she was becoming a bit too serious 
“I would be absolutely crushed if something went wrong, 
she said. “The men would cuss and I would cry 


“But I soon realized we weren't going to get all the jobs 
or orders and we probably weren't going to set the worl¢ 
on fire either. ; 
“I've learned now just to laugh those things off and ty§ , 7, 
again.” , 
0. 
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serving the 
space age 


with a dimensional 


group 
of unlimited flexibility 





DESIGN OCOHRAErT 


155 27th STREET, BROOKLYN 32, N.Y. @© SOuth 8-3303 ! 
VISIT OUR BOOTHS: 331 @ 332 0@2333 @ NSOEA CONVENTION @ CHICAGO 
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Office Display 
Geared 
to ‘58 

















LAUREL, MISS 
@ WHEN A CUSTOMER enters the new store of Partlow 
Tyler Stationers at 417 Oak St., he realizes at once that he is 
in the midst of a modern display of office furniture, set in a 
neutral background of floor and ceiling in a manner that says 
“This is 1958." The new store is a complement to the firm's 
office planning service 

Wilson Partlow and C. E. (Doc) Tyler, co-partners, are 
printers, stationers and office supply dealers; all these services 
cleverly displayed in such decorative fashion as to help sell 
themselves. 

Everything in the store is a 
sale. The reception corner, for 
sofa and chairs and shaded lights. The bookkeeper and office 
manager, Mrs. Eugenia Odom, sits in a model office, while the 
owners operate from separate offices, given privacy by a plastic 
sectional, opaque wall that is for sale by the company. 

Display fixtures are in soft yellow and Sahara pink. The 
background is neutral gray or tan, and one upper wall is 
walnut. The color of the store is complemented by fixtures, fur 
niture and supplies. 

Moving from 1,800 square feet of space to 12,000 square feet 
of space, just three doors from the old location, Partlow-Tyler 
did 14.3% more business in May of this year than in May 
of 1957. The owners are convinced that modernization pays 


nonstration of furniture for 
example, is done in red leather 





Modern Fixtures . 
low-Tyler Stationers 








leads to main store area 





. by Bulman make shopping easier at Part- 


Taped high-fidelity music has b 


ers, just as is the new convenien 


en popular with the custon 


n shopping 





Display Office . . 


116 


in wood occupied by Wilson Partlow, co- 
owner of Partlow-Tyler Stationers 


C. E. “Doc” Tyler . . . occupies display office in metal furni- } 
ture. He is co-owner of store. ' 
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NUT AXLE 


OFFICE FURMITURE 


CASTERS 


GLIDES AND CUPS 


neered Furniture 






of caster selling. 


items have been 


poy only regular prices 
merchandise—the Display 


FAULTLESS CASTER CORPORATION ev 


Dallas, Detroit, Grand Rapids, Greenville, S. C., High Point, Indianapolis, Los Angeles 


Washington, D. C. In other cities, see phone dire 


FULL ROWS OF BALLS 
UNINTERRUPTED RACEWAYS 


In addition to supplying 
you with the best engi- 


Fauitiess helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 


1. Only “time-tested” 


for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 
Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of ‘best sellers.” You 












In the Faultless 2000 Series for office chairs, you 
have a trouble-free, 3-piece swivel—the most 
important functional part of the Caster... your 
complete assurance of easy swiveling. Nothing 
could be more simple, stronger or positive than 
this 3-piece swivel construction. The hardened 
raceways are continuous... no interrupted flow 
of bearings, no friction—no wobble. The lower 
raceway is turned from solid steel {or precision 
operation—an exclusive Faultless advantage. 

The 2000 Series Office Chair Caster outper- 
forms and outlasts the ordinary kind because 
two full rows of ball bearings distribute the load 
evenly, hold the stem in firm upright position 
for swiveling and prevent undue wear of hole 
in chair leg. One more reason why leading re- 
tailers are using Faultless Office Chair Casters 
as the wedge to new and bigger business. 


Choice of Plaskite (hard tread) or 
Ruberex (cushion tread) wheels. 


HELPS YOU 
BOOST SALES 


2. Every type of pop- 
viar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
monship and fine fin- 
ish throughout. Ask for 
o supply of Form No. 
201B and boost your 
Glide sales. 


Casters, 


selected 


for the 
is FREE. 





ANSVILLE 7, IND. 
New Y 


tory 








ASE Opens 
New Plant 








ASE New .. . Montgomery (Ill.) plant. The modern structure is 300 feet wide, 900 
long, 


feet 





Assembly .. . and final inspection of desk pedestals. ASE desks 
are shipped knocked-down, with all components interchange- 
able. 


A View .. . down one of the bays at the new ASE plant show- 
ing the height, length and modern lighting of a typical pro- 
duction area. 
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with 28-foot ceilings, 





permitting portable mezzanines when needed. 


AURORA, ILL 

The Montgomery Plant, All-Steel Equipment’s new factory, 
is completed. This new plant represents one of the major mile- 
in ASE's 46 years—under the direction of its chief 
executive, John Knell. Production facilities have been greatly 
increased and provide the consolidation of the old Woodlawn 


stones 


Ave. plant and the chair factory located at River and Gale 
Sts. This unification of operations has expedited production 
and contributed to the over-all efficiency 


The new plant is part of the Burlington's industrial subdivi- 


sion, located west of Route 31 and immediately south of 
Aurora. The structure is large enough to take care of the com- 
pany’s expansion for several years. 


Architecturally, the building is modern and functional. The 


structure itself is 300 x 900 feet, providing approximately 
300,000 square feet. The production facilities approximate 
those at Plant 1, located at Griffith and Highland Aves., in 
Aurora. 

Of special interest is the fact that all heating and ventilat- 


ing equipment is in the monitor. The eight direct-fired furnaces 
(2,500,000 BTU capacity each) constitute one of the largest and 
Che 
are used for summer ventilation. Air circulation is controlled by 


most advanced installations of its kind same heating ducts 


forced-air units capable of changing the air at least three times 


every hour. The overhead mechanical equipment can readily 
be reached for maintenance with a Lift-A-Loft movable plat- 
form truck 

Lighting is provided by one of the very first major instal- 
lations of the new ‘‘Power-Groove’’ system. This is a develop- 


ment by General Electric in fluorescent lighting, especially for 
high bay installations. This is especially important there 
1 department on the north 


as 


are no W ind 


ows except in the shipping 


(Continued on Page 120) 























from the Flower Wedding line... 
most popular faces of the year! 


bY REGENCY 


120) 


Regency Heliograving (not to 
be confused with engraving) 
stimulates sales for you with 
all these extra advantages! 





@ joined letters in exclusive new 
Regency scripts! 


m sharper, more legible letters! 


= new effects with superimposed 
and angled letters! 


m superior craftsmanship at an 
amazingly low price! 





MM and Mr. Sehoard S. Darmon 


VENETIAN 


Mn. and Mn. HAonne th B. Minter 


FLORENTINE 


My and Shes. William GL Benning 


FLEMISH 


ON. and Mrs. R Jloy f200rd Coughton 


fie Bs 


Wr. and Wrs. Arthur R. Broderick 


FLORIDIAN 


Mr. and Mrs. George R. Werylord 


ROMAN STYLUS 


[Mr and Mrs. Samuel McKinley Ford 


BASQUE 


Me. and Mirs. Thomas Barry Nichols 


LONDON TEXT 





FREE! 


Flower Wedding 
Line Catalogue 


Features a complete selection 
of all the most asked-for styles! — 
Postpaid shipment within two 
days of order! Liberal discount! 





address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10,N 
eveenstiiindlll amie 5 os 


also commercial announcements and business cards 
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SMART ACCENTS FOR ANY INTERIOR THE WIDEST SELECTION EVER OFFERED 





HOWARD MILLER CLOCK CO., ZEELAND, MICH. 
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WRITE DEPT. CP FOR PARTICULARS — EUROPEAN DISTRIB. FEHLBAUM, ZURICH 











ASE Opens Plant... 





Continued from Page 118 


end, for emergency light. 

One of the special provisions in this plant is the mixing 
area for finishing materials. It is virtually a building within a 
building, constructed of reinforced concrete floor, walls and 
ceiling. Paint is mixed and pumped through pipes to the 
several finishing departments, thereby eliminating many of the 
hazards of handling. Additional paint storage is provided out- 
side the main building. 

Karl P. Grube, ASE president, reports that months of plan- 
ning and layout went into this plant, resulting in a most ef- 
ficient, modern method for producing steel office furniture. The 
building can incorporate additions with little or no disturb- 
ance to the original framework. 


Wholesalers Look to Conferences 
In San Francisco, Pocono Manor 


Completing round table conferences in Boston and Toronto, 
the Wholesale Stationers Association looks ahead to similar re- 
gional meetings scheduled for Saturday, Seotember 13, at Mark 
Hopkins Hotel in San Francisco and Saturday, October 18, at 
Pocono Manor in Pocono Mountaains, Pa 

Both meetings will have round table discussions on office 
supplies and school, art, and sundries supplies. Moderators in 
San Francisco will include John Carr, ZCMI; Don Frey, secre- 
tary-treasurer; Harry Orman, Orman & Wyant; Joe Hale, 
manufacturers’ representative; Fred Goette, Schwabacher Frey; 
F. E. Booth, Associated Stationers; M. H. Chute, Bainbridge, 
Kimpton & Haupt; Robert Garretson, Stationers Corp.; George 
Halling, J. K. Gill Co.; E. W. Santelman, Universal Mfg. 
Stats. Co.; Robin Stevenson, Zellerbach Paper Co.; Edward 
Colcock, manufacturers’ representative William Wolfson, 
Wolfson Merchandise, Co.; H. G. Gossling, Meredith & Gos- 
sling; H. D. Morton, Morton's; Philip Psier, Bayshore Paper 
Co.; H. D. Muller, Allied Paper Co., and Arthur Edwards, 
Golden Montana Co. 

Moderators at Pocono Manor will include H. J. Seigle, Asso- 
ciated Stationers; Richard Karasik, Frank A. Weeks Co.; Mike 
Gentile, A. I. Goldberg; Miss F. Altman, Bell Stationery Co.; 
Al Salomon, A. L. Salomon Co.; Howard M. Wolf, Utility 
Wholesale Stationers; Arnold Johnson, Bainbridge, Maryland; 
William Boothby, Ceneral Ohio Paper Co.; Louis Oelwang, 
Scrantom’s Book & Staty.; E. W. Blevins, Caldwell Sites Co.; 
Steve Moriarty, E. Morrison Paper Co.; C. G. Hess, Bristol 
News Agency; James G. Schmidt, Paul M. Adams Co.; George 
Villmar, Harry P. Cann Bros. & Co.; Joseph Rabaut, Beecher, 
Peck & Lewis, and Raymond Kauffman, Eastern Toy Distribu- 
tors 


Albright’s Awarded Y & E Plaque... 


Pe 


Recognition of 12 years of outstanding service as a ““Y 
and E” franchised dealer was awarded recently to Jack 
Albright (left) of Albright’s, Las Vegas, Nev. C. W. 
Schreiber (right), executive vice-president of Yawman 
and Erbe, made the presentation of the engraved bronze 
plaque. 
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In budget steel... only , One sane out... 
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New Secretarial Design 
Offers New Selling Features 
at No Extra Cost! 





eS SCeCSCeCeeeeeeeeeeeeSeeeeeeeeseeees 
*%-« . 
eee eee eee eee eeeeeeeeeeeee 


@ New Center Drawer Locking Mechanism * ®@ New island base design for easier attachment 
The only device with the new Select-A-Drawer feature that ; 
locks all drawers or any combination of drawers—as desired ® New island base protectors 
¢ New spring-action dictation slide @ New satin-finish chrome hardware 
® New pencil tray design with business card , . , , , 
e . 
compartment New satin-finish anodized aluminum molding 
® New sloping stationery trays and upright dividers © Firm typewriter base support and others 
of high impact styrene *Patent Pending 
° . 


Yours Pionanr Stark Bigot St 


* STEEL DESKS TABLES CABINETS * ACCESSORIES 


Literature 


on Request! 


HASKELL Hl P.O. Box 5273 


Pittsburgh 6, Pa. 


OF P 











VISIT OUR NSOEA EXHIBIT * CONRAD HILTON * NO. 346 + NO. 347 * NO. 348 + NO. 361 
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xpansion 

New Thermo-Fax copying products sales office at 1616 Grand Ave., Kansas 

City, Mo., opened a year after remodeling of the original Tempo Co. headquarters 

KANSAS CITY, MO future prospects. It was decided that the Thermo-Fax copying 

@® KANSAS CITY’S Tempo Co., recently opened a new and products part of the Tempo Co. would grow faster with mass 

separate sales office for Thermo-Fax copying products. It demonstration by television. The average annual expenditure 

took a lot of good, hard selling by a hard-hitting sales organ- for advertising had been about $2,500 in years before. The new 

ization, but mass demonstration of Thermo-Fax copying by tele- television promotion was to “feel its way.’ A 13-week trial 

vision helped get the job done period would cost about $6,000, for a minimum program. It 

A year ago Jerry Cohen, president of the Tempo Co., com- turned out to be $25,000 for the year . an increase of 10 
pleted the total remodeling of the company’s headquarters at times. 

1423 Grand Ave. Little did he realize that an experiment with 

television a couple of months later would convert him into a — Sponsors Full Program| 

major local advertiser, and force a new expansion to a separate A program, instead of "Spots was necessary. The Tempo 

location for Thermo-Fax copying products after a year Co. had to be strongly identified in the mind of the viewer 

This is the story: so interested prospects would know how to contact the firm] 

Founded in 1938, the Tempu is distributor for Gestetner for a demonstration. Also, two commercial minutes were re 

quired to explain and sell the machine. The first commercialj 

; was 35 seconds. In this period the machine was identified, its] 

operation explained, and then quickly demonstrated. In the} 

second commercial of one minute 25 seconds, a typical ex 

ample of a specific firm’s use of Thermo-Fax copying was pre] 

sented, and copies made of exact forms in use by the subjed] 

customer. i 

In less than a year, the total of Kansas City businesses using} 
Thermo-Fax copying had reached 1,000. Minnesota Mining &} 
Manufacturing Co. suggested that this phase of the business} 
has grown to the extent that it would more profitably be seth 
up “on its own” in a new and separate location. 

The building at 1616 Grand is beautifully decorated and] 
furnished, but functionally designed. It is the newest and mosh 
extensive showroom of its kind in the country according to} 
out-of-town visitors who have seen it. One cannot help beingy 
impressed by the beauty and efficiency of this second “new] 





Private Demonstration room set up by Tempo Co. for 
Thermo-Fax copying machines. 


stencil duplicators and supplies, Standard brand of fluid dupli- 
cators and supplies, Buckeye Ribbon & Carbon Co. and Milo 
Harding Co.'s Tempo line of stencil duplicating supplies 
More recently, Thermo-Fax copying products of the Minnesota 


Mining & Manufacturing Co. have also been distributed by 
Tempo Co. 

The formal open house a year ago was attended by almost 
1,000 friends of Tempo. Jerry explained with considerable 
pride that he had always wanted to modernize the building 
and “do it right.’ It had taken several years to actually get 
started on the job. Jerry conclude Now we're set for a life- 
time.” 

However, the future held unforeseen developments. For, in 


another building twice as 
away at 1616 Grand. This 


home but a second 
use it all happened 


less than a year, he had leased 
large only a block and a half 
new and larger building was not to be a neu 
home. The siory is of particular interest be 
during the “recession of 1957-8 

Never content with the upon the 
of the remodeling of the original sales office, Jerry employed 
advertising and sales counsel to survey his business and its 


Status quo, completion 


home” in only a year! 


' 
: 
j 





Jerry Cohen . not only wears “‘two hats’’ now. but also} 
has two offices. This is his new executive office at 1616 Grand 


Ave. 
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the machine 
that made 
office dictation 
and 
transcribing 


90% SIMPLER... 


Kansas — am an am a am an as on a a on 4s a Gn aan as om 











iarters 


In the 
” ex. With just five simple controls where comparable 


as pre) machines use as many as ten... with two-second 
subjet) magazine loading where others fumble with old- 

fashioned hand threading...with crystal-clear, 
> usifi easy-on-the-ear voice reproduction where others 
ung &" require nerve-racking concentration...the new 
NORELCO ‘35’ makes it at least 50% simpler, 
easier, and pleasanter to give and take office dic- 
d and) tation. Engineered by Philips of the Netherlands, 
d mos) world’s largest electronics concern outside the 
ing ) United States, the NORELCO ‘35° has already es- 
tablished its reputation as the most advanced 
moderately-priced dictating machine in the world. 


usiness 





op Lce Pad, ft -me Bey Veit ic 





Check these NORELCO ‘35’ features against any 
other dictating and transcribing machine at any price: 


Magazine Loading — fumble-proef, jam-proof 


= 


 Extra-Long Dictating Capacity = 35 minutes on one reel 


= 


Easy Portability — only 8 Ibs., travels anywhere 
True-Fidelity Sound — prevents fatigue in transcribing 
Automatic Counter — extra accurate; pinpoints single words 
Modern Decorator Styling—blends with any decor 


a Sh 


Only 5 Controls —for all functions: dictating, playback, fast- 
forward, fast-rewind, quick-review, quick erase, and stop. 


Y Full Line of Accessories Available —headset, earpiece, type- 
writer control, foot control, telephone attachment, conference 
loudspeaker, log pads, microphone, carrying case, etc. 


NP 
<n’ A "mane lag 


A few choice NORELCO ‘35’ dealer 
franchises are still open. Write to 
product manager Art Hanrahan at: 


% NORTH AMERICAN PHILIPS CO., INC., Dictating Equipment Division 
e 230 Duffy Avenue, Hicksville, Long Island, N. Y. 
7 & In Canada: Known as the ‘Philips’ dictating machine. 
c “ @ Distributed by Philips Industries Ltd., 116 Venderhoof Avenue, Toronto, Ont, 
rane 


¢ 4“ 
fau;pwe™ 
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WELL LANDSCAPED GROUNDS HIGHLIGHT NEW STEELCASE, INC. PLAN 


Steelcase New Plant Makes Bow 


GRAND RAPIDS, MICHIGAN 
@ MORE THAN 900 businessmen, industrialists and civic of- 
ficials of western Michigan attended the en house held re 
cently at the new Steelcase, Inc. desk plant her 
Greeting the visitors were Walter D. Idema, president 
David D. Hunting, vice-president; George C. Ohland, manager 
of dealer sales, and other Ste: ise executives. Guests toured 
the new quarter-mile long plant where all phases of Steelcase’s 
straight-line flow desk manufactur f nping of blanks 
from coil stock steel, to the cratin 1 desks, were 
explained in detail. Several new 
cluding one of the most modern 


processes in 
finishing opera 
tions in the country were subj: 

In addition to viewing the plant 
visitors toured the Steelcase administrative offices, the layout 


tion facilities 


of which represents the culmination of experience gained in the 
company’s 46 years of planning and furnishing oftices. In effect 
the new office building is an of Showcase” to dem 


onstrate the most modern con 


Good Planning in Layout 
Layout of the Steelcase offices takes into consideration five 
basic tenets of good planning; low 1intenance, use of flexi- 
ble furniture, proper space utilization 
proofing and judicious use of col 
Low maintenance costs hay n achieved through the use 
of light color vinyl asbestos til n the floors, durable wall 
paint in carefully selected colors and application of washable 
plastic coated fabrics on wail surt susceptible to 
soil and abuse. Desks are support by stain teel legs and 
all have tops of easily-cleaned 1 


Wide aisles permit easy washing and v f floors. Such 
terrazzo floors 


proper lighting, sound 


items as covered walks to building 
in lobby and entrance areas have reduced to a minimum the 


furnished in 
push-button 


Office of David D. Hunting 
Steelcase Custom Line furniture 
controlled drapes, lights and slidi 


124 


a 


George C. Ohland .. . (right), manager of Steelcase 
dealer sales, shows features of the new Sabre desk from 
the Flight line to Floyd Mayo (left) and John Baker of 
Bixby’s, Steelcase dealer in Grand Rapids 


dirt carried into office areas on the feet of employees 

Proper use of floor space, flexible furniture and color ag 
especially well demonstrated in the general office area. Ead 
employee is provided with Steelcase desks, convertible unit 
and chairs that will best help him do a more efficient job. Ané 
with highly flexible Steelcase furniture, new work stations ca 
be quickly and easily arranged if job requirements change. 


Use Soft, Basic Cole 


Use of soft, airy, basic colors of light and dark beige tone 
combined with tans and browns, accented with yellow and bl 
provide a pleasant and attractive atmosphere in which to wor 
Each employee is provided 90 foot candles of light and & 
further increase the working comfort of employees, the officé 

conditioned and sound-deadened 

utive offices are located on the perimeter of the genef 
ofmrice aréa and are separated from it by glass walls or par \ 
tions. Each executive office is furnished with different desi 
and chairs from the regular Steelcase line so that visitors Ca 
see elements of the entire line in use 

On the second floor of the office building, there is a 10,00 
square foot showroom on the perimeter of which are locaté 
mock up—offices of companies such as Inland Steel, Fo 
Motor Company, Gulf Oil Company, Western Electric Com 


pany and several others which Steelcase has furnished 
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Longer wearing, 


Blacker, Sharper -- 


CRESCENDO's 
got Everything! 


tela we lale Mi sale) ¢ - Met tenitT 
secretaries are going steady wit! 
this gem among Carbon paper 


rValemalem’ 1 ¢)elel-] aan ae dal perfect 
mate for electric typewriter: 


wonderful for manuals, to 


Crescendo produces cris; 
'e}F- lol @um-tal-1ae)i’amel-tilal-le Mela le-lentct, 
P Vale mm dsl-Bove)le] aisle) (el-wan Mela! =a bad-t; 
an ordinary sheet has found it 
way into the basket, 

Of ¢-T-Tot Talo lemorelalelsiel-t-m er laalial: it 
beautiful copies 


Our dealers report 
outstanding results. Crescer 

16°7 ©) -b- we Jal- 1g eme-lalemel-t- lame lam-laly 
machine. You get up to 15 cle 

ole] o](-3-a -A'/-lekelam-melelac-le)|-Mbelaal slaleal 


packaged to attract the eye 


We'll send samples so y 
can try Crescendo yourself at our 
expense. Use it on any machine 

in your store. We know you'll 
agree it does everything we say 
for it. Write today 


NCORPORATET 


PEERLESS \npetiil COMPANY 
/ 


Newark 12, New Jersey 


y 
4 ‘ 
“4 ’ 
soy fp / J / 
4 A a 
44 VAI y, y / A 
typewriter ribbons, carbon paper ribt 


rbonized rolls, Peerless rubber keys 


Are you receiving Carbon Capers? Easy tore 


:i¥] |e) Mmal-ile)allmlel-t-b-mmm) [eMelelil*s-balels 


Just ask us to put you on the list 
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1959 BUYERS INDEX ISSUE al / . 
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. Greatest Circulation of any directory in the 
industry (13,500 guaranteed) 






Lowest Cost Rate per thousand circulation. 


(11% less than the 2nd directory in the field) 







. Over 5,610 inquiries processed by us last 
year and forwarded to our advertisers for 
follow-up sales. 






Catalog or reference-type 





advertising brings the biggest KE 
CONSTANT USE 
returns of all. ~) BY BUYERS 
ge 
Wr wa 
at happens when the buyer needs 
Di a product and is ready to purchase? 
Pe ls your catalog at his elbow? 
ge 4 out of 5 buyers regularly refer to the 


OA Buyers Index. 














gs If your line is adequately represented 
j a in the Index, you are making it much 
of a easier for him to order from you. 
A) 
f! Ww ADVERTISERS IN THE OA BUYERS 
‘ai Av INDEX RECEIVE THESE ADVANTAGES fen 
AND SPECIAL TREATMENT: 






> 


? : THE KEY TO fOpUCT SOURCES 
1. Advertiser's name appears in bold face in both the ay 
alphabetical and product classification sections 
ADVERTISER 
non-advertiser 
2. A special listing of advertisers appears on a special 
insert inside the front cover. This makes it easy for 


buyers to locate your name and ad position. 

3. Our representative will welcome the opportunity to 
discuss with you, or your agency, the type of adver- 
tising which brings the biggest results from the people - - 
who use the OA Buyers Index throughout the year. Office Appliances 

600 W. Jackson Blvd. Chicago 6, Ill. 
Phone DEarborn 2-3206 


R. E. Ahrensdorf Co. Los Angeles 36, Calif. 
EARLY SPACE RESERVATIONS 5720 Wilshire Blvd. Phone WEbster 8-3881 
100 E. 42nd St. New York 17, N. Y. 
s COMMAND CHOICE LOCATIONS Phone MUrray Hill 2-2373-2374 
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Midwest-Beach . . . main headquarters in Sioux Falls. 


Midwest-Beach Co. Opens 
New Office Supply Store 


SIOUX FALLS, S. DAK. 
A recent open house signalized the opening of another retail 
office supply and stationery store for Midwest-Beach Co. in its 
modernized printing plant at 7th & Phillips, Sioux Falls, S. 
Dak. 

Founded in 1888 and thus c 
ten’ anniversary, the firm is now operating two retail stores 
in Sioux Falls as part of its expanded facilities including 

@ Printing and lithography 

@ Office supplies and furniture 

@ School supplies and equipment 

@ Business machines. 

Both retail stores are located on Phillips Ave. in the heart of 
the retail area with a total of some 85 employees in all de- 
partments. Serving the heart of the agricultural area in South 
Dakota, the Midwest-Beach Co. is also aware of the industrial 
potential with its meat packing, 
proximity to Fort Randall and Cavins Point Dams 

Founded in 1888 as Beach Printing Co. the firm is actually 
one year older than the state of South Dakota. In 1914 the 
founder erected a building and laid in a full supply of office 
furniture and equipment. It was just 12 
present ownership consolidated Midwest Press & Supply Co. 
with the Beach Printing Co. into the Midwest-Beach Co. and 
catried on much the same operation with the addition of a 
school supply and equipment division. At this time new modern 
lithographing, offset and bindery departments were also added 
specializing in college and high school yearbooks 

In 1956 an extensive remodeling and rehabilitation program 
was started and the entire plant was remodeled and refurnished. 
In 1957 the new retail office supply and office furniture depart- 
ment was opened in the printing plant building at 7th & Phil- 
lips, with new modern self-service fixtures. At this time the 
general offices were also moved into new quarters in the print- 
ing plant building from the south store location in order to 
consolidate the warehousing and general operation procedures. 

J. Nelson Shepherd is president of the firm and Norril A. 
Rogness vice-president. 


lebrating its “three score and 


agricultural processing and 


years ago that the 


Dinner Party Honors 34 Years of Service 


EL CENTRO, CALIF. 

Mrs. Winifred Maclvor was honored recently at a farewell 
dinner party given by Mr. & Mrs. Louis McManus of Office 
Supply Co., Inc. 

Mrs. Maclvor, a 36-year resident of the Valley, is retiring 
after 34 years of service at Office Supply. She is moving to 
Mission Beach, Calif. 

Mr. & Mrs. McManus presented Mrs. MaclIvor with a tele- 
vision set and stand as a going-away present 





Busy Offices . . . of Midwest-Beach Co 
open house hailing 70th year. 


as seen during recent 


Blaisdell Names New General Manager 


Pencil Co., has announced the 
as general manager. Mr. Brainard succeeds 
William W. Maish, 
general manager 
Alfred C. Berol, Blaisdell president, 
expressed regret at Mr. Maish’s decision 
to resign, but voiced his confidence in 


Blaisdell 
Richard Brainard 


appointment of 


vice-president and 


continued growth under the new general 
manager's leadership. Mr. Berol made 
the following observations: ‘Mr. Brain- 


ard comes to us after years of successful 
service as a vice-president at Shulton, Inc. 
Under his direction, I’m sure we will 
continue in the 
products as well as maintaining its repu- 





development of new 


R. E. Brainard 


tation for quality and efficient service 
Mr. and Mrs. Brainard will reside in 
with their six sons. 


Meadowbrook, Pa.., 


Recordak Appoints General Manager 


James M. Arnold has been appointed vice-president and gen- 
eral manager of Recordak Corp., subsidiary of Eastman Kodak 
Co., according to an announcement by 
John K. Boeing, president. 

Formerly witn the comptroller’s office 
of the parent company in Rochester, N. 
Y., Mr. Arnold was transferred to Re- 
cordak in August, 1953, and assigned ad 
ministrative duties. In January, 1957, he 
was made assistant general manager 

Born in Long Island, Kansas, in 1919, 
Mr. Arnold received his elementary and 
high school education in Downs, Kansas 
He attended the University of Kansas and 
was graduated in 1941 with a B.B.A. in Business Administra- 
tion. 

After graduation, Mr. Arnold joined the credit department 
of Eastman Kodak in Rochester. He had served as a trainee at 
Kodak the previous summer. 





. 


J. M. Arnold 





Jackson Firm Open In New Building 


JACKSON, MISS. 
The Barefield Wholesale Office Suppliers, 323 W. Woodrow 
Wilson Drive, has opened for business in its new building at 
719 S. Gallatin St 
The firm, which was founded by Dorsey J. Barefield, pres- 
ident, is one of the South's leading distributors of office furni- 
ture and equipment, office supplies and paper. Lloyd A. Pitts is 
general manager of the firm and F, Ray Smith is warehouse 
manager. 
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DEALER AIDS 

COMPLETE MAT SERVICE 

A FEW FRANCHISES STILL AVAILABLE 
CATALOGS SENT ON REQUEST 


MURPHY-MILLER, Inc. 
Owensboro, Kentucky 














MANY NEW AND INTERESTING MODELS IN BOTH DESKS AND CHAIRS fax] 


NSOEA SHOW SPACE 373, 374, 375 — CONRAD HILTON HOTEL, CHICAGO of 
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Ivan Allen Organization 
Initiates PS” Program 


ATLANTA, GA 

The 1958-59 promotional program within the Ivan Allen 
Company organization got off to a roaring start recently with 
the initiation of a new PS (professional selling) program for 
its sales force. 

This new program is an outgrowth of the successful “Man of 
the Year” and “Man of the Month” promotions which the 
company conducted for its sales force during the past year. 

Results of this program, which saw salesman Pleas Manley, 





Man of the Year . in the Ivan Allen Co. organization is 
Pleas Manley, Gadsden salesman. Here he and his wife receive 
their $500 prize and trophy from Ivan Allen, Jr. while Ivan 
Allen, Sr. watches. 


Gadsden, Ala. road man, receive a check for $500 and an en- 
graved trophy at a special luncheon for the entire organization, 
were more than satisfactory. 

It resulted in 200,548 calls by the sales force in 1957-58. Of 
these, 144,340 calls were made by Atlanta men and 56,208 were 
by branch and road men. 

Since Ivan Allen's is an organization of general line sales- 
men, PS demands that each man must actually be a specialist 
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Professional Selling . . . is the keynote at the company during 
the next year. Here Sam Wilson of the printing department 
outlines a four-week contest on printing and quick copy which 
is the kickoff program of 12 incentive promotions 


in each of the firm’s five basic merchandise departments, furni- 
ture, supplies, engineering supplies, printing, and quick copy. 

The heart of the program is the “bonus call.’ Special em- 
phasis on quality selling instead of quantity is placed on these 
calls. They require an upgrading of effectiveness rather than 
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mere coverage. The salesman must make a well-planned and 
professionally handled presentation, prepared and made outside 
of the demands of a routine call. This presentation must bear 
the hallmark of ‘special treatment’’ for the customer 

Once the program was devised, the presentation to the sales 
force was the next task. To do it right, the company first de- 
cided to include the wives of the salesmen at the initial meeting 

Because of the size and scope of the meeting, it was moved 
to the Dinkler Plaza Hotel in Atlanta. A morning business ses- 
sion for personnel covered the program, and then at a special 
luncheon, with the wives present, the company had a special 
fashion show presented by Rich's, Inc., Atlanta department 
store. 

Many of the costumes modeled were later among the door 
prizes. The PS theme was everywhere, and the “Man of the 
Year” award helped to build suspense and excitement as a 
buildup for the new program. 


Invincible Metropolitan Opens New 
Factory Warehouse, Showroom 


Invincible Metropolitan Area Corp., representing the Invin- 
cible Metal Furniture Co. in the New York-New Jersey metro- 
politan area, has opened a new factory warehouse, showroom, 
and office facility. 

The building is of all-brick construction, offering over 20,000 





square feet of warehousing space with its own three freight 
car railroad siding and truck loading facilities. The new ware- 
house is located in Hasbrouck Heights, N.] 

It also offers approximately 4,000 square feet of show room 
space for the factories represented, and 3,000 square feet of 
general and executive office space. 

The new firm of Furniture & Equipment Representatives, Inc., 
also makes its headquarters in this building and is hopeful of 
being able to acquire other manufacturers’ lines related to the 
office furniture and equipment industry 

Principals involved in both organizations are Abe L. Shapiro, 
Sam Cohen, Ben Shapiro, and Frank Shepard. 


Underwood Corp. Buys 
Canoga Firm in California 


Underwood Corp. has announced the acquisition of Canoga 
Corp., Van Nuys, Calif. Canoga is engaged in the design, de- 
velopment and manufacture of missiles-range instrumentation, 
radar antennas, radar systems and electro-mechanical devices. 

In making the announcement, Frank E. Beane, chairman of 
Underwood, stated: “In addition to strengthening our short 
and long term objectives the acquisition of Canoga means ad- 
ditional annual sales volume anticipated to be considerably in 
excess of the current $3 million sales level of Canoga 

“Based on Canoga’s current earnings this operation is ex- 
pected to contribute approximately 40c a share in earnings to 
Underwood. We expect the addition of the Canoga group to 
make a significant contribution to our future development in 
this dynamic growth area.” 
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should we hide it? 


Glider EXTENSION ARM 


another one of Browne-Morse’ hidden efficiencies 
that pays countless dividends through longer life 
and satisfactory service. This device (illustrated 
at left) a Browne-Morse exclusive, supports the 
drawers rigidly, from below and throughout its 
entire length. Contour-fitted ball races guide 
precision baii bearings noiselessly whenever the 
drawer is in motion. The Glider Extension Arm 
feature alone, makes Browne-Morse the smooth- 
est operating, most durable file cabinet you 
can buy. 
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The precision features of Browne-Morse 
“Feather-Touch Glider Files are mostly con- 
cealed by their beautiful exteriors. For instance, 
you can open a heavily laden drawer with a mere 
5% ounce pull. After years of service it will work 
as smoothly and quietly as the day it was de- 
livered. Quality construction such as this is not 
evident at first glance. 





REASONS WHY GLIDER 
FILES ARE PREFERRED 


® SMOOTHER FEATHER-TOUCH ACTION 
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Inc., COMPLETE RANGE OF SIZES 
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FOLLOWER BLOCK KEEPS 
FOLDERS VERTICAL 


Diro, 


NO LUBRICATION REQUIRED 


QUALITY GLIDER EXTENSION ARM 
LOW INITIAL COST 





noga 


FREE: Colorful “Coordinates” brochure with 
z complete information on Browne-Morse work- 


n of saving units. 
Shc yrt 


de- 
tion, 


‘ . rowne DEALERS — For quality, price, sales appeal and 
= orse profit, Browne-Morse modern office furniture 
} ek suSeea, snanuinn leads the field. Write us today about a Browne- 
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p to 
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Morse dealership. 


ARCHITECTS OF EFFICIENCY FOR AMERICA’S OFFICES 














See us at Space M41—NSOEA 1958 Exhibit 
Conrad Hilton Hotel, Chicago, Sept. 27-29 















THIS BIG 

NEW CATALOG 
WILL HELP YOU 
SELL MORE 
BRIEF CASES! 





LEATHERCRAFT— world’s largest exclusive maker of brief cases—presents six 
series, including full-grain cowhide, two weights of top-grain cowhide, STURDEX f 
plastic, Tolex plastic, and split cowhide. The Dealer’s most PROFITABLE “ 
line of Attache Cases, Brief Bags, Zipper Cases, Ring Binders and Catalog Cases. 








LUXOFT—an exclusive new soft leather with true luxury feel. Un- 
corrected full-grain hand-boarded cowhide in a rich Golden Cognac 
shade. LUXOFT is prestige merchandise for those who want the 
ultimate in fine leather. 


yo 
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STURDEX cases set a new high for beauty and niceties of construc- is | 
tion in the plastic field. Independent laboratory tests prove double- os 
coated STURDEX up to 27.2% stronger and up to 35.9% more Mi. 


tak. 


foo. 


wear resistant. Guaranteed for 5 years’ satisfactory service. 
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Sica or Callilag LEATHERCRAFT, INC. oe 


2320 South Western Ave., Chicago 8, Illinois of y 
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JACK BEDFORD 


advertising consultant 


ad 


clinic 


How Much To Spend 
For Advertising ? 


@ Problem: This office equipment dealer's question is one that 
is probably on ry dealer's mind today or has been at some 
time in the past. He asks, ““How much should I spend for my 
advertising 

Solution: Answering this question is like answering the 
question of how much should a ticket for a trip cost. 

It all depend 

You can get there by bus, plane or train. You can go first 
lass or tourist. You can have deluxe accommodations or carry 
2 box lunch 

And, as you know, the cost of a ticket is also dependent on 
he distance to bs iveled. Your ticket from Chicago to New 


York is more tl 2 ticket from Chicago to Springfield. 


Before answering this question about how much you should 
spend for advertising, you will need to answer these questions 
about your plans your office equipment business: 


1. How far do you want to go? Your advertising program 


What do 


must be design get you where you want to go 

yu want to accomplish with your advertising? Get new cus- 
tomers? Increase sales? Introduce a new line? Promote some 
special? Get people to use your repair services more? 

As you develop a clear-cut picture of what you want to ac- 


mplish (how you want to go), you will be closer to a 


g of what y idvertising will cost. The more specific 
yu make this objective of your advertising, the more nearly 
will be able to judge exactly what it will cost you to 
acnieve youl vOd 
Principle No \f advertising budgeting: Set a goal for your 


advertising to accomplish. 
2. How soon do you want to get there? Travel rates are de- 
aes achieve in reaching your 


advertising — the 


on tl SI 1 you want to 


stination. TI principle is true of 


you want to reach your goal, the more money it will cost 
u i If a rtising 
Do \ W rease sales 10% this year. Do you want 
ll 10, 1 1000 typewriters this month, week or to- 
norro Do you want to put on six extra servicemen to handle 
Our Off! equi} nt repairs? 
Advertisin t results will be more costly (right away) 
han a steady long-term advertising program that builds sales 


and increases your customer list over the long pull. 
Principle No f advertising budgeting: Determine the time 
limit needed to reach your objective. 
3. What kind of an impression do you want to create? This 
hampagne flight idea. You can reach your 


| . 
is the box lun 


goal at the sps« 1 determine in several ways. For instance, 
in the travel analogy, you can fly between San Francisco and 
Miami on a tourist flight and carry your own box lunch or 
take a deluxe flight and be catered to all along the way with 

1 and drink cost is dependent on the accommodations 
you want 


Your direct mail advertising can be done by yourself on an 


inexpensive mimeograph or with a beautiful four-color printing 
job on quality paper by a professional printer. Both will reach 
the same number: people — both will move your business 
toward its goal. The final impression will vary with the cost 


of your advertising. And, not all of the inexpensive advertising 
pression. 


analogy, 


creates the wrong i! 


Going back t travel you may want to impress 


OA-9/58 














ELMER SAYS: / ~ 
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“Folks will decorate 
every day of the year with 


Lordens HOLIDAY 
22 GLITTER KIT!” 



































We knew we had a good thing when we introduced this 
attractive new kit last fall. Then—WHAM! It sold three times 
as well as we anticipated. Folks really enjoy using the Borden 
Holiday Glitter Kit. It’s easy, it’s fun! And there are so many 
ways to use it every single day. For birthday, holiday and party 
decorations. For dressing up greeting cards and gifts. For 
school projects and dozens of colorful household decorations, 

Don’t miss out on the volume impulse sales of this fast-mov- 
ing new Borden item. Be sure to have plenty on hand at your 
housewares, stationery or novelty counter. Borden’s Holiday 
Glitter Kits come packaged 12 to a carton in the colorful, 
stand-up package pictured here. Each kit contains 2 pencil 
tubes of Elmer’s Glue-All and three plastic, shaker-top vials of 
sparkling glitter in three different colors. Instructions and 
suggestions for use are clearly printed on the back of each 
package. There’s no need to stock extra glitter. There’s plenty 
in each kit. 

Remember this plus feature . . . Borden’s Holiday Glitter 
Kits will help you sell more decorative paper, novelties and 
gift wraps all year long. So order now! 


ae DOM comeane 


Chemical Division, 350 Madison Ave., New York 17, N. Y. 
IF IT’S BORDEN’S IT’S GOT TO BE GOOD! 
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your relatives that you are well off so you take the deluxe 
champagne flight. Or, you may want to give the impression 
that you are a very thrifty person and not doing so well — so 


you take a box and carry a box lunch 

Advertising can accomplish the same effects on the people 
you are influencing. You can get across the idea that your office 
equipment business is working hard to save money (so the 
value can be passed on to your customers). Or, you can give 
a quality impression (and get people to feel that they can de. 
pend on you for the best quality). 

Principle No. 3 for advertising budgeting: Consider the im- 
pression you want to create with your advertising. 

4. How much can you afford to spend for advertising? Even 
though you want to travel to Europe quickly by first class 
accommodations, you may not have the ready cash for the trip 
Thus, you need to compromise on some factor — distance, time 
or accommodations (goal, speed or impression). 

Naturally, your advertising budget will be governed by the] 
amount of money you have to spend to promote your office] 
equipment business. This is the hard reality of cold cash that 
determines how much you will spend for your advertising 
and for most businessmen it is the most important question of 


the tour to answer. 


Determine Ad Budget 


[The reason it was left until the No. 4 spot is because you 
will have better management of your advertising budget when 
you consider the other questions first. There is plenty of time 
to put the wet blanket on your plans after you have made them 
And, if you follow this order in answering the questions, you 
will find you will be in a better position to weigh the im 
portance of the first three questions in determining how much 
you should spend for advertising to build your office equipment 


great 
Gles ang Profits: est 





busine SS 

Principle No. 4 for advertising budgeting: Balance what you 
can afford to spend for advertising with your goal, your time 
limit and the impression you want to create. 

° 

@ Problem: Closely related to the first question is another from 
an office equipment dealer who carries the question of what 
to spend for advertising one step further. He writes, “How 
much do others spend for advertising?” 

Solution: Figures given in answer to this question can bh 





very misleading — and of little value in developing your ow 
Pol advertising plans. Then, too, a specific answer to this question 
wrton offers know-how on all your marking is based on two things that can lead to some mighty wrong 
problems. This specially designed kit consists aclusions 

conc é) 


of holders, stamp pad, tweezer, and rubber 
type... deep cut for sharper and clearer im- 
pressions. Insist on only the finest... dealers are spending for advertising are historical facts. At the 

end of the year various organizations gather the information 


F | 
ulton Ss they can from members and others by survey. They then report 


these facts as what has been spent for advertising 


BUSINESS OUTFITS The reported figures represent what others did — not wha 


they are doing! 


FIRST, any figures available on what other office equipment 











SECOND, quotations reported on the amount spent for ad 
_ vertising are averages. One business, for instance, might spené 
Fulton $2,000 for advertising with sales volume of $40,000 and have } 
for its a figure of 5% for advertising. Another firm with a sales vole | j 
inks! ume of $200,000 may spend $4,000 for a 2% advertising cost . 
Still another firm doing $100,000 a year in sales volume ma 
spend $500 for advertising representing only 14 of 1% advertis 
ing cost t Mey 
Don't Rely on “Averages 
Write All of these figures are then tossed into a pot and the statis} 
for your ticians come up with a figure for the office equipment dealets 
A ideal of perhaps 2%. And, if you adopt this figure for you! si 
NOW! own office equipment business, you may be spending more thas a 
you need to spend, or far less than you need to in order todef ot 


velop the volume you want in your community. P 
Averages of any type are misleading. They can give you som 
ideas, but they should be carefully checked before the averagt 


FULTON MARKING EQU PMENT C0 figure of the amount spent for advertising is adopted for you 
. office equipment business. 


82 Fulton St., Elizabeth 1, New Jersey Principle No. 5 for advertising budgeting: Do not be mislé 
Manufacturers of Marking Devices for Over 49 Years’ by what others spend. Remember the facts are ancient histo 
and are based on averages. 
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«- LOOK... the POSTS SWING OPEN 


ail for easy insertion of sheets! 


fr office 
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in give e Ends the “headache” of dismantling binders 
a. ¢ Permits instant insertion or removal The R , 
ee ©Vvolutiong 
the im- of Seels ry New 


¢ Sections can’t come apart — prevents 
dropping or spilling sheets 


? Even 
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ur time 
. "all Here at last is a catalog binder that need not be taken apart 

“— to remove or insert sheets! It swings open and closed ...so 
5 smoothly ... so easily that it’s almost unbelievable. No more 

a spilled sheets — no more fumbling to get the posts back to- 
nate gether — the “Swing-Hinge” does it automatically, saving 
- us time and temper. 

a mitten a a It’s truly revolutionary, the first and only catalog binder 

ere's just a sample of the with this exciting new feature — yet its price compares with 
a HUGE SALES POTENTIAL! that of ordinary binders. 

At u ‘“ . . ” 
yrmation Salesmen ® Jobbers and Distributors ® Parts Departments Order samples of the FAULTLESS | Swing-Hinge to- 
aa Office Reference Manuals and Catalogs © Vital Statistics day. You ll agree it’s the “hottest” new item on the market! 
> 7 Files © Loose Leaf Directories © Wherever Giant Capacity So will your customers, and once you let them operate it 

Ring Binders are Needed. oe they'll be sold! 
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t dealet SWINGS OPEN SWINGS CLOSED EXPANDS FOR FULL VISIBILITY Beautifully bound in block levent 

grain Duraleather. Available in 

for yon Sheets swing open instantly at Just swing the sheets closed and Hinge and posts expand, provid- 2 styles — with reinforced Fabric 

ore thal any point. No fumbling — no — presto —the posts are auto- ing full visibility of sheets right Hinges, or with steel back and 

r to de spilling! Both sections remain per- matically telescoped together in to the binding edge. It's perfect R d Steel Hinge Size — 
I manently attached and sheets lay perfect alignment. It's smooth — wherever giant capacity ring bind- ecesse we inges. e: 

Perfectly fict effortless — and so much faster. ers ore desired. 11 x 8'/,” with 2” or 3” capacity. 

u some 
average Sold only by authorized FAULTLESS dealers 
for you) Y 
ye misled) P . : 

histon General Offices: 246 East Chicago Street ° Milwaukee 1, Wisconsin 

co Eastern Branch: 114-116 East 13th Street ° New York 3, New York 
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SUMFT 


ADDING 
MACHINE 


Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 








Deaths 





Edward Francis Dooley, 


a well-known figure in the off supply 
industry on the rn seab« r near 
ly 50 years, di uddenly of heart dis- 


ease in New \ 


Mr. Dooley was vice-president of Wil- 





son Jones Co ith headquat n New 
York. He spent his entire working life 
in the stationery field and was very active 
in trade organizations and arities sup- 
ported by firms in this field 

He began his career in 1909 with A 
Langstadter Co. in New York City. After 
serving a num! f years th the firs 


he resigned to become assistant buye: th the Falcone: 
Baltimore. In 1916 he returned to N York City as a salesman 
for Wilson Jones Co. 


His career was interruped in 1917 by service in World War 
I as a sergeant in General Pershing’s A.E.F. headquarters in 
France. He rejoined the company in 1919 and in 1934, when 
Wilson Jones opened its display room and sales off he was 
named manager. He was elected vice-president in 17 


Frank May 
ish Philan.- 


In November, 1955, he was honored, along 
by the Stationers Division of the F: 


thropies with a dinner and plaque acknowledging his endeavors 
on behalf of the group. 

Mr. Dooley, who would have brated his 65th birthday 
on August 24, is survived by his wi v, Kathryn laughter, 
Mrs. Francis P. Duffy; and grandaughter, Deborah Ann 

He was a member of the Stationers 30 Club Station- 
ers Golf Association; the Arkwright Club, the Manhattan Club 
the 23rd Street Association, and tl Leewood Country Club 





Hugo Agrell, 
founder of Aktiebolaget Addo, Mal: 
Sweden, died recently at the age of 8 
at his home in Malmo, Sweden 

Mr. Agrell is survived by his widow 
Mrs. Edit Agrell, and four sons: Gunnat 
Agrell, president of AB Addo; Try 
Agrell, export manager of AB A 
Sten-Erik Agrell, head of a subsidiary 
company of AB Addo, and Georg 
Agrell presi lent of Addo Machine ¢ 
pany, New York City. 

Hugo Agrell was responsible for much of tl 
has brought the Addo-X machine to its present 


international business world. 





growth that 
osition in the 


Robert Preston Scott, 


partner in Southwestern Stationery Bank Supply Co., died 


of a heart attack while driving to Oklahoma City from Lawton, 
Okla.., on July 25 
Mr. Scott, 53, was manager of the Lawton, Okla., branch of 


Southwestern. He was also interested in the Oklahoma Quality 
Broadcasting Co. Before organizing Southwestern with his part- 
ner, Ted Warkentin, in 1937, Mr. Scott traveled southwestern 
Oklahoma for Western Bank and Office Supply Co. in Okla 
homa City 


He is survived by his widow, Edith: two sons, Robert H 
and William A.; his father, Charl H.; a brother, Lt. Col 
Charles H. Scott, Jr.; and one grandchild. Services were held 


in Lawton 





a 


Charles Mamet, 
of the office equipment firm of ¢ Mamet & (¢ 59 rue de 
Richelieu, Paris, France, president of the Nati Association 
of Office Machine Importers in | Private 
funeral services were held on Jul { 
A resolution of the association memoralizin passing ol! 
Mr. Mamet referred to him as “tl ntiring pioneer who fot 
more than a half century ago foresaw the great advantages 


which the mechanization and its working meth ould rendef 
to his country.” 

Mrs. Mamet survives at the home in Paris 

Death of the Paris office machines teran recalls that short 
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another 
TRACY 
design 


OA-9 / 58 


A better all-purpose chair 
at a lower price 


1. One piece molded fiber glass wall-saver upper unit with 
saddle shaped seat and flexible back rest. 2. Open space 
provides relief for posture-critical-base-of-spine area. 
3. Positive mechanical assembly with four bolts in two 
minutes. 4. Six contemporary colors of fiber glass with 
tapered tubular steel legs in black enamel or chrome plate. 
5. Ball swivel, brass plated glides protect fine floors. 


MODEL NO. 10—Tapered tubular legs, black 
baked enamel finish; brass plated glides. Packed 4 of 
a color per carton KD, weight 33 Ibs. 

$19.95 List, F.0.B. Charleston, South Carolina. 


MODEL NO. 11—Tapered tubular legs, 

chrome plated; brass plated glides. Packed 4 of a color 
per carton KD, weight 33 Ibs. 

$21.95 List, F.0.B. Charleston, South Carolina. 


POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY « STURGIS, MICH. 
General Sales Offices; 154 E. Erie St., Chicago 11, Wl. 





See this and a matching - 
armchair in 556-A and 
557-A, N.S.O.EA. 
Exhibit, Chicago, Sep- 
tember 27-October 1. 
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“SPACE 

AGE” 

GLOBE 

A new globe 
that’s as mod- 
ern as the space 
age. Big 16” globe 
ball in polished 
brass plated stand 





A sparkling new globe, ap- 
propriate in any setting in 
the home or office. 
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WEBER COSTELLO 


GLOBES—always timely and practical as family or 
business gifts. Declers find them profitable, easy to 
sell, a natural for Christmas promotion. CHALKBOARDS 
—Always practical, always popular at Christmas and 
throughout the vear. ALPHACOLOR ART MATER- 
IALS—ideal gifts for art and craft enthusiasts, hobby- 
ists, amateur and professional artists. 





Weber Costello iim 
CHALK 
BOARDS... i 


CHALKBOARDS Modern 
green or black chalkboards and 
bulletin boards in metal or wood 
frames in a variety of sizes— 


WORLD GLOBE 
16-inch 


| “ORBIT 16” 
1 Another new and big 

1 world globe in smart, modern, 
. orbital mounting. As colorful as 
| 
j 
! 


welcome gifts in any home. 

Combination chalk and eraser , it is useful. Gold finished metal- 
sets ware. 

sists Gt be ah en Mehta a eh abianen eh en =o ie 


ALPHACOLOR PASTELS — Brilliant 
colors, smartly packaged. Also Al- 
phacolor Brilliants, Watercrayons 
and Alphacolor Dry Tempera 





World’s Finest 


wer .2 





Write today for Catalog G-58N 


Ei 


WEBER COSTELLO CO. 


CHICAGO HEIGHTS, ILLINOIS 


Manufacturers of: 


Erasers, Art Material, Globes. 


Maps, 


Chalkboard, Chalk, 
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ly after World War I on July 31, 1919, Capt. C. S. Biernetzki 
of the editorial staff of OFFICE APPLIANCES, who had been 
serving in Europe in Red Cross work, was a honor: guest of 
the Syndicate for Organization at a luncheon addressed by 
Lieut. Charles Mamet. There, Capt. Biernetzki met with many 
members of the industry and heard Lieut. Mamet say, ‘The 
Syndicate for Organization is extremely happy to welcome you 
today, as you embody for us both admirable American 
Army which brought us the indespensable help upon the battle 


held, and OFFICE APPLIANCES, which brings us st precious 
help in th onomical struggle 

This friendship with OFFICE APPLIANCES and its publisher 
was continued by Mr. Mamet through his lifetis 

a 
L. E. (Jack) Dollinger, 
72, employed by Engelhardt-Shay Typewriter Co., Champaign, 
Ill., died July 4 at Cole Hospital in Champaign following a 
heart attack 

Mr. Dollinger spent his entire business life selling type- 
writers and allied machines and had worked in many sections 
of the United States. 

For 25 years he had served with Remington Rand and the 
past nine years was employed at Engelhardt-Shay. He was a 
charter ember of the Nation's Officer Managers Club 

Surviving are his widow; two daughters, Mrs. Rose Smith, 
Albuquerque, N. M., and Mrs. Barbara Grimm, Port Huron 
Mich.; two sons, John E., Aptos, Calif., and Cameron W., New 
Rochelle, N. Y.; and a sister, Mrs. Frank Hazel 

a 
Jaye N. Williams, 
dealer sales manager of Addo-X, In New York City, died 
recently at his home in Daytona Beach, Fla., at the age of 70. 

Previou his association with Addo-X, Mr. Williams was 
with the Allen Wales Adding Machine Co. He counted among 
his friends many of the business machine dealers in the United 
States 

a 
William Vincent, 
sales representative for the Dennison Mfg. Co. in the Middle 
West for the past 36 years, died suddenly on July 3 

Mr. Vincent was well-known in the Indianapolis, Cleveland 
and Toledo areas through his long association with industry 
people there 

°° 
Frank W. Wolstencroft, 
a member of the board of directors of the Esterbrook Pen Co 


7, at the age of 52 


nly on July 1 
Esterbrook as 


died sudde 


Mr. Wolstencroft joined advertising manager 
in 1934. He served in the army fro 1944 to 1945, and in 
1952 he was named director of advertising for the company. In 
1955 he was made director of advertising and sales promotion, 
and he was named to the board in 1957 

* 
Garrett Roberts, 
president of Weldon Roberts Rubbers Co., died of a_ heart 
attack on July 23. Mr. Roberts was 59 years old and had spent 
all of his adult life in the business founded by his father. He 
1S Survived by his widow, a son, and a laughter 

° 
Clarence P. Hawks, 
owner and operator of the Sieber Rubber Stamp Co., Dallas 
Tex., died on June 22 after an illness of several months’ dura- 
t10n 

P P P P . 

Unique Operation Started in California 
SAN PABLO, CALIF 


10 Rumrill 
source of supplies and 


Wells 
centrally-located 


opening for business of Associates. 2¢ 


provides a 


services for the business man. 


Available are an income tax service, bookkeeping, stenograph- 


ic and telephone-answering service, notary public, public stenog: 
rapher, business management, printing, rubber stamps, station 
ery, school supplies, office equipment, office supplies, duplicat 
ing machines and supplies—all at one address 
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with 


—_ = | ow TIFFANY STANDS in 


of every price range... 


many 
rhe Y © ‘ ], Order from one source 
e you 
rican 2 Have maximum weight 5 EN 








* for minimum freight 


om ) Sie eee 
~ CAN ESS ave you 


“| h 
acd Finest gee 


EXTRA-HEAVY DUTY stand for 
: Electric Typewriters, Book- 
New keeping Machines, etc. 














MODEL 
8000 


One inch square 
tubular leg Sieh, 






VIBRATION FREE, amazing strength and 
rigidity. Open-top...the “escape- 
hatch” for noise dissipation. 








t / 
he ( FIRST CHOICE OF OFFICE WORKERS AND DON T MISS THE 
aaa Ps on gaan EVERYWHERE TIFF ANY EXHIBIT 


Because of superior 
construction 


“isi; NSOEA CONVENTION 











Midd] 
eland, § @ Rigid ... providing IN 
strv | “safety insurance” for eee 
costly office machines. 

: @ Framework Ye" thick, 

? 

; angle and channel 

| steel, reinforced. * 
n Co., } 5002 @ 4-cup open top reduces ma- 

' peaiiat G000 Mndteal eth chine noises and vibration ° * oC 

: ode UU identical wi . ° 
anager | Mode! 5002 except thot and adjusts to hold most size bi 33 
and in® \ it hos one drop leaf machines. M 
any In 





... and for the "limited budget" buyer... ? 


TIFFANY 
i heart 
‘ spent § JR. 


Quality constructed 
in the 


Dallas True sTAND - 
iol Tiffany qradition 


For use in Offices and Homes, for 
standard and portable type- 
writers, etc., where space is a 


: factor and the features of the 4 
CALIF 
larger models of TIFFANY STANDS are not required. 7711 





Rumrill 





s and i Top undercoated for sound-vibration abatement 
= 

oraph- f 

coal TIFFANY STAND CO. 

station 7350 Forsyth St. Louis 5, Mo. 





uplicat 


For further information, write Dept. OA 
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Incento Quality 
is Lasier to 


Se 











Workmanship. 
Qtyle and 
Boauty! 


At first glance you can see INGENTO’s Quality 
and superiority. It’s the line that offers so many 
extras to dealers and users alike . .. from the 
small 6 inch models right up to large heavy duty 


table models. 


THERE’S AN INGENTO CUTTER FOR EVERY PURPOSE 


Offices Homes Schools Industry 
Shipping Art & Photography Manufacturing 
i Be fe alee Oe ee Se eee 8 ee 8 . . ereeeeeeeeee 
Sales Representatives Wm. P. Corbett 
Charlestown Village 
M. G. Patterson Harry Tehan, Jr. Phoenixville, Pa. 
3710 Grosvenor 84 Peachtree St., N. W ; 
Cleveland, Ohio Atlanta 3, Ga Harry B. Gorline 
930 Sutter St. 
Martin M. Moldow Assoc Milton Haylick San Francisco, Calif 
401 Broadway 4827 Marietta 
New York 13, N. Y Houston, Texas 
TRIMMERS 





Send for Illustrated Sales Brochure 
MANUFACTURED BY 


IDEAL SCHOOL 


8318 South Birkhof Avenve — Chicago 20, Ill. 
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Appointments 


Bohn Duplicator Sales Manager Named 


George T. Heussner hos 
sales manager in charge of BDC Contex 
calculators for the Bohn Duplicator Corp. 
He will be in ch through 
more than 600 Contex dealers through- 
out the United States. For the last two 
years, Mr manager 
of the Cummington Corp f Boston. 
Prior to that he was dealer sales manager 
with the National Cash Register Co 


been named 


Irge of jles 


sales 


Heussner was 





Jackson Heads Clary Corp. Retail Sales 
J. L. Jackson, a veteran of 32 years in 
the business machines field, has 
Ippointed retail sales manager for 
Corp ining Clary in 1949, Mr. Jack 
son has director of branch 
tions with headquarters in Chicag 


peen 


Cla 
rory 


been opera 


rie 


was for many years with Victor Adding 
Machine Co. and National Cash Regi 
ter Cc 





Carry Joins Associated Stationers 


R. L. (Ray) Carry has been appointed 
by Associated Stationers, Chicago, as 
representative for the state of Indiana, 
replacing A. H. Spafford, who is return- 
ing to Chicago to assume other sales 
duties with the company. Mr. Carry has 


called on Indiana dealers for many years 
as a representative of Esterbrook Pen Co. 
He will continue to Indianapolis 
with his wife and two children 


live in 


Travels Southeast for Imperial Desk 
R. M. Crippen is now traveling the states 
of Florida, Georgia, Mississippi, Alabama, 


North and South Carolina, and Tennes- 
see servicing dealers as sales representa- 
tive for the Imperial Desk Co. He was 
formerly associated with the industry 
in sales and sales management capaci- 
ties. His headquarters will be in Atlanta, 
le) 





Maple Leaf Appoints Patterson 


been appointed by 
Maple Leaf Mfg. Co., Inc., as the com- 
Pany representative in Ohio, Michigan, 
West Virginia and Kentucky. Mr. Pat- 
terson is a long-established veteran in 
the industry, and has added this quality 
line of wire-bound composition books and 
stenographic notebooks to his operation 
as Q manufacturers’ representative. 


Pat Patterson has 


Kenneth E. Cook has been named Grand 
Rapids (Mich.) district manager for the 
Standard Register Co. This appointment 
the establishment of Grand 
Rapids as a district office location for 
tandard Register. Mr. Cook is working 
out of offices located in the Fuller Build- 
ing, Grand Rapids 


also marks 
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NEW SURE-RITE BALL PENS FOR EVERY 
WRITING NEED. ..PRICED AS LOW AS 39¢ 





Yes, Sure-Rite Ball Pens can really cut of- ity “Sure-Rite” features: Rigid, plastic bar- 

a zc fice supply costs. They're economy priced rel with tapered grip «+ Precision engi- 

eS mere cost even less than most cartridges. They neered, stylus-type point won't leak...can’t 

o =a write for miles. Give you a selection of work loose « Full-length ink chamber « 

! oO points for figures, dictation, reproduction Popular colors: Red, blue, green, black, 

m e. Sure-Rite’s unique “ink-guard”’ cap protects brown, lavender—non-smear, permanent 

; 2) shirts, blouses, fingers from stains and ink. No cartridges to replace—you start 
smudges. And just look at these other qual- 





with a new pen everytime 
Order a supply today for home and office! 


Four models...now available at your Sure-Rite dealers! 
SURE-RITE SURE-RITE 


: SIRE-RITE 
\ “ALL-PURPOSE” “IMPERIAL” 


“4 ‘ ‘REPRO 
39 4%) 


King or regu 


2 com- 
-Nigan, 
Pat- 


quality 
A> and 
eration 


§ ¥3AN30 
‘94 WINSLS NV DINAN 


kk JRE-R 
For any kind tot 


“LAUNDRY MARKING 


of writing 





For samples, send name on Company letterhead to: 


American Stencil Mig. Co. 


14 WALNUT STREET © DENVER 5, 


LYS A LIVE WIRE. IN Tr 





COLORADO 





1E EAST CALL TRYVE-RITE NC 110 LAFAYETTE ST NEW YORK, N.Y. 
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4 ALrAAX rAd 9 
’ a 
VALET WALLMOUNTS 
} 


2' 2", 3'2” and 4° 2” units which mount 
on any available wall space interlock 
to make longer lengths. Accommodate 
3 hats and coats per foot. 


oO ORICH VALET 


7. . REG, 


The established, nationally advertised line, spe- 
cified by leading architects; carried by quality 
outfitters; standard equipment in modern offices, 
factories and institutions . .. the profitable line 
to sell. 


This efficient Office Valet an- 
swers the small office wraps 
problem—provides 6 individual 
Vol @t-) ole (el-)- MME) ole(el-leLejeleld Maelo i: 
hangers, with built-in umbrella 
stand and overshoe platform. 
Keeps wraps aired, dry, in 
press. Will not tip over. 


eS NS 


~~ 





Lae ae 
- ee — ~ a 
. } 





se re 


——S - 
ae 
» . AA a WA 


u 








{ ase 


3U-4 


(Illustrated) is a 

basic 4’ 3° VALET 

RACK which ac- 

commodates 12. 

Also 3-3, S’ 3” 

“% Valet Racks, and, 

slot obs lolol atslemmece let 

units that make continuous racks of longer and 

ep Toit-} am (-pelei ist Motels Mme) oloie |) smt~ lok 4-MB | (ole) ai) ole (ol -memre (ol 
efobesbestololod (CM ol-)e-lo)st-Mol-papariilittee mp (ole) & 


Write for catalog sheets, dealer sales helps, ov-i3 


Vogel-Peterson Co. 


1127 WEST 37th STREET 
CHICAGO 9, ILLINOIS 


Complete Modernization 
Pays for Howard & Stofft 


Howard & Stofft, Tucson, Ariz., a division of PBSW Supply 
& Equipment Co., gutted its entire store of old fixtures for a 
complete modernization. Everything was removed 1 t down 
to the bare interior walls, and remodeled starting from there 

Ihe old fixtures, wall units and islands were replaced with 


Aisles . . . at the Howard & Stofft store are clearly marked 
and merchandise is co-ordinated, making departments easier 
to find. The new floor plan regulates traffic flow for greater 
efficiency at peak periods 


new Bulman sté self-selection fixtures. An entirely new floor 
plan was followed to permit better handling of the store's 
traffic, particularly at the store’s peak periods 
cording to Fred Stofft, “Our modernization program en- 
us to display our merchandise easier and in larger quan- 
tities to encourage a self-service progran 
As tar as volume increase, the only thing we can say to 


date, due to the so-called ‘depression’ that people talking 


so much about, is that our overall volume is up about 10% and 
we are handling it with two less floor peop] 


A color scheme of beige and tan was used in the moderniza- 


Modern Steel self-selection equipment at Howard & Stofft 
store seemingly hands out merchandise to customers walking 
by. Attractive check-out counter doubles as information booth, 
with cashier answering customers’ questions 


tion to tie in with the pale green at ottled tan of the floor 
that was already in the store 
The general reaction of Howard & Stofnt custon s 1s good 


few of the type who “must” be waited te of every 
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__ Automation In Filing Comes To Food Machinery 


wa | Another successful installation by a franchised site-filing dealer 


gown 


‘oi ECCO BUSINESS SYSTEMS, NEW YORK 





By replacing our conventional files with SITE-FIL- 
ING’s visible equipment, we reduced our filing cost 
and time by 50%. The simplicity and neatness auto- 
matically provided by SITE-FILING has virtually 
eliminated “misfiles” and increased over-all effi- 


Assistant Mgr. Sales Service Div. 


Cooperative consumer contact work in the field has 
been directly responsible for our success with the 
SITE-FILING franchise. SITE-FILING has opened 


the door to many new accounts for Ecco Business 


Systems. 


Sales Mgr., Ecco Business Systems, N.Y. 


x * * 
The hand follows the eye, visibly and instantly, to 
the file which is to be removed or replaced — in split 
seconds. Always neatly aligned the color-keyed, per- 
manently affixed channels and index create an in- 
line pattern which invites and promotes greater 
speed and absolute accuracy. 





irked 
‘asier 
eater 


floor 


fore § 


) Ci 
judan- 





iy to 
lking ‘Offices of Food Machinery & Chemical Corp., 
and Chemicals Division, New York x * * 


SPEED: Authenticated time — studies ACCURACY: The “home” for a file 
prove that one file clerk can do the work never leaves the file drawer! Pockets 
of two! link together, eliminating the possibility 
SIMPLICITY: Completely visible in-line of filing between them. 


index patterns make locating or refiling 
a file simpler than finding a telephone 


number. SITE-FILING’s: cooperative dealer 
NEATNESS: Deeper pockets keep ma- program includes a complete schedule of 

terial lower in the drawer and fit all sales training clinics as well as consumer 
standard files. contact work with dealers. 





Set Your Sights on SITE-FILING’s Booth C2 - NSOEA 


tofft 
king | Wanufactured by 





90th 

7 SITE-FILING COMPANY 

“a PIONEERS OF VISIBLE FILING 

very 1411 Walnut Street, Philadelphia 2, Pa. LOcust 4-5080 
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A VISIT 10 


| 
ARIAS - 7 
ROOM 360 
at the 
CONRAD HILTO 


HOTEL 
CHICAGO, ILL. 
SEPT. 27-29 © 






, 
* FUR PIECE” 4. 
for .*° * 


P. S. You can View the 
WESCO LINE of steel 
office equipment at 
the same time. 


4 


AURORA, \Lt- 


WESTERN MANUFACTURING CO. 


AURORA, ILLINOTIS 
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modern convenience, still must be catered to regardless of the 
department they shop in. Trained personnel located throughout 
the store in departments where self-service is not adaptable 
help out in these cases. 

H & S's modernization has been exceptionally helpful in han. 
dling peak loads in the store which come from 11 to 3 daily, 
Customers now can find the merchandise they want, get it 
checked out and leave with a minimum of effort and time. The 
modernization leaves store personnel available to help cus- 
tomers in the non self-service departments 

The Bulman Corp., Grand Rapids 2, Michigan, designed and 
manufactured the steel self-selection equipment used through- 
out Howard & Stofft’s. 


Eberhard Faber ‘Clinic’ 
indoctrinates New Salesmen 


WILKES-BARRE, PA. 


Training its newest salesmen to sell effectively to the station- 
ery industry's veteran salesmen was the theme of the week-long 
sales clinic conducted by the Eberhard Faber Pencil Co. at its 
new world headquarters here. 

For the initial comprehensive seminar, six new members of 
the Eberhard Faber national sales staff were brought in from 
their respective territories, from Boston to Seattle. One experi- 
enced man, Charles A. Plant of Oklahoma City, was called in 
to give current field advice to the new men. 

We are selling product-plus,” they were told on the opening 





Get Pencil Facts of Life At a sales clinic held in world 
headquarters of the Eberhard Faber Pencil Company, Wilkes- 
Barre, Pa., new salesmen are indoctrinated in the facts of life 
concerning pencil production. Major indoctrinator is Sales Man- 
ager C. Paul Mailloux, seen at the map. 

Seen around the table are (clockwise, from left): Charles A. 
Plant, Oklahoma City; Harry E. Fischer, advertising and sales 
promotion manager; James P. Barrett, Detroit; Donald W. 
Kuhn, Chicago; Eric Q. Bohlin, vice-president, manufacturing; 
(standing) President Louis M. Brown; John R. Mislan, of the 
national sales staff; Curtiss B. Stirling, assistant to the sales 
manager; Richard J. Quaid, Chicago; Thomas A. Walsh, ad- 
vertising production manager; Arnold Brakke, Seattle; Robert 
E. Bernard, Boston, and William M. West, Houston. 


day in a greeting by Louis M. Brown, president. “The ‘plus’ is 
uses of product—newer uses, and broader uses. If knowledge is 
power, knowledge is also sales. Better informed salesmen can 
better inform our customers—and their salesmen.” 

Said sales manager, C. Paul Mailloux, who directed the clinic: 

Our purpose was more than to acquaint the new men with 
Eberhard Faber's practices, policies and methods; it was to in- 
doctrinate them in the entire pattern of the outlooks and meth- 
ods of the stationery industry.” 

That was the over-all theme, and it was developed by John 
D. Horne, vice-president, marketing, in his address on ‘The 
Marketing Concept”, which followed Mr. Brown's welcome 

The “students” included James Barrett, Detroit; Arnold G. 
Brakke, Seattle; William West, Houston, Tex.; Donald W. 
Kuhn, Chicago; Richard J. Quaid, Chicago, and Robert E. Ber- 


nard, Boston 
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DECORATOR MODEL FOLDING TABLET ARM 
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MODEL 


ATTENTION: 


(Yolie Monagers- 


PROBLEM: 
EXTRA CHAIRS for conferences and meetings? 


SPECIFICATIONS: 


Must be — COMFORTABLE, DECORATIVE, 
EASY TO MOVE AND STORE 


SOLUTION: 
BTC DECORATOR or TABLET ARM CHAIR 


Comfort? Fully upholstered and padded seat and back. 


Style? Excellent — designers and architects are specifying it. 
Stock color combinations; any custom combination on special order, 


Easy to move? Chair folds with carrying handle in position. 
Store in small space? Four chairs folded use only 9”x16'/4 x38”. 


Not too high priced! 





Examine the BTC chair in Room 533, Conrad 
Hilton Hotel, Chicago, during the National 


Stationery Office Equipm at Convention, 
| September 27 - October 1 


or write for literature 





Pd rs 


THE REWER-TITC ENER CORPORATION 
an DIVISION, Cortlond, N. Y. 








OA-9/58 


145 








COUUADGADADNANANNADANNANONGGEANAODOONOEODGDSUEOOOUSOUSUEIOOUEEOELLUPEEAUEE TED EE EEE EE EE EEE EEE CEE 


AN Htnactiv VALUE... 


ANY WAY YOU LOOK AT IT 





Athnacting* TO THE OPERATOR 


She appreciates both the from place to place... 
room and the privacy of how, with a flick of a toe, 
its enclosed design. She it becomes firmly an- 
likes the way the Conso-_  chored on four adjustable 
lett rolls easily and quietly rubber feet. 


Fiinactine* To LooK AT 


Customers are impressed 
by the extra touch of sym- 
metry that complements 
their office when they 
standardize on Conso- 
lett stands. 


Fitnactive* To THE OFFICE MANAGER 


He knows there is no safer stand for 
valuable office machines . . . neither 
in strength nor stability. 


SOME DEALERSHIPS ARE STILL AVAILABLE 


Write for descriptive literature 
and dealer prices. We believe you, 





too, will find the Consolett at- _ 
tractive. BS <9 Te 


STOLPER STEEL PRODUCTS CORP. 


340 Pilgrim Road °® Menomonee Falls, Wisconsin 


QREQUAAUNANAUNADADEAEANADEAEOUEONODOUADEOAUENEAUSUEOOOUEUEOU EDEN EOSELEOEEL EA EE CEO EO CODEN EOE EAE 


FTUUUEUAUUGUAUUEGOOUEOOOUEOOUUUEOOOOEOOOUEOOOUOEOOOEGOUEOOOUEOOOUOOOOUEOOOUUEOOOUEGOUUEESEEOOOUEEOOOUEGOOUEEOOOUEEOOUOOOOUOEOOUUOOOOUEEOOUUOOOOUOOOOUEOOOOUOEOOUOOOOUEONOUREOOUUEONOUEOOOUOOOOUOONOOUOONOUEEOOUUEOOOUEEOOUUGEOOUEONOUEOOOOUOGNOUUOON0UEONNOUOENOUOOONOUEONOOUOEONOUOOQOUEOOOUEEOOUUEOOOOROOOVEOOOOUOONOOUEEOOUEOOOUUOOQOUUCONOUEENOOEONOUEONNUUOONNOLE 


146 





Vien on the Move 


The appointments of Carl Gronhagen as_ vice-president, 
George W. Haag as secretary and Charles S. Salem as treasurer 
have been announced by Erik O. Ohlsson, president of the firm 
which acts as U. S. distributor of Facit calculators, typewriters 
and Odhner adding machines. 

Mr. Gronhagen will now be branch manager of Facit, Inc.’s 





Carl Gronhagen G. W. Haag Charles Salem 


San Francisco office, directing distribution and service in 11 
western states 

Mr. Haag, Facit’s national sales manager, will assume addi- 
tional duties as secretary of the corporation. Mr. Salem, office 
and personnel manager, will assume the additional duties of 
treasurer. 

. 

Smith-Corona Inc. announces that Gordon W. Evans has been 
appointed manager of the branch sales office in Oklahoma City. 
Paul L. Bolinger becomes manager of the office in San Fran- 
cisco and Hollis G. Roberts serves as home office field repre. 
sentative for the Detroit and Grand Rapids (Mich.) branch 
territories 

+ 


The promotion of three sales executives has been announced 
by The General Fireproofing Co. They are John M. Boehne, 
James F. Klepper and Lewis W. Shirey. 

Mr. Boehne, formerly manager of shelving sales, is now 





J. M. Boehne J. F. Klepper L. W. Shirey 


manager of national account sales, succeeded in his past posi- 
tion by Mr. Klepper. Mr. Shirey replaces Mr. Klepper as man- 
ager of parts and service and Draft-a-Matic sales. 
° 
John F. Mannhaupt, formerly controller, has been appointed 
Assistant to the vice-president, Frank M. Gale, and John P. 
Ricketts has been named controller of Copease Corp., it is an- 





J. F. Mannhaupt J. P. Ricketts 


nounced by Charles E. Hallenborg, president of the firm. 

Mr. Mannhaupt will work closely with Mr. Gale on an ex- 
panded sales and advertising program for Copease dealers and 
branches. 

Succeeding Mr. Mannhaupt as controller, Mr. Ricketts will 
be responsible for all accounting functions. 

© 
Esterbrook Pen Co. announces two additions to its sales staff. 
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ACCO PRODUCTS for 


Last months of the year! It should be your best 
season for ACCO Products sales! New filing supplies 
—in quantity—and TRANSFER TIME coming up! 
Time to Refresh Your Memory, go over your stock 
and the ACCO Catalog, note all the items that con- 


tribute to better end-of-the-year business. 


There just is no substitute for Acco at Transfer Time 

users of Accobind Folders get the job finished in 
double-quick order—slip out the old, slip in the 
new—and what could be more economical or dur- 
able for permanent storage filing than Accopress 


Binders (2-piece covers) ? 


See Your Catalog 


ACCO PRODUCTS 
A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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TRANSFER TIME 





ACCOBIND FOLDERS—Hord, smooth, genuine pressboard for 
utmost service. Equipped wih Acco Slideway—invaluable ot 
transfer time because it makes possible withdrawal of bound 
papers from the folder and its continued use simply by inserting 
a new Acco Fastener and Index Sheet. 5 colors in many styles 
and sizes. 





ACCOPRESS BINDERS—Most versatile and inexpensive loose 
leaf binding for everyday filing or permanent storage. Made 
of genuine pressboard. Side or end fastening in all styles and 
sizes. Choice of 5 colors. Capacities up to 6°’. 








ACCO FASTENERS—tThe foundation of the ACCO System, in- 
vented by Acco and made in more than 50 styles and sizes with 
centers from 234°’ to 81/2’ and capacities from 1°’ to 6°’. 
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MORE SALES PUNCH 
Much More COLORFUL! 










COMPLETE KIT 
STILL ONLY $10 








— 
BUSINESS 
e 





Z 





Although improved and expanded each 
year since the first kit was offered in 
1955 costs have been held down due to 
greatly increased sales volume. The sav- 
ings are yours! 


for 


BUSINESS 
PEOPLE... 






IMPORTANT EXTRAS 


Newspaper Advertising 
7 attractive ad mats 9 copy ideas 
9 suggested layouts 
Direct Mail 
2 suggested direct mail letters 
Radio Advertising 
7 spot commercials ranging from 20 to 
45 seconds. 
Manufacturers Sales Aids 
A dependable list of business gift mer- 
chandising sales aids offered by leading 
manufacturers 
Ad Reprints 
A reprint booklet of every business gift ad 
featured in OFFICE APPLIANCES’ Business 
gift issue. 


fer your family 
for your friends 



















Procedure Manual 
The complete merchandising program in- 
cluding timetable ready for you to use. 


3 Posters 
28" x 36” 






Designed for either window or in-store use these 
huge inviting display pieces will help get the point 
across — Shop your store for business gifts. 
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3 Banners 
1 pied * 36” 


BUSINESS} 









a 
for ( 
BUSINESS “’ 
PEOPLE 


« « « for your family 
« « « for your friends 
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THIS §S YOUR 


1958 


BUSINESS 





@FAMILY @FRIENDS 













e For the fourth consecutive year OFFICE 
APPLIANCES is providing dealers with a 
complete Business Gifts for Business People 
Merchandising Kit. 

This year’s kit is by far the most ambitious 
yet produced. You get everything necessary 
for the entire business gift mer- 


chandising program. All the 
ach creative work is done, the ex- 
| in pensive-looking display pieces 
des 2 sides are ready to put up and the 
Sav- 





whole merchandising program is 
outlined for you to follow. 
The posters, banners, pennants and sug- 
gestion lists are actually printed in green and 
red, although the green is represented as 
black here. 

The 1958 Business gifts for Business 


Creased to hang over a 
wire, this gay piece doesn’t 
use any valuable mer- 





Another new and 


chandise display space. 





People Merchandising Kit is truly comparable 









to a complete, professional advertising agency mY exciting addition 
service. It can't be duplicated anywhere for * “mi * to this year’s 
the low price of only $10. " BUSINESS | ahs 4 gift 
But experience has proven that the most merchandising 
- successful business gift promotions are those PEOPLE. 7 kit. Printed in 
started early. So order your kit today. Just fill eS ay two colors by 
out and mail the coupon below. Your new silk-screen proc- 
ner- 1958 Business Gifts for Business People ess. A sure atten- 
ing Merchandising Kit will be sent by return tion getter! 
mail. Of course, order now, pay later if you 
ad Box: prefer. 
ess nos 


in- 
Se 











SCRAP BOOKS 
ENVELOPES -s< 
PERSONALIZED NOTE PAPERS & 
SCHOOL SUPPLIES a 


ADORESS ond ENGAGEMENT BOOKS 














62" x 192” 


Your money back if not 














ASH TRAYS 
al aicwee Deen c1ocns |g gy completely satisfied 
MEMO DISPENSERS ad 
- pod TUAL CALENDARS * 
UST FINDERS. gee ee ee eee eee eee ee eee eee Se eee eeaaam* 
TAPE DSPENSERS i enniih iaiiaticttais i 
fun 4 taunan ' FFI LIAN r 
BOOK CAStS 
gf \ a s., I 600 W. Jackson Blvd. ; 
OD) Ss eee i Chicago 6, Ill 
tmeage STANDS : . | 
SKETS ° ° ° es ° 
pan a. i Please send my Business Gifts for Business People Merchandising Kit ' 
HUSRESCENT DESK LARPS ie | i 
WALL CLOCKS is<l | ....+ $10 check enclosed ...+. Please bill me. | 
rate as wane S&S ( . t 
LUGGAGE . y n 
a I Name we i 
4 Vy, / i I 
ag Outlines Z Gow i Store i 
New this year — an illustrated list | i 
of popular business gift items. De- I Address City Zone State i 
signed for either window or in-store i i 
display. = oe | 
_ Set Tk kr de 
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John and Gus present: 
NEW design... same 


solid craftsmanship 


SCANDIA 


is scandalously 


and Gus Krieg 


They probably ‘ 
the smooth, | slit 
gleaming brass 
ing ... the wart 
walnut 


And they could 
loving craftsmansl 
the same kind 
that goes into 
dia has a_ foan 
springs and foar 
back. Coverings 


to top grain ieé 


in swivel arm chat 


John and Gus 1 
and other new 
man “old  faitl 


Convention, Boo 


If you can't 
write for 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


Harry Posner joins Esterbrook following 22 years with the Can- 
ada Dry marketing group. William H. Hooper brings to Ester- 
brook a wealth of sales experience, including five years as re- 
gional representative of the Union Oil Co. in Seattle and a 


year and a half with the Paper Mate sales organization 
Mr. Posner's headquarters will be in San Francisco. His ter- 


Harry Posner W. H. Hooper 


ritory will include northern California and Nevada as well as 
his headquarters city. Mr. Hooper, with headquarters in Seattle, 
will cover a large part of the Northwest, including Washington 
and Oregon and parts of Idaho, Montana and California. He 
will also be responsible for sales in Alaska 

° 

Harold F. Blum has joined the S. E. & M. Vernon, Inc. sales 
organization and will represent the company in Illinois, Wis- 
consin, and Indiana cities in the vicinity of Chicago. New in 
this particular field, Mr. Blum has contacts with stationery deal- 
ers throughout the area through his long association with the 
Esterbrook Co 

= 
The Ennis Tag and Salesbook Co. has 
named George S. Nelson as district rep- 
resentative in New York, New Jersey, 
and New England 
Mr. Nelson has been active in the busi- 
ness forms field for many years, and he 
is putting his knowledge to work in an 
effort to aid dealers carrying the Ennis 
line anywhere in his territory 
ra 
: J. R. Bradley has been promoted to the 
George Nelson position of area manager for the Pacific 
area of Stock Forms Co. division of 
Moore Business Forms, Inc. This area 
covers the operations of this division in 11 western states. 

Mr. Bradley joined the Los Angeles sales office of the Pacific 
Manifold Book Co. in 1942, and for seven years he was engaged 
in direct selling work. In 1949 he was asked to join the Stock 
Forms department of the Pacific division as supervisor. In 1956, 
when the Stock Forms Co. was created, he was named assistant 
area manaczel 

& 

Joe M. Davis, well-known manufacturers’ representative who 
heads the firm, Joe M. Davis Co., has been elected president 
of Lit-Ning Products Co., Inc., according to a board of directors 
announcement 

Mr. Davis will share administrative duties with Roscoe 


Joe M. Davis Roscoe McKenry 


McKenry, Fresno businessman, newly-nmamed executive vice- 
president and neral manager of the company, and with Henry 
L. Palmer. 

Mr. Davis’ company has represented Lit-Ning since the firm 
began 10 years ago and has been closely associated with its 


growth. Mr. McKenry, who has been prominent in western com- 
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Send for our latest catalog 


your company 1S judged 


by the office you keep! 





Across America, Cole Steel Equipment has been chosen to conve 
the character of famous corporations, important small busin 
and thousands of distinguished professional offices. Through fun 
tional design, Cole Steel furniture increases efficien: nd ad 
dignity to your office. Dollar for dollar the greatest r 


steel furniture. Create a ‘‘new look” for your off 


Cole Steel Equipment Co., Inc. - 415 Madison Ave., New York 17, N. Y. - Canada: 329 Dufferin St. Toronto, Ont. (* cOLE -STEEL ° 








AURORA STEEL 
PRODUCTS 


COMBINES (Wily MERCHANDISE 
WITH A SOUND 





DEALER POLICY 





will “PPreciate . ‘ 


ing and 







t Solid, Sturdy 


dinary makes 


hes 





* Moth action late 
temporary designs 





** + Con. 





M FAST DELIVERY! 


[- 
rnd TO ASSEMBLE! 
ai Cduces Labor Cos$5) 
PRICED TO SELL 














Smart new "Flush-Front’’ door. 
No protruding handle .. . fingertip action 
door latch. 

@ Modern recessed louvers. 

@ Available in single, double or triple tier lock- 
ers ... flat or slope top in a wide 
range of sizes. 








STORAGE 






@ Rounded corners give a modern, 
streamlined appearance 

@ Adjustable shelves 

@ Reinforced doors . . . 3 point locking 
system 

@ Made of cold rolled steel with baked- 
on enamel finish 

@ Wide selection of types and sizes 









= 


OTHER wily PRODUCTS 


@ Book Racks @ Box Lockers 
@ Space Saver Units @ Basket 
Racks —ideal for schools, swim- 
ming pools, gyms, etc. 


WRITE TODAY ror cometerte 


DEALER INFORMATION 


PRODUCTS 







153 THIRD STREET 
AURORA e ILLINOIS 
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merce for many years, will headquarter at Lit-Ning’s adminis- 
trative offices in Fresno where he will be in charge of produc- 
tion, purchasing, and plant management. 

Both men are major stockholders in the firm. They succeed 
the late Z. A. Bump, founder of the company, who died last 
year. A planned expansion of products and services to dealers 
has been announced by the new executives 

es 

Appointment of Philip R. Samwell, vice-president of Friden, 
Inc., to additional duties of general manager, was an- 
nounced recently by the president and chairman of the board, 
Walter S. Johnson. 

[his promotion is the latest in a series dating back to 1945 
when Mr. Samwell joined the company as controller. In 1948 
he was named assistant secretary and in the following August 
he was named to the board. In 1952 he was designated a vice- 


assume 


president. 


New Store for Serr's 
Inaugurates 30th Year 


REDLANDS, CALIF. 

An open house and anniversary celebration were combined 
into one gala event by Serr’s Stationery, 208 East State, Red- 
lands, Calif., to publicize their 30th anniversary and their move 
into a brand new store. 

Established in 1928, when E. J. Serr purchased the commer- 
section of the Tucker Book Store, Serr’s grew rapidly. 
with two stores in operation and another expansion 

Sert to combine both into 


cial 
Finally 
store operations 


necessary decided 


one new store. 

The new store is a real “customer-pleaser” according to Mr. 
E. Serr. Customers enjoy browsing both before after 
Forty feet wide and 110 feet long it is a 
bi-level structure. The store’s office and employee lounge 
occupy the second floor with the main floor basement devoted 
to selling. The cinder block building features a floor to ceiling 
show window giving pedestrians a full view of the attractive 
interior. The entire store is air-conditioned. 


and 


making purc hases 


Features Two Entrances 


Serr's features two entrances. The main entrance on State and 
a rear entrance off the convenient customer parking lot. There 
is also a rear delivery entrance to the basement stock rooms. 

The entire 
an appealing and glamorous effect to customers entering from 
either entrance. Control stations and wrap counters are located 
next to both entrances. The typewriter repair shop is also lo- 


cated at the rear of the store. 


store is arranged for traffic control and to give 


Fast moving merchandise items are stocked in adequate stock- 
rooms located right behind the wall units on each side of the 
store. This rapid, easy re-stocking when necessary. 
Main floor departments include: gifts, books, commercial and 


greeting cards, china, glassware, dinnerware, 


permits 
social stationery 
leather goods and party goods. Office furniture and equipment 
are attractively displayed in model offices located in the base- 
ment store. 


Serr's color scheme is completely co-ordinated to create an 
attractive interior for more pleasant shopping. The vinyl floor 
is terra cotta red in a terrazzo pattern with gold, ivory and light 
blue accents. The gift department features blue pegboard alter- 
nating blue metallic wallpaper. The background in the 
social and commercial stationery department is in gold tones. 
The steel self-selection fixtures are an off white with a special 


perforated canopy in red to harmonize with the natural dark 


with 


rose of the cement block walls. 

Marc Boss, Bulman representative with M. L. Shanahan and 
Associates, Los Angeles, California, was responsible for the 
store layout and self-service installation 

Serr's owned and founded by Ed Serr became a partnership 
in 1955. The partners Mr. Serr, his wife Donna, and his son-in- 
law and daughter, James and Bertha Grace. Serr’s employs 14 
persons in addition to the partners, all of whom take an active 
part in the store's operation. 
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SEPT. 27—OCT. 1 
NSOEA CONVENTION 
CONRAD HILTON HOTEL 

CHICAGO 





OLOGY 


Room 393 


(Note the new location) 





When you leave Room 359, containing 
the largest exhibit of Meilink equipment 
ever shown at a NSOEA Convention, 
you will have soaked up a whole semes- 
ter-full of knowledge and will have 
earned not only your Meilink Mortar- 
board cap butam@ «© | --vell. See you! 
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Barkley 


ah @) 54 = (Ohm E 
in FILING 


For-the-most in filing supplies, 
investigate the wide selection 

of Barkley file guides, file folders, 
and filing supplies. You'll find 
that only Barkley has the file 
guide or folder to suit every 
filing need in any business. 

File guides in all standard sizes 
and materials; over 200 
different file folders; plus report 
folders, index cards, labels and 


many more filing supplies 


Tne 


c ‘jd 
LA ant 


— Booth 4 


Serving 
Stationers 
Since 1921 


Cc. L. BARKLEY & CO.. 


1220 West Van Buren Street ° Chicago 7, Illinois 
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Multistamp System 
Speeds Order Handling 


At Johnson & Johnson's new Eastern Surgical Dressings 


Plant they know that the customer relies as much upon the 


quality of service as upon the quality of products. He's en- 
titled to pr pt dependable delivery of his orders Che ship- 
ping operations must keep up-to-date with the most modern 
methods to assure the fastest, most accurate handling of every 
carton that leaves our plant 

Lhis was the situation explained to Sal Levine of the Multi- 


stamp-Levine Sales Co. in Union City, N.J., when Mr. Levine 
talked to William G. Conover, Jr., industrial engineer for the 
company 

At one time the company used printed gummed labe 
written with address and routing information, affixed to each 


s ty pe- 


carton. The time and labor involved in processing labels was 





In One Typing . a clerk can process a customer’s order and 
cut the duplicator stencil which then accompanies the order to 
the shipping department. 


expensive, but more important and more expensive 
were the errors that constantly crept into the operation. In 
handling and in transit the troubles were compounded when 
the gummed labels came off, became torn, or were disfigured. 
[hen through Mr. Levine the company became acquainted 
with the Multistamp hand stamp stencil duplicator and the 
system of printing directly on cartons. Since it was using 
printed cartons it cost us more to add the address label form 





The “Picking Front’ . . . at Johnson & Johnson, where two- 
man teams assemble five or more orders on each trip. By using 
stencil imprints, all orders get routed to the right customer. 


as part of the printing. Now when they imprint the address and 
routing information using the model 1-A Multistamp duplicator, 
both label and imprint are permanently part of the carton. This 
system now takes .055 minutes per carton, and the system 1s 
set up to han i] up to 18,000 packages daily 

As a cust I order is received and written up Multistamp 
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REPUBLIC “PACKAGED” LOCKERS 


Fast turnover, big profits . . . and 
every business is a prospect! Republic 
“Packaged” Lockers are shipped three 
to a carton—no inventory problems, 
no warehouse worries. Each carton 
contains three complete single-tier 
lockers for arrangement in one 

group. The package includes doors 

) in frame with standard six-inch legs, 

| components, bolts, nuts, and socket 
wrench for assembling. The cartons 
of three lockers are easy to handle, 
easy to deliver. Call your Republic- 
Berger representative today! 














et 





EVERY BUSINESS IS A PROSPECT FOR 


REPUBLIC Steel Office Equipment 





and 


r te REPUBLIC STORAGE CABINETS 


Here are double-duty, double-door 
In storage and wardrobe facilities that 
will increase your profits per sales 
ited call. Republic’s Steel Storage and 
the Wardrobe Cabinets are heavy-duty 
steel construction. Vertical divider 
and adjustable shelves serve the 
double purpose of wardrobe and 
supply cabinet. Ideal for small office, 
personal use. Ideally suited for storage 
of supplies and clothing. Make every 
sales call count. Sell the full Republic 
line for full-line profits. 





SEE YOUR REPUBLIC REPRESENTATIVE— 
OR SEND COUPON TODAY 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 


S 

~ 

a 

DEPT. C-6333 

REPU BLIC STEEL : 1058 BELDEN AVENUE + CANTON 5, OHIO 

| 

| 

| 

| 

| 

| 

| 

| 

I 

' 





Please send the following information: 
0 Republic “Packaged” Lockers 


BERGER DIVISION 























nau 0 Republic Storage and Wardrobe Cabinets 
9 Mm 1 Available Dealerships 
[REPUBLIC Canton 5, Ohio ; a 
anc STEEL Name Title 
tor Firm 
his 
s See us at N.S.O.F.A. Convention Address ——— 
Conrad Hilton Hotel — Room 509 City Zone State 





Chicago, Illinois— Sept. 27, 28, 29 
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STUDIO EASELS 1 ANCO 


NO. 250 IMPERIAL EASEL 
A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet.. 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 
and other hardware plated to resist corrosion. 
List price $15.00 
FOB: Glendale, L. | 


NO. 83 MASTER EASEL 


Anco’s traditionally popular studio easel now 
even better than ever! New unique 
construction provides easier adjustment of 
tray and canvas holder with built in palette 
holder. Large easy tightening thumbscrew- | 
and-steel plate assembly prevent tray ; 
slipping even with 100 Ib. weight 





- 





List price $12.00 FOB: Glendale, L. | 


Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, INC. 


CH a 





See us at Booth M68, NSOEA convention 





Bia) ; “ 
NO. 350 
PRESENTATION 
EASEL 












TM. reginered 


At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 

over! For sales presentations, 
lectures, demonstrations, 
displays. 





$25.00 List Price 


FOB: Glendale, L. I. 





EASELS MADE OF WOOD STAND UP BETTER! 


@ 28” x 36” chalkboard with padholder # 2 28” trays (2nd 
tray for storage) @ Easy height adjustment: 44” to 80° = 

Portable # Compact ™ Solid construction @ Attractive finish 
¢ Please write for literature mentioning this publication. 


ANCO WOOD SPECIALTIES, 
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stencil is cut, all in one operation. The stencil travels with the 
order to the shipping center. As a two-man team moves down 
the thousand-foot, 583 item “picking front’, assembling five 
to ten orders on each trip, the stencils for these orders are 
snapped on the Multistamp duplicator and the job of addressing 
cartons is quickly done. 

The firm also uses the Multistamp duplicator in the Menlo 
Park, Calif., warehouse-shipping center. The larger No. 3 Multi- 
stamp duplicator is used on foreign shipments. 


Easily Adjustable Shelving 
Pays for Itself in a Year 


Easily adjustable shelving pays for itself in as little as one 
or two years 

It then becomes a revenue-producing investment returning in 
savings over its lifetime 15 to 20 times the purchase cost of the 
equipment. 

Really, adjustable shelving saves by saving on storage floor 
space. This adjustability, by actually slashing initial building 
costs or annual rentals, is probably the shortest cut to the big- 
gest savings in either industrial or commercial shelf installa- 
tions. 

These are the findings of a study of the first cost of shelving 
made by the Columbia-Hallowell division of Standard Pressed 
Steel Co 

Readily repositionable shelves, Columbia-Hallowell found, 
can actually save 20 or even 30% of the initial capital invest- 
ment in storage area. 

If renting, easy shelf changes can return the cost of the 





30% SHELVING WASTE....also means....30% WASTE IN FLOOR SPACE 
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3,000 sq. ft. waste 





| LOSS If BUILDING 
et — ——<) 3,000 sq. ft. x "10/sq. ff. = *30,000 
(nearly the cost of the shelving!) 


LOSS IF RENTING 
3,000 sq. ft. x 10/yr./sq. f. = 130,000 o year 











Price Paid . . for lack of easy shelving adjustability is 
sketched by Columbia-Hallowell division of Standard Press 
Steel Co., claiming that waste of as little as three inches per 
shelf may mean loss of as much as 30% of usable shelf stor- 
age area. 


shelving via reduced rentals—in as little as one or two years 
in high-cost center city areas, or in three or four years in 
modern industrial plants. And the savings, in lower rentals, 
keep coming in year after year, long after the shelving has 
paid its way. 

The unusual SPS study was not without ulterior motives, 
since the Jenkintown, Pa., firm recently introduced a new line 
of rapid-adjust steel shelving, called Erectomatic. 

But the dollars-and-cents principle unearthed—namely that 
adjustability saves space and cuts costs—holds true for any 
shelving installation, the officials claim. 

Dramatic savings are possible since most shelving installa- 
tions fall far short of making use of the space between shelves 
in day-to-day operations. 

This is so, Columbia-Hallowell found, because most shelving, 
even some so-called adjustable shelving, cannot easily be re- 
positioned to meet shifting storage needs—the changing size, 
quantity and location of products being stored. It may take 10 
or even 20 minutes to relocate a single shelf—out of thousands. 

Since it isn’t easy, it isn’t done—even though the centers 
may be there for making the desired relocation. The typical 
result is costly air space above the tops of packages. 
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OVER 1500 ITEMS 
for Business, 


Industry, 
Institutions 
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the dealer is 
backed by the 


BIG 9 


when he sells LYON 


I A Highly Profitable Line 


2 A Repetitive and High 
Unit of Sale Line 

3 A Complete Line 

*” for Many Markets 


M4 A Printed Sales Policy 
«> A Printed Discount Policy 
6 Shipment from Stocks 


; Dealer Slanted 
National Advertising 


A Continuous Dealer 
+t 3 . 
Promotional Program 


9 Help from the local 
“" Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department— 


LYON METAL PRODUCTS, INC. 
General Offices: 928 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


STEEL EQUIPMENT 
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Tie a string around your customer's finger 


with the new OXFORD 





PENDAFLEX® BRING-UP FOLDER 
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It’s so easy to remember with Oxford’s 
Sliding Signal Bring-Up Folder. Ideal for use 
in any Oxford Pendaflexer and perfect for desk 
side, desk top, or desk drawer follow-up, this folder 
has features that add up to a built-in sales appeal! The 
hanging folder prevents side play . . . sliding signals that indicate month and day of follow-up are always lined 
up for quick scanning. Folders are Pendaflex flip-open styled, providing easy access to contents and tabs that 
slant back almost 90° give “‘flat top” visibility . . . every tab is completely visible, even in a drawer full 
of folders! 
But don’t take our word for it... just fill out the coupon and you’ll receive a free sample 
Bring-Up Folder so that you 


can see the new selling 
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I I 

1 OXFORD FILING SUPPLY CO., INC. i points for yourself. 

9-9 Clinton Road, Garden City, N. Y. 

§ Please send a free sample Pendaflex Bring-Up Folder to: J 

I I 

"> 

i NAME . 

| Firm L. — rd 
i a 

| ovr eens FIRST NAME 
CITY STATE IN FILING 
1 
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Consolidated-Salina 


Completes Remodeling Job 


SALINA, KANS. 
@® ONE OF THE MOST impressive face-lifting jobs in the 
entral Kansas office supply industry took place recently at 


Consolidated-Salina here 


Che first step in modernizing the elderly store, which has 
been operating on Salina’s Santa Fe St. since 1914, was the com 
plete removal of an old fashioned “arcade front’ consisting of 
longated windows sloping in from the front to an entry way 


set back some 18 feet from the sidewalk, with a ‘shadow box 


display case in between 


While this type of front lends itself well to few shoes and 
apparel merchandising, C. J. Wertz, president, felt that 


t had no place in office supply retailing, and, consequently, the 


' 1 
} 


| fashioned front has been replaced with glass 


Clean Sweep in Remodeling 


Anxious to make a clean sweep in the remodeling process 
Consolidated-Salina did away with all fixtures, except for a 
greeting card racks which have been relocated 


left rear of the store 


New fixtures for the job were custom built by the Henry 


Berry Co. in light blond natural hardwood throughout, and 
featuring the familiar gracefully curved display panels in both 
islands and wall fixtures 

In ordering some 25 display units, space worked out so well 


that it was necessary to build only one small pegboard wall 
unit, 314 feet wide, in order to fit the Berry fixtures tightly 


120 toot depth of the store. 


Walls are solidly lined with separately identified “depart- 
ent cases’’ down both sides, while the island fixtures in the 
center are “herringboned” at a slant, from front to rear, for 
better visibility and traffic flow. Just inside the entrance, a full 


angular check-out counter has been provided which permits 


one or two cashiers on duty within to serve the customer from 


any side, answer questions, point out merchandise location, and 


otherwise simplify self selection operations 


Fixture Design Important 


A point which was heavily stressed in the design of the fix- 
res, according to Mr. Wertz, was the inclusion of Formica 


+) 


panels, at waist height, on all fixtures 
Probably no element in the new store has created so much 
comment as its unique vinyl tile floor, according to Consoli 


1-Salina’s nagement. Getting away from the traditional 





} 


in tile floors, four 
green, and off-pink. In combination with the blond wood fix- 
tures and a bright fluorescent system, the floor has made the 


colors were used — gray, charcoal, sea foam 


store interior an unusually cheerful one. 


[The modernization program was not designed entirely for 
eye appeal, but likewise to bring all of the advantages of self 
selection to office supply merchandising, according to Mr. 
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STOP! LOOK! SELL! 


America’s most complete line of . . . 


e DRAWING SETS e DRAFTING MATERIALS 
e DRAFTING INSTRUMENTS e DRAWING EQUIPMENT 
e DESIGNING AIDS e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 


No. 5013D - FREE Counter Display, No. 5000D - FREE Counter Display 
with 12 Alvin Mechanical Lead Holders. with 12 Alvin Precision Lead Pointers. 
Pocket size, featherweight-push but- Four knife-edge blades - assures a per- 
ton design with finger-tip control. A fect true point every time. A sure bus- 
real sales stimulator! iness builder! 

Retail price:......... $21.00 

Vour G00. cccccesses 

Your profit:..... 


Ne. 5018D FREE Counter Display 
No. 5012D - FREE Counter Display with 24 tubes of refill leads. 12 leads 
contains 12 lead holders H, 2H and to a tube. A choice top grade refill 
4H having 2 ea. with clip and 2 ea. drawing lead of superior quality and 
w/o clip of ea. A traffic stopper. strength. A real sales leader. 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


GIANT - NEW 
1958 ALVIN 
@ CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 
sales tool. 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 


ALVIN & COMPANY, INC. windsor, Connecticut 


Please send me the following items which | have checked below. 





0 FREE 84 Page Coatclog OC FREE folder showing Alvin's complete line of 
Soles Aids. 


0 No. 5013D 2 Ne. 5000D © Ne. 5012D € Ne. 5018D 


© Information on FREE imprinted envelope stuffers on above items. 


Name Title 








Company 





Address 


City Zone ——. State 
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CHICAGO LOCKS 


little details with lots of sell 


A Chicago Lock is one of those little details that 
mean so much to the sale of your appliances. 
Chicago Locks are quality . . . and they look like 
quality. ¢€ 

Small, smartly-designed, precision-engineered 
for maximum security . . . built for a lifetime of 
rugged service. 

Whatever office equipment you make— 
desks, cabinets, lockers, strong boxes .. . in 
wood or metal—give them style and security 
with Chicago Locks or locking mechanisms. In 
Chicago Lock’s broad line, you're sure to find 
exactly what you want. 





') cHICAGO LOCK CO. 


2016 N. Racine Avenue + Chicago 14, Illinois 





Write for your FREE copy 


of our catalog displaying 


the entire Chicago Lock line. 
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Denver Typewriter Firm 
Triples Store Space 


DENVER 


More than 1,200 businessmen visitors signed the register in 
mid-May at All Makes Typewriter Co., as Paul Honour cele- 
brated opening of his new downtown business machines store 
at 1500 California St 

More than three times the size of the former operation, All 
Makes Typewriter Co. now occupies a corner location, directly 
across the street from Denver's largest department store. Here, 
walk traffic concentration during daylight and 
evening hours, Honour is capitalizing upon eight large display 
windows, joined together by a continuous display floor, with 
space for showing as many as 200 business machines without 


with a heavy side 


rowding 

[he store interior is spacious, divided into separate sections 
for standard typewriters, portable typewriters, adding machines, 
calculators, duplicating equipment, service, repairs, and type- 


writer accessories 


Bright Color Scheme 


A bright, gay color scheme has been used throughout, with 
an all white ceiling, chartreuse and slightly darker green for 
supporting posts and walls, and deep chocolate brown trim 
Lightweight wrought-iron, legged tables are used throughout 
the store at some 20 points to display business machines from 
the store’s inventory. These are placed so the customer can ex- 
periment with them without help from a sales person. 

Wall paneling at the rear of the store is divided into large 
heckerboard-like sections consisting of two by two-foot re- 
cessed squares where portable or standard typewriters can be 
shown mounted on heavy wire brackets and tilted at an angle. 

The large service department, at the right rear of the store, 
is likewise “on display” so that visitors get an opportunity to 
watch typewriter and adding machine repairs being made. 
Many of the service contracts and profitable rental agreements 





New! Luxurious upholstered 






office chairs that fold! 


Profit now with the upholstered chairs that make 
existing space do a multitude of new duties! Write for 
new booklet, today! Learn how colorful, comfortable 





which Honour has worked out with Denver business firms has 
stemmed from thus “putting service operations in full view.” 

For the grand opening Honour sent engraved cards, re- 
sembling wedding invitations, to a selected list of customers 
and Denver business firms, headed with the unusual headline: 


“Help Use Celebrate the Boss's Birthday”. Copy below pointed 
out that company was moving to the new location and that the 
grand opening would likewise be the birthday of the president, 
Alfred Honour, Paul Honour's father. 


Part of New Corporation 
The All Makes Typewriter store is now part of a recently 
formed corporation, Honour, Inc. The corporation was founded 
by Alfred Honour, who opened his first business machines 
store in downtown Denver in 1929 and brought his two sons, 
Paul and Harry, up in the business. Mr. Honour, still active, 
operates the Honour Typewriter Company store at 1749 Cali- 
fornia Street, several blocks away from the new store's loca- 
tion, while Paul branched out with the All Makes store, also 
in downtown Denver, 15 years ago. Anxious to cover the en- 
tire field of business machines, he chose the “All Makes” name 
to indicate complete service and sales in all typewriter lines, 
and has been highly successful with all phases of sales, rentals 
and service throughout the 15 year period. 


Commenting upon the fact that he expanded his store by 
more than 300% at the time when “recession” was being men- 
tioned everywhere, Paul Honour pointed out, “we have a lot 
of faith in this business, because Denver has expanded tre- 
mendously, new business buildings are being erected in the 
downtown area as fast as construction will permit, and we feel 
that now is the time to expand operations, rather than re- 
trenching.” 


Volume in the previous store, only one third the size of the 
new All Makes Typewriter Company, was more than $100,000, 
according to Mr. Honour. The company has never suffered a 
“set back year” during its existence and is convinced that cre- 
ating the largest business machines retail store in the Rocky 
Mountain region will put the firm in an excellent position to 
meet forthcoming expansion in the area. 





¥ 
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Reserve Seats can be your newest profit maker! 


Ask for a copy of Reserve Seats, a case study. 





4640 West Harrison Street, Chicago 44, Illinois Dept. 47 
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fine accessory pieces 





Style 122 P 


for the office 


o- 
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by GROSFELD-KELLER 


The console table and end table trat e two examples 


ell5 Ww 


from an outstanding collection of ibly- 1 furniture 
accessories for office and recept find light and 
airy tables for every purpose that ng to the ey 
they are functional. All are ma to ti yUality standards 
characteristic of Grosfeld-Ke 
the complete line of accessory pi: vailable upon reques 
ATTENTION: A few territories are still available to selective 
lusive ‘Chief Executive’ luxury line 
d-Keller by Leigh Allen. This line is sold 
fice furniture dealers. Among the 
distribute this line are 
W.0O. Cambell, Washington 
Itkin Brothers, New York City 
Ace Desk, Cleveland 


GROSFELD HOUSE ine pie ll 


Keller Furniture Manufacturing Corporation 
General Offices: 215 East 58 Street, New York 22, N. Y. 
Factories: Brooklyn and Oneida, New York 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





Just got back from my vacation yesterday so if this thing 
sounds a bit more screwy than usual you can blame it on the 
fact that I ain't got my wheels down yet. It’s quite a jar to 

ike a man t work the day after such things. There 
( ught beal 

e 
Been | if ‘ e nice things about the Florida Office 


Equipment Dealers Association meeting held on June 21 at 


Crystal River, Fla. When it comes to getting things done those 
Florida boys play second fiddle to no one 
7 


Oren Kickliter, former partner in Office Outfitters, Tampa, 
ld | 


is sold 


is interest in said firm and bought out Breeze Pro- 
vosts Vero Beach branch. Oren has extensive orange grove 


interest, as well as real estate around Vero Beach, so the move 


will place him more in the center of his prime activities 
« 
Jack O’Haire, who has managed the store for Breeze the 
past six years will remain with Mr. Kickliter. A new name 


is in the offing but we will have to wait on that one. Breeze 


asks that we ake sure everybody gets it straight that he is 
NOT selling the Cocoa store which he is planning to enlarge 
and put in complete furniture display 
- 
July 15 was to be the opening date for a new store in Jack- 


sonville. Clay Tousey, Inc., 23-25 East Bay St., will be happy 
o have all the traveling gender call on him promptly and will 
he manufacturers sending him three copies of their 


is spent 28 years in the industry with H. & W 


B. Drew Co., and Dick Wilkerson. Let us have the pertinent 
letails of the n store Clay sO we can get you off to a flying 
start. NSOEA will send you an application for membership 
promptly t 
we 

A sixth anniversary open house was held on July 24 by what 
the announcement said was, or is, South Dade’s most modern 
stationery and office supply store, Dussault Stationery Co., Inc 
South Miami. The store has recently been ‘Bulmanized’”’ so the 

an must been right when he said that. A crowd of over 


CW iob 


speaks well for the 1 
e 


L- J. Henry Co 


and Sol Steinberg, owner, has gone on the road representing 


Augusta, Ga., has liquidated its stock 


Verifax and Chas. Bruning Co., manutacturers of photocopy 
machines and supplies. 
© 
Another Augusta change is that of T. D. Gingrey & Son who 


Office Supply Co. Rhodes then moved their 
Gingrey’s 8th Street location, exact address 


sold out to Rhod 


location to th 
not given 
e 
Still in Augusta—Miss Rosa Rowland, owner of Office Fur- 
niture & Supply Co., fell and broke an arm in July. This 
akes the third consecutive July she has sustained broken 
bones so she vows she will stay in bed all the Julys from now 
on. Don’t blame her a bit. 
e 
Mrs. Mary Knight Walters has now taken over complete 
ownership of Knight Bros. Printing Co., Sumter, S. C. and has 
obtained Dan Jennings as managet 
An extensivé 
would appear that Knight Bros. is about to step out and be 


heard 


remodeling job is in the planning stage so it 


from 
e 
Len Gregory has again moved up another notch at Long's, 
in Miami. Len is now operational manager and Ralph Free- 
man, former outside salesman, has moved into Len’s former 


spot as puyvel! 


a 
Oscar Adams, former salesman with the L. J. Henry Co. ts 
now with Waddy Office Supply Company, Augusta 
Che Elliotts, Carl and “Tiny”, Elliotts Office Supply, Aiken, 
S. C., have done it again. Growing, that is. This time they 
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AT LAST a typewriter ribbon with the economy of cotton...the strength and 
resistance to wear of nylon...the sharp writing characteristics of finest silk...the 
printing press impressions of carbon ribbons. 


Inked with a special new formula developed in our own laboratory especially for 
this new wonder-fabric. 


SO THIN — you can wind up to 24 yards on any standard spool. 
SO STRONG — it will wear better than any fabric with comparable sharpness. 


Write on your letterhead for sample ribbon. 
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ANOTHER GREAT WRITING PRODUCT FROM CURTIS-YOUNG 





CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York + ORegon 5-3636 ay 
U.S. CARBON & RIBBON MANUFACTURING CO., INC. a... 


621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 






CURTIS-YOUNG ) 
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SINCE 1895 DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 





oe See us in booth 160 
MARE AT THE NSOEA, Sept. 27th 
YOUR PROFIT LINE CONRAD HILTON HOTEL, Chicago 





DESK SETS and ACCESSORIES 


© S/Gold Screen 6y/ CONSUMER DEMAND 
—— with a NEW 
© Calendar Pad and Fil EXCITING PRODUCT WITH 


Cup OVER 101 USES! 











‘““CLEER-ADHEER”’ 


DU PONT 


MYLAR 


POLYESTER FILM 


LAMINATE SHEETS 
























@ Folding Desk Pad with 2 
in Top Grain Leather and | 


Display Binder 
Book Covers 
Magazine Cover 
Sheet Acetate 
Card Holder 
Shoo Ticket 1 
Menu Cover 
Tabbed Sheet 





se—————---] | “DO-IT-YOURSELF” 


CHICAGO DESK PAD CO,., Inc. 














STEPS — 1. CUT OUT! 2. PRESS ON! 3. TRIM! 


i 
: 4640 N. Oketo Ave., Chicago 31, Ill. j FOR HOME, OFFICE, SCHOOL 
| Gentlemen: PLEASE RUSH .. . j 
§ ——Free Sample of “Cleer-Adheer’’ Laminated Sheet! E AND PERSONAL APPLICATION 
| —___Catalog on other MYLAR Products! I “CLEER-ADHEER” is a crystal clear transparent, super-strong 
| i DuPont Mylar Sheet with an adhesive side that forms a clear, 
| NAME _— - - permanent bond when applied. It is waterproof, scratch 
| | resistant and flexible. No special tools or skill required! 

ADDRESS. 

| — ad ae i Permanently protect documents, cards, office and personal 
j CITY. ZONE _STATE _ i records. EASILY, QUICKLY APPLIED BY ANYONE IN 3 EASY 
L 


ancnanaDaneneDananananasanasasanel 










Be sure to visit the ‘‘CLEER-ADHEER”’ girl 
in Booth 160 at the NSOEA Convention! 


CHICAGO DESK PAD CO., Inc. | state tise" 
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didn’t increase t size ot their store but settled for three 
more rooms and a bath to their home in order to more ade- 
quately care tor the latest addition to the family name of Carl 
Palmer, Junior, born July 12. Last report on Carl, Sr. still had 
him trying to hitch a ride on one of them sputniks but he 
will be back | with us mortals some time soon 
@ 
Got us a couple of new “motor boat’’ addicts. Ralph Stalvey 


ist seen t ng about the Catawba river in a new 15 
Johnson. Although Ralph 
with Fowler's, Charlotte and Bill are still 


root rig and 35) rs 


S a partner 


expecting to se¢ 


him n in The boat will probably take over on the 
week en Tr! party is a brand new addict and caught 
me a bit by surprise. He is Johnny Floyd and he claims that 
his “younguns” took up water skiing so completely he was 
f¢ into turnin skipper” to calm 'em down. The 12-foot 
At t 1s job to do it too 

— 

Phil Rhodes, and two boys, have spent four weeks this 

sum! r tourin out to the west coast in his new camping 
and “roughing” it all the way. Now maybe that new 
fang] trailer stuff is “roughing” it and maybe it ain't but 
in either case I'll bet they had a grand time. S. P. Richards 
Paper Co. people will no doubt be looking at pictures and 
listening to details for many months to come 
ca 

Ray Wells and wife, F. S. Webster Co., just got back from 
a B da trip Ray won on a sales contest. They didn’t tell 
m were the hottest carbon paper salesman in the area Ray 

& 
Gordon Donaldson, Donaldson-Woods Co.. Atlanta up and 
got self married along about the first of July 
“ 
f you notice any new gray hairs in Ted Myer’s head 
b] i whopping scare he and Louise had re- 
cently when their little daughter Monte hid in their home 
f¢ urs id 150 volunteer searchers and the DeKalb 
Co f all looking for her. Ted says they had no 
idea they had so many friends. Five card players several blocks 
av broke up their game and joined the search 
* 

Our industry has lost another of the “old timer’ group in 
tl n passing of Charles Edwin (Buck) Wilson, partner 
in Raleigh Office Supply Co. Buck, as we all knew him, has 
bee he in since 1926 when he became affiliated with 
S Engraving (¢ where he served for 20 years 

Then, in 194 with James D. Ray and Charles Ray he 
four the partnership of Raleigh Office Supply, which has 
grown and prospered into one of the better known firms in 
the southeast. Buck took his boys to Camp Sea Gull at More- 


City this spring and suffered a mild attack while there 


pparently s the forerunner of the fatal attack. Promi- 

nent the work of his Lions Club, Masonic work and his 

ch suck will be sorely missed in those fields as well as 

by lers knew his friendly smile and handshake 
+ 

Many thank Byron Smith, “Inky” Sanford Lydiard and 


Johnny “Richards” Floyd for their splendid help during this 


iI 
Comptometer Acquires Kord-Mar 


J. J. Clerkin, vice-pr 


esident, Comptometer Corp., has an- 


nour tl acquisition of the assets of the Kord-Mar Co., 
Wilmett together with patent rights to their cutter and 
I i h sp i utter processes used corrugated cartons 


int Iti-si sheets; the crimper converts these sheets, at 
\ ost, 1 useable protective storage and shipping 
packaging materials, for bulky as well as small, fragile prod- 
ts. The troubles: ind costly problem of used cartons dis- 
} iiminat 
S | leading firms, presently using the cutting and crimp 
ing hines for industrial, manufacturer, distributor and retail WRITE 
packing of their products, have effected annual savings several 
times cost equipment, 
I achines be introduced to the market, on a nation- D Oo L i Pd 
wid isis, through the new ComptoPak Division of Comp- 
tomet Corp., 1735 N. Paulina St., Chicago. 
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THOUSANDS 


OF DOLIN STEEL 
TRANSFER FILES 
WILL BE SOLD THE 
NEXT 3 MONTHS 


Year end records transfer time means volume 
sales of steel transfer files. Pace-setting dealers 
always recommend and sell DOLIN STEEL TRANS- 
FER FILES — the most complete line available 
through the dealer. There’s a DOLIN engineered 
file for your customer’s every requirement. 45 
stock sizes in 3 different styles are ready for im- 
mediate on-time delivery. See your customers to- 
day and SELL YOUR SHARE, TOO! 








COMPLETE 
LINES 


435 
STOCK 
SIZES 


"G300"'s 


WITH 
NYLON GLIDES 


"R400"'s 
WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK "5000's 
WITH EASY ACTION ROLLERS 


“A SIZE TO FIT 
EVERY RECORD" 


PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


for extra profits ... 

We will drop ship direct to your customers, using 
your labels—at no extra charge. No handling, no 
stock for you to reship—just bill your customer. 


(Free delivery in New York City) 


FOR DESCRIPTIVE LITERATURE 


METAL PRODUCTS, Inc. 


317-20 LEXINGTON AVE., BROOKLYN 16, N. Y. 





Trees 


< eS ae ae 
















































































---- CURMANCO ~~. 
6 , 
’ , 
/ , 
‘+ OFFICE TOOLS . 
° , 
: te A COMPLETE LINE %& , 
, THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
; Clears The Desk For Action! y 
, 
‘ 
, 
With New 4 
: SEERLETTER SORTER Stored Shelves # 
‘ NO CORNER POSTS TO DODGE! , 
: Sorts, Classifies, Distributes the papers »# 
‘ of daily work. Sloping Trays Catch and : 
, Hold the papers. y 
4 GREEN-GRAY-BROWN-MIST GREEN-COPPER TAN , 
s NO. 202 LETTER SIZE, 2 tray incl. base $4.00 y 
¢ 1 NO. 203 LETTER SIZE, 3 tray incl. base $5.25 | ¢ 
§ | NO. 204 LETTER SIZE, 4 tray incl. base $6.50 | # 
: NO. 205 LETTER SIZE, 5 tray incl. base $7.50 | # 
. 
: aily Business Sorter! ; 
, 
r 
, 
s SORTING TRAY & : 
, 
, 
; Active papers can be re- ‘ 
¢ ferred to instantly... open : 
¢ like a book. When used with y 
: A-Z index folders or tab r 
¢ guides, the corrugations in : 
7 the bottom prevent slipping. y 
‘ 
y NO. 115 LETTER SIZE without index $4.00 , 
: NO. 116 LEGAL SIZE without index. . $5.00 ‘ 
’ 
, 
s STATIONERY : 
: SEPARATOR y 
, e 
¢ Fits into standard typewriter / 
§ desk drawers without papers y 
catching when drawer is ‘ 
¢ used. 3 inches high, 4 letter size and | half : 
§ size trays. Holds 200 sheets. 8%" x 18" x 3" y 
: Electrically welded one piece. NOT ADJUSTABLE. , 
: 
NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 / 
, 
‘ 
: STATIONERY AND y 
: ENVELOPE SEPARATOR 4 
, 
: Fits into desk drawer. Has ‘ 
¢ four letter-size and one half- y 
§ size trays, also pockets at end to y 
hold a good supply of both large ‘ 
¢ and small business envelopes. Keeps sta- : 
¢ tionery and envelopes handy, clean and ready to ‘ 
: use. Saves Stenographer's time. Made of art steel, electro # 
¢ welded into one solid unit. 3" high x 9" wide x 21" long. / 
’ 
¢ | NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs $5.50 | § 
s 
, 
, CASHIER’S PAD RACK : 
, 
, Every business has various pads, : 
: bank checks, receipts, contracts, # 
‘ partial payments, delivery and serv- : 
, ice forms. This rack holds each, 4 
: easy to reach. Saves space and con- # 
, fusion. All one piece welded steel. . 
: Hollow space inside. ‘ 
‘ 
6 No. 566 Six Pocket 8”x72/2"x4” $4.00] »¢ 
, No. 568 Eight Pocket 8’x91/2"x51/2" $5.00] ¢ 
- No. 570 Ten Pocket 8’x92/2"x65e” $7.50] »# 
, 
, 
y CORRESPONDENCE : 
> 
SEPARATOR ; 
: Keeps letters, price lists, folders or * 
+ catalogs separated for quick, easy : 
: reference. Not adjustable. Special 4 
‘ sizes made to order. Distance be- : 
‘ tween uprights 134". Label slot each , 
: side. Comes in five colors. , 
, 
: NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 : 
’ 
: DEALERS WRITE FOR COMPLETE CATALOG AND : 
‘ DISCOUNT SCHEDULE Oe. 





CURRIER MFG. CO., INC. 


2448 W. LARPENTEUR AVE., ST. PAUL 13, MINN. 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





Happy to report that this correspond- 
ent is out of the hospital, and at this 
writing is feeling fine and back in the 
groove. To all of you wonderful people 


who called and sent cards and cheerful 
letters — I am very grateful 
S 


The annual golf picnics were again a 
huge success in the cities of Cincinnati, 
Cleveland and Detroit. Bill Aylward, 
Globe Wernicke Co., won the Will 
Winnes Trophy in Cincinnati; John Gee- 
se, newest dealer in Columbus, walked 
off with the big prize in Cleveland. The prize was a beautiful 
wrist watch given by C. W. (Jack) Clark in memory of Ron 
Douglass. 





R. M. (Feather) Lamson, has moved from Rochester, N. Y. 
to 950 Hendrick Road, Muskegon, Mich. He is covering the 
states of Michigan and Wisconsin for Yawman & Erbe Co. 

+ 

One of the nicest guys to ever come into the industry has 
left us to go into the real estate business in Cincinnati. Jerry 
Devitt, associated for years with Cal Long, decided he would 
like to get off the highways and spend more time at home 
with his young family and charming spouse, Debbie. All of 
us wish you both the very best in your new endeavors 

ae 

George C. Redeker, president-treasurer of Redeker & Dick, 
Inc., Cincinnati, announces the appointment of Melvin C. Kleier 
as vice-president in charge of sales. 

The Miles Fox Co., old-time stationers in Detroit, have 
moved to a more modern and larger location at 10311 Gratiot 
Avenue in that city. The quarters consist of a sixty-foot store 
frontage and warehouse. 

* 
LUCKY VACATIONISTS 

George Tritsch, store manager at Diehl Office Equipment 
Co., Columbus, Ohio, in Ft. Lauderdale with the missus... . 
Marc Jacquemain, buyer at Gregory, Mayer & Thom Co., 
Detroit, up at Lake Simcle in Barrie, Ontario, Canada with his 
family. 

e 

Don Crile, Office Equipment Co., Canton, Ohio, gives us 
the news that there might be another Ted Williams coming up. 
His grandson, Terry, received the Most Valuable Player Award 
for the Great Britain Little League. Terry's pappy is stationed 
there with his family; he is Captain James Quiggle, his mammy 
is the former Donna Crile. 

* 

West Virginia Office Equipment Dealers Association held 
their last meeting on July 12 at the fabulous Hanly Morgan 
dairy farm just outside of Huntington, W. Va. Next meeting 
is scheduled for the last Saturday in October in Charleston. 

. 
Hurry Up and Get Well Department 

Jerry Noble, stock foreman at R. E. Kindel & Co., Cincin- 
nati, Ohio, suffered broken feet in an accident, and will be in 
the hospital for some time. . .Ida Smith, Commercial Stationers 
Supply Co., Detroit, is in St. Johns Hospital in St. Clair Shores, 
Mich., for possible major surgery. Our best wishes for speedy 
recovery to you both. 

7 
Sir Stork Flies On 

Dianne and Reno Anderson, Art Metal Construction Co., 
were blessed with their first child, Dana Patrick, on June 12. 

. the John Bobels, Lorain County Stationery and Office Equip- 
ment Co., Lorain and Elyria, Ohio, had their second child, 
Janie, on May 20. CONGRATULATIONS! 

e 
George Berglass is now representing Saxon Paper Co. in 
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Herring:-Hall-Marvin Safes 
Go to College 






Now dealers and users have 
added assurance of the fire 
protection and structural 
strength of the insulation used 
in H*H*M Record Safes 























e Of course, all Herring-Hall-Marvin Record Safes carry the 
Underwriters’ Laboratories, Inc. labels—evidence that the 





product has been produced under the Laboratories’ factory 





inspection and label service program. 


¢ Of course, all Herring-Hall-Marvin Record Safes are labeled HERRING HALL MARVIN SAFE CO. 
HAMILTON, OHIO rs 


by the Safe Manufacturers National Association. 


e Of course, all Herring-Hall-Marvin Sates carry a label certi- 
fying compliance with U. S. Government specifications. 


SEE YOU IN CHICAGO? 


NOW, in our constant effort to provide the best in protection sect lotest MN He 


equipment, we are sponsoring a research program at the 


Research Foundation of The Ohio State University. 


HERRING-HALL-‘MARVIN SAFE COMPANY 


HAMILTON, OHIO 
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For top Holiday sales . . . complete coupon below ond MAIL TODAY 


A Double-Barreled Opportunity 
For Holiday Sales... 


TOP-VOLUME, TOP-PROFITS 
during your 


DOUBLE-DUTY DESK 


| CALENDAR PAD 





12 month | 
Calendar Pads 
SELL ON SIGHT 
at a PROFIT 


1. STOCK AND DISPLAY THEM FOR STORE SALES 


Desk Calendar Pads offer your customers a low-price high-quality 
gift selection that's sure to be appreciated by every business per- 
son on their list. You profit by selling (at $3.50 each) this perma- 
nent, yearlong desk accessory, bound in rich leatherette, that is an 
extremely usable record of appointments, expenses, transactions 
and personal business notes 


SELL DESK CALENDAR PADS—IMPRINTED— 

IN QUANTITY 

There's big sales volume—big profits, too—here, with a minimum 
of handling on your part. Have your outside salesmen carry a 
sample Calendar Desk Pad with them when they make their ‘‘busi- 
ness gift" sales calls. Sell your customers on giving Desk Calendar 
Pads, imprinted with their own messages, as business gifts. Fill 
out the order; we'll do the rest. An easy, effective way to build 
your gift sales volume. 

IMPRINT PRICES ON REQUEST 


PRICED FOR SALES AND PROFITS 

Desk Calendar Pads retail for $3.50 each. Dealer markups 
range from over 40% to 60% depending on quantity or- 
dered. Minimum investment to stock in space and money. 





Doolittle & Company, Inc. 
320 N. Dearborn Street 
Chicago 10, Illinois 
Dear Sirs: 
Please send me without obligation prices and information on Desk 
Calendar Pads as checked below: 
C) tmprinted for quantity sales 
] Information on both 


Plain for store sales 











STORE BY TITLE 
ADDRESS 
city ZONE STATE 
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General Pencil Co. in the Fifth District 
e 
Wesley McAtel has opened an office supply business at 857 
Penniman Ave. in Plymouth, Mich. He requests that salesmen 


call. 


addition to The 


* 

Gene Chaddock, long time with Rockwell Barnes Co., has 
joined the legion of manufacturers representatives. He has left 
that now representing C. L. Barkley & Co. and 
Pittsburgh, 


firm, and 1s 


Clinton Paper Co. in the Fifth District and 
a 

S. H. (Sey) Rosenblatt, president of Anchor Office Supply 

Co., Cleveland, Ohio, is creating quite a stir 

around in his 1935 Rolls Royce that he purchased in England. 


these days buzzing 





és a” woke: Ate OW ck er ; i me 
This tremendous behemoth of steel is in top condition, and to 
ride in it is quite an experience. Mr. Rosenblatt called for this 
writer upon being discharged from the 


in style in this luxury limousine. 


hospital; I went home 





Py 
Gerald M. Pelletier has been named 
supervisor of the Detroit stores of The 
Central Office Supply Co. of that city. 
His duties in his new capacity include 
coordinating the activities of the stores 
and all company advertising 
e 
Anthony J. Christ is now calling on 
the trade in Michigan and Ohio for The 
H-O-N Co. 
G. M. Pelletier “ 
Raymond A. Benza, president of R. F. 


Kindel & Co., 
a special citation for his record of flying over 


Cincinnati, Ohio, was re- 
cently awarded 
100,000 miles safely in his private company plane. The award 
was presented by The Ohio Division of Aviation in conjunction 
with The Ohio State Safety Council. 
e 

PASSED AWAY 

Earl Kochheiser, 60 of Ritter's in Mansfield, Ohio died 
suddenly in his store on July 31. Mr. Kochheiser was very 
active in the industry; he was past president of NSOEA, past 
governor of The Fifth District, and past president of The Ohio 
Stationers Association. Our condolences to the bereaved family. 


Cole Portables Plugged on TV 


Dealers for a share of the back-to-school portable 
typewriter business can take advantage of the merchandising 


aiming 


program planned for the Cole Portable typewriter on tele- 
vision. 
Throughout the summer and fall, the Cole Portable is a fea- 


tured participant on several leading television shows including 


“Beat the Clock” “Haggis Baggis’’, Music Bingo Concen- 
tration”, and “For Love or Money’. These programs carried 
on T. V. stations from coast-to-coast give the portable a buying 


audience of 83,000,000 people each week! 

S. T. Scheinman, president of Cole Steel Office Machines, 
says “this vast T. V. coverage, supplementing newspaper and 
magazine advertising, can benefit the dealer. He pointed out 
that there are 25,000,000 teenagers in this country, and each 


one a “‘live’’ prospect for a Portable. 
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MAKE MORE MONEY WITH. 


ETALSTAND 
ODULARS 














AND HERE IS WHY! 


Made to be sold, not just seen . . . Metalstand’s acclaimed n¢ 
Modulars give your customers more of everything they want 
More versatility, more simplicity, more design distinctior 
and more quality. All, mind you, at a lower price 


and that price leaves you with plenty of profits, to 


LY Y-sTol ls folate MalolelU] e/a Mela-Maelilolert-le Mel Mela] ae Ml olel ti adeluilslelal tal) 


which allow you to stock less units, yet to offer more 
variations. Yes, these Modulars were made to be sold eee PHONE, 
folate MR LoMNY-1] ME j:1-1), PEN tleld MM ialciaaielale ME Tell é WIRE AT 


SEE THEM AT NSOEA, BOOTH 336 
CONRAD HILTON, CHICAGO, SEPTEMBER 27-28-29 


METALSTAND COMPAN Y 





7520 STATE ROAD, PHILADELPHIA 36, PA ¢ DEvonshire 3-7900 
Manufacturers of STEEL DESKS AND MODULARS e¢ SUSPENSION FILES 
NON-SUSPENSION FILES ¢ STEEL CABINETS ¢ Hilo TYPEWRITER STANDS 


Metal Standard of Quality 
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Just about Everybody’s a Prospect! 












































KEY-DRAWER 


Fits desk drawers or file cabinets— 
and just about anybody’s pocketbook! 








Drawer model D-40A for 40 keys 
(12” wide, 5” high, 6” deep) 


A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 

Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 

Cabinet models with Yale locks for up to 800 keys, with card index 














et or oe yeep daeieereedememametien 
CUSHMAN ©& DENISON 

MANUFACTURING COMPANY og. | 
| 625 EIGHTH AVENUE, NEW YORK 18, NEW YORK | 
l Please forward complete KE-MASTER Catalog and discount sheets. | 
| Name a a — | 
l Address_ = | 
I City — State | 
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6th District Notes 


As most of the golf enthusiasts of the Great Lakes Travelers 





Club had recovered from the Nippersink fray in May, they 
were on hand in goodly numbers at the Cog Hill Country Club 
on July 24. By dinner time the 62 golfers were greeting 20 non- 
golters or former golfers who have given up the game because 
of its physical demands. 

Following dinner, Chairman Walter Bryzek of Johnson Chair 
Co., announced that the low gross of the day, a 73, was scored 
by George Cartwright, a guest. The low gross trophy was earned 


The Committee, the Winners, and the Top Brass 





" a 





1 
Fi 
1. Seated: Bill Murray, Geyer-McAllister Publications; Walter 

Bryzek, Johnson Chair Co., chairman; Bill Miller, Minne- 
sota Mining & Mfg. Co., GLTC president; Frank Cognato, 
C. Howard Hunt Pen Co. Standing: Ray J. Eichenlaub, Serv- 
ice Steel Products Corp.; Dick Kramer, Harry L. Short Co.; 
Jerry Henningson, Am. Pad & Paper Co.; Robert N. Hed- 
berg, Hedberg Office Equip. Co., Moline, Ill., gov., NSOEA 
Region 6; Tom Gillice, Rockwell-Barnes Co. 

2. Joe Pardi, Am. Seal & Stamp Co., low gross scorer who 
turned in a 76, and Jerry Henningson, Am. Pad & Paper 
Co., low net winner with a 67. 

3. Bill Miller, Minn. Mining & Mfg. Co., GLTC pres., and 
Robert N. Hedberg, Hedberg Office Equip. Co., Moline, Ill., 
gov., NSOEA Region 6. 





by Joe Pardi, Americal Seal & Stamp Co., who shot a 76. Low 
net was won by Jerry Henningson, American Pad & Paper Co., 


who received a 67 by grace of the Peoria system of handicap- 


ping. 

A special guest was Robert N. Hedberg, Hedberg Office 
Equipment Co., Moline, Ill., governor of NSOEA Region 6. 
Mr. and Mrs. Hedberg and Ann Christine left Moline at six 
A. M. in order for Bob to play golf at Cog Hill and for Mrs. 
Hedberg and her little daughter to go visiting in Skokie. 

= 

It's a girl, 7 pounds and 11 ounces, born on the 7th month 
and the 11th day, for Mr. & Mrs. Neil Short. The proud father 
is a manufacturers’ representative headquartered in Chicago. 


. 

Bill Jarchow, popular Milwaukee stationer, has been bounc- 
ing in and out of the hospital. His friends hope that he'll soon 
be back at the store greeting customers and salesmen 

e 


What's this we hear that Ollie Stevens of Stevens, Maloney 
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See the full Bankers Box line 

of Record Storage Equipment 
including the NEW Tandem File 
at the N.S.O.E.A. Convention 
in the Conrad Hilton Hotel, 
Chicago, Sept. 27-Oct. 1. 

New 1958 Location 

Booths 15 & 16 


RECORD STORAGE BOK 





STAXONSTEEL ) 


TRANSFEF 


4 ways 
to low cost 
record storage 


Sell this foursome of perfected prod- 
ucts for full coverage of the record 
storage market. Each fills a particular 
phase of efficient, modern filing for 
your customers. For further facts and 
features on these Bankers Box prod- 
ucts and how they can fit your profit 





picture, write today for complete in- For Efficient 2-Way Supplementary Storage 
formation and dealer packet. “One Size for Either Letter 
or Legal Filing”’ 


BANKERS BOX COMPANY 
Specializing in Record Storage Equipment Since 1978 
ODvUY 2607 N. 25th Avenue - Franklin Park, Illinois (Suburb of Chicago) « GLadstone 5-7700 
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Your Guide to 


for All File Systems 








GEORGE B. GRAFF COMPANY 


FACT CONTROL 





Graf-Lok 


PAT PENDING 


METAL PROJECTING SIGNALS 
lock on slotted card 






























for all visible records 











TRANSPARENT SIGNALS 
for visible Systems 



















Crimpgraf 


TRANSPARENT 
CRIMPED SIGNALS 


for protected visible 











also 


MAPTACKS and MAP FLAGS 


54 Washburn Ave., Cambridge 40, Mass. 





<£) 


his toot while play- 


& Co., Chicago, suffered a broken bone in 

Gordon Kickels? We nev: 

h foul means to win a bet 
e 


ing golf wit r thought that Gordie 


would go to suc 


It is reported that George Hanson, Oconom« Wis., 
representative of Boorum & Pease, is back in the hospital 
e 
The Chief’, G. J. Aigner, proudly rode on a float during 
the Lions International parade in Chicago one of t four 
surviving from Chicago Central Lions Club, pioneers of the or- 
ganization 
- 

Gordon Kickels of Smead is proud grandfather of Kathleen 
Ann, born son John and wife. Cigars were in order for 
GLTC upon this ‘first’ in grandpop’s life 

e 
President Bill (3-M) Miller of GLTC headed for West Vir- 


ginia for vacation late in July. He intended to transport back 


with him, via trailer, one spinet piano. Ranks of the club of- 
ficers were depleted for meetings when First Vice-President C. 
O. Schlaver and family headed for Los Angeles and Second 


Vice-President 


direction 


Herb (Ace Fastener) Johnston took off in like 


es 
New members of GLTC include Ronald Kushner, Neil Short 
& Associates; William F. Bushnell, Esterbrook Pen Co 
Harold O. Shively, publisher of Modern Statione: 


and 


Birthday Cake Mirrors Sales Reports... 







Each candle on this huge birthday cake represents not 
a year but a sale. The cake was presented Hugh L 
Clary, president of Clary Corp., by the national sales 
force in honor of his birthday The salesmen 
sent in birthday candles with each order for a Clary busi- 


in June. 


ness machine sold during the month. The result—a 6- 
foot cake covered with more than 4,000 candles repre 
senting the largest Clary sales volume in 18 months 


Assigned the task of lighting all the candles at the birth- 
day celebration were Pat Saenz, and Virginia Watten- 
Commented Clary: ‘’The best birthday 
resident could receive.’ 


berg present a 


company f 


Maryland Firm Open for Business 
MD. 
add- 


business on the 


SALISBURY 
aturing typewriters 
a for 


Hughes Business Machine Service, fe 
ing machines and duplicators, has opens 
Zion Road, Route 5. 
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new colors 


snap-on arch 


mylar wrap 


Only EVER READY gives you all these for greater sales in '58! 


With the addition of Ever Ready’s new colors, Mist 
Green and Desert Sand, you have a desk calendar 
base color for practically any color scheme. These 
colors were created to keep pace with the trend to 
color in modern office design. 


And Ever Ready’s new, exclusive ‘‘Snap-on” arch, 
coupled with Ever Ready’s new Mylar wrapped re- 
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fills, are two more powerful selling features. 


These new developments in desk calendars were de- 
signed specifically to help you make a better profit 
for 1958. 


If you do not have a copy of Ever Ready’s colorful 
“50th Anniversary” Stationers’ Catalog, ask your 
supplier for one, or write us. 





EVER READY CALENDAR MANUFACTURING CO. 


150. BAY STREET, JERSEY CUTTY, NEW J ORR 


i! Bb eee 
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Don't break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 

SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


Be $e x 
BE aN Hie Pia OT NO DE 








ad 


Legal Size $4.55 







Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


"Check Size $2.50 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 


Farnham’s of Minneapolis has an- 
nounced future plans for five additional 
stores in the Twin City area. Clarence 
Benson was promoted to executive vice- 
president and general manager of Farn- 
ham’s Stationery and School Supply Co. 
As you know, our friend Clarence is a 
former officer of the NSOEA and past 
governor of the 7th District. M. W. 
Knoblaugh vice-president and manager of 
the school supply division 

Del Deming has been promoted to vice-president of station- 
ery and Clark Briggs has been appointed vice-president of of- 
fice furniture. The reason for these promotions—our friend 
Bill Mears resigned as president but will continue as consultant 
and member of the board of directors 

At the present time Farnham’s has a branch in St. Paul and 
one at Southdale. Congratulations and I was going to say lots 
of luck, but I guess it is lots of hard work 

e 

Federal Stationery’s Minneapolis salesman, Bill Corby, has 
built himself quite a mame in baseball. His forte is being a 
danga’ good pitch. No, not a catch—a catch hasa boxing glove 





ona one hand and a doga muzzle ona his face! 
° 

Wally Hubbs of Thomas & Grayston in Minneapolis, 
marched six miles with the Shrine in the Acquatennial Parade. 
He said he was with the Bugle and Drum Corps, but after ob- 
serving his tired eyes one would think he played with the 
Oriental Band. 

. 

ATTENTION: District 7 is planning a Headquarters Room 
in Chicago at the Hilton Hotel NSOEA Convention in Septem- 
ber. Contact Earl Collins for details. 

a 

Saw Roy Utne of Farnham’s driving around in a fancy red 
convertible with his name printed on banners. Reason—he is 
quite busy as vice-commodore of the Minneapolis Acquatennial. 

oa 

OUT OF DISTRICT NOTES: We are all very sorry to hear 
of the passing of our dear friend Barney Barnett of Print-O- 
Matic Company. 

CHANGES: Al Collatz has just changed his diggins to the 
Howard Hunt Pen Company. 

° 

DEALERS DOINGS: Dick Sundberg of Northwest Stationers 
in Duluth was general chairman of the big 4th of: July cele- 
bration in the City of Duluth. Dick has also just been elected 
the new Legion Post Commander of that fair city. 

oe 

Roy Holt, A & E Supply Co. in Duluth, won a color TV by 

having the best window pencil display in the country. 
2 

Olney’s Inc., Dickinson, N.D. moved to a new lecation on 
April 1. Their new address is 126 1st Ave. West, Dickinson. It 
is a new store in a new building. The following new depart- 
ments have been added: School line, greeting cards, gifts & 
social stationery. A very nice store. 

o 

That new store Stokes Printing Co. in Grand Rapids, Minn. 
is a dilly. Gad, The Goodhand family are sure talented people. 
Pat Goodhand is an artist, and I imagine a very precocious 
child when she was little. Tess is very versatile and prolific and 
so are Larry, Carol, and Lois. Just think; a family of nothing 
but girls and some people can just get boys. 

- 

Don Cole, formerly from Cedar Rapids, Iowa, is now work- 
ing for Sturgis Posture Chair Company in Los Angeles. 

ie 

Burke Ertle of the American Lead Pencil Co. was heard 
thumping out a tune on the piano and yodeling high C. 

e 
DON’T FORGET. NSOEA Convention, Sept. 27-Oct. 1., in 


Chicago 
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The Original MICROPOINT 


INK-STIK’* 


The King-Size Pen you NEVER Refill 





INK-STIK’S the new feel in writing that’s in your store. Revolves. Holds 16 dozen 
riding on top of the popularity wave. Its INK-STIKS. Retail... . 39¢ and 49¢ ea. 
high sales velox ity means low inventory ee $84.48 
costs and big profits for you. VourG@et........ $51.84 
(Available in 5 point styles and 8 ink colors. Your Profit ...... $32.64 
Order the Carrousel Display shown above INK-STIKS available in plastic drums and 
.. the biggest profit maker per square inch | dozen bulk boxes, too. 





Fills-Any Refill... fits 183 Retractable Pen... noise- 3-Stage Rocket Refill. . . Products with Copy-Fax 


ball pens by means of less action mechanism. three ink supplies. Fits ... proved the best repro- 
patented dual-sleeve con Made of sturdy tenite Micropoint and Paper- ducible ink for copying 
struction. with jeweler’s metal trim. Mate pens. Translucent machines, 


cartridge. 





Order from wholesaler or direct, giving wholesalers name and address 


In| ICROPOINT, «NC. sunnvvaie, caur. / Creator of advanced 


writing instruments 
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New! 
Relaxing 





Massage 





in the 


President's 





Chair 






Quality 
rotary motor © 
creates gentle i 


massage. my 


, 







Finger-tip 
control turns 
on and selects 
degree of 
massage. 


Harter Model 65 
Executive Posture Chair. 


“ \ 


EXCITING! PROFITABLE! 


Harter dealers—true Swedish massage in a top executive chair. 










Here’s another first for 


If tensions . . . decisions . . . deadlines have your prospect all 
tied up in knots .. . have him lean back in a Harter 65, select the 
massage action he prefers and relax. Cool, extra-deep, molded 
foam rubber cushions in seat, back and arms transmit the correct 
cycloid massage gently. The bigger his job, the more your pros- 
pect will appreciate this chair. 

With the massage turned on or off, you have the finest of ex- 
ecutive posture chairs. The Tempo base and Spin-Easy adjust- 
ment are added new features. 

Your Harter man will tell you about the promotion package 
on this chair. It means extra and profitable sales for you. 








Kt | 
é ~6 of 
e “S| o 


i 


Spin-Easy Chair 
Height Control 








Lithe, Trim 
Tempo Base 


Extra-deep, Molded 
Foam Rubber Cushions 











POSTURE 
CHAIRS 


ty nl ARIE RR 











HARTER CORPORATION, 925 PRAIRIE, STURGIS, MICH. 
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9th District Notes 


CHARLES C. MCDANIEL, correbpondent 
4909 Overton Ave., Fort Worth 15, Tex. 





The 1959 9th Region NSOEA Convention will be held in Dal- 

las, Tex. on April 19, 20 and 21 at the Statler-Hilton Hotel 

Dallas chairman will be B. B. Webb, Jr. of Texas Office Fur- 

niture Co. He is busy right now appointing his committees. 
. 

What can you buy for $5 these days? A bottle of your favor- 
ite spirits, maybe a shirt! It won't go far in a grocery store, but 
it may get you a tank of gas, your shoes repaired, or maybe it 
will get you a number of the so-called unimportant things. 

However, on Saturday, September 6, at the Statler-Hilton in 
Dallas, $5 will buy any dealer or dealer representative a ticket 
to the first Ninth District NSOEA Sales Rally! Here’s what you 
are going to get. 

Starting promptly at 10 a.M. we will offer the first of four 
speakers who will give us the benefit of their experience in 
the sales field. Down to earth, solid information that will help 
all of us to become better salesmen. No product knowledge of 
any one company, but good cold facts. The business meetings 
will conclude at 4:30 P.M. and then a cocktail hour, with a dinner 
at the Statler early enough to allow you to go out on the town 
that evening 

I do not have the names of the speakers at this writing, but 
you will receive a complete breakdown before this is published. 
We sincerely solicit your co-operation and appreciation of our 
efforts by making every effort to attend this sales rally. It will 
definitely be a good investment. Please set aside this date for 
the meeting at the Statler in Dallas. Hope to see all of you 
there. 

e 
in a Dallas paper 
“A toss of the coin was used 


recently which I 


Read _ the 
thought rather amusing. I quote, 
to settle a marriage issue but the Smith County 


following 


in Tyler, Tex 
judge warned that it should not set a precedent. The coin flip 
was used to choose between two low bidders for a contract to 
supply Smith County with 5,000 marriage license certificates. 
The county ran short of the vital forms during this June’s boom 
at the altar. Clarke & Courts of Houston won the toss over the 
Ft. Worth firm of Stafford-Lowdon. Both had identical low 
bids. Judge Harry Loftis, who flipped the coin, told the win- 
This doesn’t mean I consider marriage a gamble 
oe 

Just a little note to our Governor Earl Story of Tyle: 
dont forsake our industry to run for Justice of the Peace, even 
though you might make more money on the booming marriage 


ners, 


Please 


business 
e 

Just learned that a former Texas Traveler has forsaken the 
road tora post on the city sales force of the Dorsey Co. Dallas, 
W. F. “Bill” Stayton, former assistant to Mr. Globe-Wernicke 
himself, Ben Garlinghouse. We will miss you Bill, and we cer- 
tainly wish you all the luck in your new association. And there 
are some other additions to the Dorsey Wholesale sales force. 
Duke Duplissey, who recently sold his interests in the Quality 
Office Supply, Kilgore, and John Delorios, who disposed of his 
interests in the Garland Office Supply. Garland, Tex., are now 
covering most of the territory that our good friend Wolt 
Stempel used to travel. I understand that Wolt and Dorothy 
are having a wonderful vacation at their lake home up in Idaho. 

o 

Bill Stovall, formerly with Panther City Office Supply, Mid- 
is now associated with Patterson's Business Machines 
in Corpus Christi. Wilbur Cornelius, Cathey’s in Dallas, was 
last of June, but he was out for only a few 
weeks. John Jacobs, vice-president of Dameron-Pierson Co. 
Ltd., New Orleans, was also hospitalized on July 11. He should 
be back at his desk when this is published. Pat Whitesides, 
Stanley Mfg. Co., has been down with a strained sacro-some- 
thing for a few weeks. Has been taking treatments and I hope 
back to normal by now. 


land, Tex.., 


hospitalized the 


+ 
Just learned of the tremendous expansion of the Monroe 
Office Equipment Co., Monroe, La. Henry Mayo took me on 
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the most adweaneced line of contemporary 
wood office furniture on the market! 


-OTONE STYLED 


designed by 
J. Charles Dergins 


ia TURES seetre 9s ees os 





Everything that denotes quiet success . . . everything that is fresh, 
modern, and unusual in spirit is embodied in this outstanding 
new series by J. Charles Dergins. Seldom does a ready-cut group- 
ing offer such superb construction and individualized styling. 
Handsome two-tone walnut wood finishes . . . handsome cane 
paneling on desk front . . . distinctive “contour” hardware with 
new brushed-silver finish. An impressive addition to top-flight 
executive offices! 






NSOEA CONVENTION WRITE TODAY FOR 
NEW CATALOG 
Space 655 AND DETAILS OF 


* INDIANA'S PROFIT PLAN 
Conrad Hilton Hotel 


BACKED BY OVER 
Chicago, Sept. 27-Oct. 1 50 YEARS OF SERVICE 
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Typewri 
counts. 





on Maple Leaf 
pewriter 
sable), 
Sketch 


y can depend 
tton-fibre ty 


books, Music-writing books, To 
pads and Index cards. 

are attractively boxed in g0, 100 and 500 sheet 

d pads are available in severa 

banded in 


ter papers 
led or plain) are 
i d in 500's in 


Wire bound b 
sizes an 

100’s, boxe in 1000's in the 3 * 5 an 
the 5 Xx 8 size. 

r Maple 
this line 
ance and sheet cou 


g #9 today: !t contains almost 


Leaf Catalo 
ed and want. 


your customers ne 


Send for you 
nts always fully 


everything in 
guaranteed. 


subst 
y can’t buy better. 


Paper quality, 
You can 


MAPLE LEAF 
Manufaliung Go., Ince. | 


NEW YORK 


buy cheaper—but yo 


1, NEW YORK 


EMPIRE STATE BUILDING, 
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n premises. They added a 25 by 70-foot 
ory t oncrete, and brick building to the original 
ing. | es them a large front window in the furniture 

sl 


ay, and the service department occupies an 
at the rear of the addition. The upstairs 


ot ouse space. Congratulations to Mr. Breard 
Mr. M 
se 
City Printing Co. Monroe, La. was forced to vacate 
April 20, when the Ouachita River rose sev- 
feet an t appeare 1 that it would flood the store. The city 
sea wall in front of the building and this 
block north and six blocks south of their 
Fort tely the river did not rise any higher and there 
g he inconvenience of moving out and back 
* 
Anot r expansion has just been completed at the 
siana Off Supply, Baton Rouge, La. Garnet Genius took 
iround their place which has been newly decorated in the 
idition. This is also a two-story addition, the 
floor voted to furniture display, and private rooms 
ip for play of suites. A designer and decorator, Binky 
Gauley, tained to assist in the planning of offices 
* 
not this official but word was passed to me that 
Drake ¢ Shreveport, La. has purchased the office supply 
i] t division of the Journal Printing Co. same city 
J has taken over the printing division of the 
LD rn ( 
* 
.% f pened for business in Brownsville, Texas on 
D ber t year and this is the first opportunity I have had 
yrmation. Bob Johnson, formerly with Delta 
O Sup] Brownsville, opened his own store under the 
Johnson Office Equipment Co. 151 W. Elizabeth, 
Bob started in the business some 20 years ago in 
B inghar Ala., and came to Brownsville 10 years ago. His 
Helen handling office routine, and his brother Bill has 
hit nd is moving his family from Birmingham right 
rl ive franchises on Victor Adding machines, Steel- 
ffi furniture, and Standard duplicators. A complete 
v1 nd repair department for all types of machines has been 
talled, as well as a complete line of office supply items. Bob 
I ask manufacturers to please send catalogs 
invitation to all travelers to drop in. 
7 
I happy to announce that another future stationer made 
ppearat some six months ago, Mr. Michael Patrick Mc- 
Queeney (I should have said Master) son of Wanda and Dick 
McQueeney, Delta Office Supply, Harlingen, Tex. Congratula- 
o all three of you. Some boy! 
* 
H t pleasure of meeting the Wallace Pencil Co. repre- 
ive in Corpus, Howard Gildea. Howard is living in Dallas 
72 Lorenzo Ave-Phone DA 7-4913. Some of you Dallas 
Travelers him a call. Yep—he is going to join the Texas 
| lers ( ) 


ist a final reminder—remember the date is September 6— 
Statler Hilton Hotel, Dallas 


SALES RALLY SALES RALLY SALES RALLY 


Rogersnap Business Forms 
Names Factory Representatives 
Irving Pierce, vice-president of Rogersnap Business Forms, 
innounced the selection of Burt-Marshall Associates, 51st 
Kansas City, Kans., and the E. M. Stewart, Jr., or 
ization of 9949 Woodgrove Dr., Dallas, to represent the 


k forms division 


i Cc 
a, ~ 
y 


Associates will cover the states of Missouri, 
Kansas, Ie nd Nebraska; while Texas, Oklahoma, Arkansas 
Louisiana will be covered by the E. M. Stewart, Jr. organi- 
mn 
apy ents are part of a planned program to further 


tion and meet the demand for Rogersnap stock forms 
nd sheets packaged in the new flip-out dispenser 
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Tale me 6 O28). 10). — 4 


it to last 
pice {0 se 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks 


lemss-iee Of QUALITY 





DURABLE 


FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
“DURA-STYLED” 
Plastic Molding 
in matching 
reliele-s 





Beautiful Kiln 
dried wooden 
top. All steel 
frame 
rrelet age lenalela) 
with Tool and 
Center drawers 
Electrica! outlet 
for accessories 
37 "x 60"x 37 


DRAFTING TABLES 


Write for our attractive color 
Catalog Illustrating the com 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks ...Bookcases and Sec 
aTelar-LMm -lele) (orb 1 Mal -lelalelal = 
Ouneg. fs mETA. PROOUCTS 


and Utility Equipment and Engi- | -*s---*-- = 
neering Blue Print cabinets. 








PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 


DEPT. 0-9 


38-42 REVIEW AVE. LONG ISLAND CITY. NEW YORK 
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OA REPRINTS 


The following reprints are available at §.25 each: 

15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Research Bureau 

17—Booming Potential in Furnishing New Office Buildings. 


3—Dealers Are in the ‘Packaged’ Office Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services 

4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management 


5—How to Select an Office Equipment Salesman. Outstanding 
material on selection and training of salesmen 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 


8—Business Forms Sell Best When You Sell Ideas. 


n 


9—Copy Machines . . . Developing a New Market For Supplie 

10—Color Is Your Business. 

20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


The following are available at §.15 each: 
13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 


1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market 


2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at $.50 each: 


18—Today’s Best Buy—Office Machines. An extensive study 
by OA’s Research Bureau comparing the big price in- 
creases in general consumer items with the lesser rise 
in office machine prices. Excellent sales ammunition. 


19—Automation Comes to the Office Supply Dealer. 
r 


The following booklet is available at $1.50 each: 


1l—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a _ successtul 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 


booklets circled below: 


1 2 3 - 5 6 7 8 9 10 
11 12 13 14 15 16 17 18 19 20 


es 


I 


Address .... 
_ 3’: ee Zone State 


O Check here for quantity prices on items circled. 
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10th District Notes 


GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 





By the time you read these notes if you do calers 
and travelers will be thinking, or should be, about the up 
coming NSOEA exhibit and convention, Septemb: 27 to 
October 1 in Chicago. We've heard many a dealer salesman 
express his desire to attend a ‘National’ to “see and hear 
which is an experience and liberal education in the vastness 


and importance of this great industry. An experience guaranteed 
to make a great salesman greater. 


+ 
HERE AND THERE: At Lander, high in the Wyoming 
Indian country, the boys at Wyoming State Journal maintain 


a complete office supply and equipment business serving their 
many customers from a well-stocked store, attractively dis- 
played. Business is good. In fact so good plans are under way 
to increase shelf and display space, a healthy yet never-ending 
problem for most dealers. Bill Luzmoor will extend a western 
welcome to Travelers calling. A real nice guy 

a 

In Denver, City Office Supply has set up shop at 2121 Curtis 
Street. Joe Fetterhoff and George Kleinschnitz are the busy 
boys in charge. 

e 

Out Englewood way in south Denver our friends of the Engle- 
wood Press, Lyle and Mrs. Lindesmith suffered a disastrous fire 
which raced through the store and plant in the early morning 
hours. What fire failed to destroy water did. In short order and 
true Lindy fashion the mess was cleaned up, new stock shelved 
and business resumed 

- 

Ex-Gov Elmer Pearce (Rocky Mountain Bank Note, Pueblo) 
recently passed another milestone and decided to keep going 
his 39th we hear 

. 

And, Old Man Stork flew in with a new boy for the Bob 
Blasingames (Colorado Office Supply) on May 27. Population 
at Roswell, N.M. was upped, too, when Ruth McPherson, 
daughter of Walter Cobean (Cobean’s) gave birth to a seven 
pound girl. Congrats to grandpa, et al. 

s 

It's farewell to Ben Swanson, Jr. (Kendrick-Bellamy buyer) 
from our industry. Ben recently joined the purchasing staff of 
far-flung Denver-Chicago Trucking Co. Our loss their gain. The 


very best, Ben. Chick Kendrick will handle buying tempo- 
rarily he says 
+. 
Traveler President McWilliams is more there than here these 
days vacationing somewhere in Colorado hurry back, Mac, 
nobody is taking care of the ‘store’ — We hear Glen Barclay 


(Carpenter Paper) is a whiz at house-cleaning; gave the home the 
works while on vacation then gave a hand at roofing with 
Lloyd Johnson (Boorum & Pease), returned home to mow the 
lawn and trim the hedge. What a man! Anyone needing help 
just call Glen, willing and able. 

* 

HEALTH DEPARTMENT: Good news, today. Byron Mc- 
Garvin (Buzza Cardozo) now home much improved. The doc 
says few weeks more rest. Easy does it, Mac. The secretary's 
wife is better after a rough bout with strep throat and pneu- 
monia ... Beryl says thanks for the plant, fellas. Fred Chris- 
tiansen (Prairie Publishing) is making recovery progress fol- 
lowing his recent illness. We learned Fred Johnson, Jr. (Demo- 
crat Publishing) has also been ill . . . any others? Let's not 
neglect reporting those who are ill dealer, traveler, or 
family. An encouraging word expressed by card or flower is 
mighty good therapy. Remember, it could be you. 

- 

Bill House, Jr. (Eagle Pencil) is a happy, easy-to-meet sort of 
fellow who loves his home and work most of the time, that 
is. It all happened in mid-afternoon recently on a Denver viaduct 
being resurfaced but open for one-way traffic. Relaxed, at peace 
with the world, and satisfied with a good day’s work (7) Bill 
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New efficiency for every office... 


at 74 Tew Low Price! 


PRESENTING THE 


ed = = et od = oe 


ALL-NE W 


Crewe 


AUTOMATIC 


ie ie ee © Oe de ie ie i 


Aaudsome ELECTRICALLY OPENS UP TO 
, 600 LETTERS PER MINUTE 
SPEED-O-STAND Opens envelopes of any size or thickness 


Ample working space , . . 
and handy sherans canes. e Adjustable trim cut ¢ Will not damage 


Blends with modern office | contents ¢ Completely safe — automatic shut- 
Ee off « Letters and trim strips neatly stacked 
in separate removable trays ¢ Compact; 

simple to use. 


Speed-O-Priut Corporation 


1801 WEST LARCHMONT AVE., CHICAGO 13, ILl 
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How to make profits 
with Visual Selling 


See for yourself how the two recently mod- 


ernized Horder stores are working out in 
actual practice. A visit will tell you more than 


ten thousand words. 


1. Please visit the Horder store at Wash- 
ington and Clark, and/or the store in the 
Banker's Building at Adams west of Clark. 


2. Then drop in at our General Offices at 
Jackson and Jefferson for further informa- 


tion about store remodeling. 


While at our general offices please be sure to 
ask also about our complete Christmas gift 
offering to Associated Dealers. There is extra 


profit in that line for aggressive dealers. 


Associated Stationers Supply Co. 
Horder’s, Inc., Retail Affiliate 
229 S. Jefferson St., Chicago 6 
All phones FRanklin 2-6760 
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along with a number of other motorists, drove right smack into a 
spray of hot tar from a nozzle that lost its downward aim pro- 
ducing a most unique if not desirable spotted effect and many 
hot tempers. On your way home, Bill? Just call me ‘Tar Baby’ he 
Says 
eo 

District 10 Governor Gene Calkins, hitting the trail, reports 
from Farmington, New Mexico, a visit with Duke Leslie, Don 
Barnes and Bob Batley (Office Supply & Service Co.) now 
housed in their brand new building in the 2300 block of east 
Main Street. This aggressive threesome make up a team that 
spells success and a credit to any community. Most of the 5000 
square feet of space in the new store is devoted to furniture 
and supply display. Duke played it tricky by taking off for an 
Elks Club national event while those remaining behind ran the 
store by day and set up shelving and display at night. The 
grand opening was July 18-19 and a real gala affair. Congratu- 
lations, neighbors. 

* 

District 10 is noted for its friendliness and helpful dealer- 
traveler relations. Let's keep it that way. Keep your news note 
rolling in. Closing thought: No man walks alone. Adios! 


Ames Supply Honors 25-Year Men... 





Two employees and one agent of Ames Supply Co. were hon- 
ored during the recent NOMDA convention by receiving gold 
watches from the firm for serving a period of 25 years each. 
Pictured here are, left to right, Hazen R. Ames, president; A. 
R. Ames, Jr.; Ed McHale, Peter Paul Mechanical Service, Cin- 
cinnati; A. W. Kartous, vice-president of the Southern division; 
E. W. Staats, vice-president in charge of sales; J. D. Marvil; 
and A. H. Ames. Another recipient of a watch for 25 years of 
service was E. E. Green, Long's, Ltd., Ames’ London, England, 
agency 


Swingline’s Speedo Tab Division 
Purchased by Ezyindex Products 


Charles W. Busk, president of Ezyindex Products Corp., an- 
nounces the purchase of the Speedo index tab line from Swing- 
line, Inc. 

Accordinz to the announcement, the Speedo brand is to be 
continued as heretofore excepting that it now is manufactured 
and marketed by Ezyindex Products Corp., 153-13 Northern 
Blvd., Flushing 54, N. Y. 

The Swingline decision to sell its tabbing operation was the 
result of the company’s planned expansion and concentration 
in the staple machine field, said Mr. Busk. 


Wedding Bells 


Mr. & Mrs. Jack Farrington Crofoot have announced the 
marriage of their daughter, Patricia Marion, to Harry Tehan 
III on May 31, in Washington, D. C. A manufacturers’ repre- 
sentative working with his father, Harry Tehan II, in the South- 
east, Harry III and his bride are residing in Raleigh, N. C. 
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school...’’ ~ 


If you were the donor who provided this refugee 
child with a CARE kit of pencils, copybooks and 
other essentials, that may have been the letter you 
received from Hong Kong. Or perhaps your receipt 
showed you had provided a kit of lines and nets for 
his father, a fisherman who could not work because 
he lost his gear during the flight from Red China. 
For every human need in less fortunate lands, there 
is a CARE package you can send: not only food, but 
farm and trade tools, new books and school supplies, 
health equipment — the tools to build vigorous, 
skilled, self-supporting people able to help them- 
selves. Your contribution in any amount makes this 


Self-Help possible. Give what you can. 





tit 





Enclosed is $- 


Your Name 


JARRE 


\ U.S.A. 


Address 





City 














Self-Help Program 
CARE 660 First Ave., New York 16, N. Y. 


Make checks payable to CARE, Inc. 


Contributions to CARE’s Self-Help Program are income tax-deductible. 





Your contribution 


will bring to the 
needy the tools to 
learn...to earn... 


to help themselves 


to send self-help tools to the needy. 


Zone_____. State 
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ADVANCO’S COLLATED 
MANILA GUIDES... 

In legal and letter 
sizes, made of 

11 point, 150 Ib. 
durable stock. Also 
in 9% point, 133 

Ib. stock. 


ADVANCO’S BRISTOL 
A to Z GUIDES... 


also manufactured 
in 25 point Green 
Pressboard 

with Metal Tabs. 


ADVANCO’S BLACK 
METAL TAB PRESSBOARD 


GUIDES... 

in both 

legal and letter sizes, 
eyeletted. 


Manufacturers of... 


e Manifold Books 

e Printed Stock Forms 

e Suspend-O-Folder 

e Filing Supplies 

e Punchless Paper Holder 
e Pressboard Binders 


Write for general 
Catalog and Price List! 


PROTECTED 
PROFITS!” 


and a boost 

in sales with 
Advanco's 
policy of selling 
thru dealers 
exclusively. 














MADE IN USA 


REG US PATENT OFFICE 


! ADVANCO PRODUCTS, Inc. 
76-05 51st Avenue, Elmhurst 73, L. |., N. Y. 
Telephone . . . Hickory 6-4848 
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13th District Notes 





Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 


The stationery industry has lost two of its outstanding 
veterans in the recent deaths of Louis Tavernier and Eddie 
Dooley. Lou gained a multitude of friends, and was honored 
with the presidency of the Stationers Square Club of New York 
when it was a very young club. 

Eddie endeared himself to countless people in the industry. 
In appreciation of his unselfish efforts, he was the guest of 
honor at a banquet of the United Jewish Relief. He was chosen 
as president of the Stationers 12:30 Club of New York some 
years back. We in New York shall indeed miss these fine men. 

* 

Henry Kleinberg, who can easily be rated as one of the deans 
of the industry, recently moved to a beautiful new store located 
at 98 Chambers St. Ably assisted by his good lieutenants, Max 
and Lou, they look forward to greeting their customers and 
suppliers in their improved surroundings 

e 

News of the recent illness of Joe Strauss came as a distinct 
shock to all who know him. Long known as a good will ambas- 
sador of the industry, Joe has been a respected member of 
several of the Travelers clubs for many years. If the good 
wishes of his myriad friends carry any weight, he'll be feeling 
fit as the proverbial fiddle in a great hurry. 

= 

Mort Chute, who carries the mantle of the presidency of the 
Wholesale Stationery Association with a maximum of ability, 
had the great pleasure of welcoming Mort Junior back home 
after serving his hitch in the U. S. Marines. Dad is looking 
forward to his son’s entrance into Bainbridge, Kimpton, & 
Haupt, Inc. We wish him the best in this new venture 

© 

Summertime normally cuts down the supply of news, but if 
you have any, send it along to me. If it’s printable, it will be 
printed and thus reach many of your acquaintances who might 
not otherwise learn about it. 


Swain & Myers Names Robert McCann 
To Direct New Lundia Shelving Division 


Robert McCann, an officer of Swain & Myers, Inc., Decatur, 
Iil., manufacturers of custom store equipment, has been named 
to direct operations of his company’s new Lundia wood shelv- 
ing division. The firm will manufacture industrial, commercial, 
institutional, and retail shelving under an exclusive U. S. 
franchise from Harold Lundquist, Swedish inventor of the 
patented adjustable pre-fabricated wood shelving. Lundia 
shelving is currently manufactured and sold in 27 other coun- 
tries. 

Mr. McCann is presently organizing a nationwide sales and 
distribution force to handle the entirely new product line. 
Home offices of the firm will be with the parent company in 
Decatur. Production of Lundia shelving should be well under 
way by mid-year. 


Ol’ Doc Stork 





Mr. and Mrs. Franklin T. Dannemiller of Canton, Ohio, are 
the parents of a daughter, Sally, born May 30. The father is a 
representative of Convoy, Inc. The novel “new product release’ 
featured pictures of the mother, the baby and the birth listing 


from local newspaper 


Elinor Susan was born to William & Esther Finger, Simax 
Stationery Co., New York City, June 17 


Mr. & Mrs. Harry Hedberg proudly announce the arrival of 


a new addition to their family . . . a boy, 7 pounds and 14 
ounces, on May 13. Named Michael Charles, this is the Hed- 
bergs’ third child. The father is sales manager of Hedges Manu- 


facturing Co., Chicago. 
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The Master Mind of Cash Control 


COMPLETE 
PROTECTION 
FOR SHOPKEEPER 
AND SHOPPER 













Sensational ! 
Simply Fantastic! 


“For friendly 
shopping” 


Revolutionary new 
Mail the coupon—Mail it today—Mail it now! 


r_\ ign 


a 

REGNA CASH REGISTERS INC., 

{ 175 Fifth Avenue, New York 10, N. Y. 
| Gentlemen: 

Please rush more information on the new Regna Cash 
i 

i 

I 

I 

I 

I 


streamlined Cash Register, with 
automatic, itemized receipts, numbered 
and dated, stamped with the Firm’s name; 


accumulating automatic customer 








counter, as well as built-in 


adding machine. Master and outline advantages of becoming a Regna Dealer. 


In Canada: Regna Cash Registers 

of Canada Ltd., 704 Notre Dame St. W. 
Montreal, Que., and Business Equipment 
Machines, 489-R King St. W. Toronto, Ont. 
OUTSIDE CONTINENTAL U.S:.: 
Jorgen S. Lien, Box 507, Bergen, Norway 


Name 





Address 
City Zone State 
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SELL Pub STEEL 


STORAGE CABINETS 


@ Yes, here’s every feature you need for 
easier selling, for building customer 
satisfaction ...smart, modern design with 
a full flush base that eliminates dust 
collection under the cabinet...with a 
tough, baked-on enamel finish in grey or 
green...with electrically welded 
construction that will take 

more than average abuse. 


NEW CATALOG 
WRITE FOR YOUR COPY 


A 72 SL— Sliding Door Cabinet, 72” 
high, 36” wide, 18” deep, shelves ad- 
justable every two inches. The doors 
slide smoothly, easily on ball bearings 
— help the unit fit into tight spaces. 
Also available in 42” counter height 
and 30” desk height. 


@ 72 DS — 72” high, 36” wide, 18” 
deep, with shelves adjustable every 
two inches. Equipped with 3-way lock- 
ing device. Other models available in 
52” file height, 42” counter height and 
30” desk height. 


NSOEA CONVENTION BOOTH 371-372 


PARKER STEEL PRODUCTS, INC. 


54 North 11th Street, Brooklyn 11 N.Y. © STagg 2-1492 


LOS ANGELES: 9970 West Peco Bivd., BRadshaw 2-3073 
AKRON: 2836 Kent Rd., Chiyoga Falls, WAlbridge 8-5675 
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14th District Notes 


AL BAUGHER, correspondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 


Vacation travel news. people at rk 

Walter Waldvogel and his family, th ire seven j 

nted a trailer, a real big one, and hea north f Arcadia 

points as far away as Canada. This s the first bi ation 

10 years. [They are home once again, t 1 and hap} 

The Ernie Daniels’ went to Lake Ta and f there to 
San Francisco tor a real cosmopolitan vacation 

Sig Lindstrom of Fowler Bros. spent two wee! sing 
Sig sails evet mer. He is U.S.N.R 

Mr. & Mrs. Joe Davis and family should spen pleasant 
time in their new cool home in the Brentwood a1 George 
Frey and Bob Lauterjung will devote leisure days to painting 
houses. Their own, of course. Stan Breton is trying to sell his 
house, not paint it. The Stewart Andersons are visiting on old 
Cape Cr 

[The whol cang at Bank Stationers, Maywood, left for two 
weeks beginning June 30. If John Radovich does not tak narge 
of the July 25 golf outing you can bet he made a trip to Chi 


cago and Detroit 
Mr. & Mrs. Ben Vorack plan to visit strange lands during 


August. First they will visit Ensenada and then they head up 
the coast to Laguna Beach. 

Roy Morgan, fresh from Seattle and a Carl Draper man, has 
in mind vacationing in the Santa Monica area. Roy has plans 


to live in the Bay region year around. 

Irv Satrang, in good health, will work through the long hot 
summer and like Zee’s Gillette will wait until the fall hunting 
and fishing are prime.... 

The Jim Hough’s are planning to visit the tourist traps of 
Southern California—Disneyland, Grauman’s Chinese, Laguna, 
Marineland, the whole works. 

If Ivan Cornelius travels to Tahiti, Alaska or some far-off 
place don't be surprised. I double dared him to take a real gone 
vacation. Ivan needs a trip once in a while to get away from 
those famous 11 western states he travels 

Did you read your new G.S.T.C. Roster? Well, Tom Daniels 
of Stationers Corporation is the chairman of this year’s Christ- 
nas party. This annual party usually is held at the Rodger 
Young. . .Did you now that Wallace Button at Fowler's has 
been in this business for 75 years? Fred Morien, his side kick 
came to this industry only 48 years ago. Jack Hruby is asso- 
ciated with Carl Teele at Burbank. Back in the land of sky blue 
water, Eli Rodegeb was a judge of the probate court in Minne- 
sota. Today, he is a top-notch salesman for Southern California 
Stationers 

a 

Newly-elected directors of the Southern California Stationers 
Association are Carl Grimes, Grimes Stationery Co. George 
Hatten, Eaton Paper Co., and Dean Despie, E. P. Wilmer Co 
Congratulations 

a 
NOW HEAR THIS: 

On the last Monday of each month the G.S.T.C. has a regu- 
lar business meeting. Reports are made. New business is brought 
before the club. Motions are made seconded and voted upon 
You know the routine. These business meetings are well at- 
tended, yes sit 

Now on the Monday following the aforementioned meet- 
ing, that is, the first Monday of the month, the boys get to- 
gcether and have themselves a real meeting. Yes sir. It 1s a 
small select group of debators, story tellers, would-be sales- 
nen, world renowned experts and a few industry retailers 
[This group of “Brain Stormers” are apt to discuss anything 
anybody, and never once business. . . . Plan to attend one of 
these “start the month right’’ seminars. See and hear for your- 
self the news as it is being made 

If you are a retail stationer and would like to have a real 
ball with the travelers, drop in on any first Monday of the 
month for a good lunch and some lively bull sessions at 
Rodger Young Auditorium on Washington Blvd. just West of 
the Harbor Freeway 
NEW STORES .... BIGGER STORES .... BETTER STORES 


Sam Unjian has moved the Office Supply Co. to a big hand- 
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CORONADO 


IN GENUINE WALNUT 
SERIES 400 





Conceived with the design elegance of cantilevered 


tops and floating pedestals ...... modular- 
engineered to solve any space or storage problems 
with a wide variety of door, drawer and top units— 


CORONADO answers your needs of tomorrow...... today! 
MYRTLE DESK COMPANY - HIGH POINT, N. C. 

See CORONADO ...... the newest addition 

to the always popular—always profitable— 

Myrtle line at N.S.O.E.A. 

Spaces 504-A, 505-A, 507-A 

MOR Sg ose be sure to see the special “ACCESSORY EXHIBIT” 


Terre the key to economy, convenience and 
profits in the sale of Myrtle “Package Plan” offices. 


SPACE 502-A 
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ror AUTOMATIC saces 


STOCK AND DISPLAY 


Fauna 
NUMBER 


-MATIC { 


America's TOP Line of 
Economy-Priced ‘ 
AUTOMATIC NUMBERING MACHINES. 

















NEW FROM FAYMUS—the big- 
gest values in Numbering Machines 
you’ve ever offered. Loaded with 
exclusive, costly fea- 
tures . . . precision- 
made of top-quality 
materials . . . designed 
for years of trouble- 
free service — yet 
priced within the 
reach of every store, 
office, or other busi- 
ness! 


““QUALITY”’ 
MODEL AC 


Out-performs machines 
costing twice as much! 
5 numbering actions: 
repeat, consecutive, 
duplicate, triplicate, its 
quadruplicate. Instant clearing, 6 chrome- LIST * 
plated brass wheels, attractive Light Blue 


metal frame and plastic handle. $152 











‘JUNIOR’? MODEL 


World's first really low-priced automatic 
numberer. 5 automatic actions with instant 
clearing. 4 wheels — numbers from 0001 
to 9999 in small space. Heavy nickelplate 
finish, Maroon plastic handle. 


List * 
Two Additional Feature-Packed 


$25 Models Available 


FULLY GUARANTEED 
AGAINST DEFECTS IN MATERIAL 
OR WORKMANSHIP 


ORDER TODAY 


at big-profit discounts, or write for 
full details 


* Prices plus 10% Federal Excise Tax 


Fama DIVISION 





\ 
Bankers & Merchants, Inc. 
3229 N. SHEFFIELD AVE. © CHICAGO 13, ILL 
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ome new store at 6311 Van Nuys Blvd. The grand opening 


was held on July 10 and 11... . Barnum and Flagg opened 
their new, long-low-look modern store to the San Bernardino 
public June 27. Whittier Book Store, 125 Greenleaf, is twice as 
big as before remodeling. Ferguson has a well-plann selt- 
service store Harper Typewriter Co. has moved to a new 
store at 170 N. Greenleaf, Whittie: Margaret Hiatt and 
Evelyn Raffety, who operate the M. & E. Stationers, Whittier 
Downs Mall, now have three stores, all in one king-size unit 
Butcher Office Supply, 111 S. Bright St. Whittier, has changed 
its firm name to Barton & Butcher Office Supply. 


Modernization Pays Off 
For Firm in Renton, Wash. 


RENTON, WASH. 

Record Stationery and Office Supply, 818 Walla Walla, is 
enjoying more business than ever before, since the recent mod- 
ernization. The store is located on the fringe area of the busi- 
ness section with a railroad running on the street facing the 
store front. 

According to Charles A. Record, ‘Although business in gen- 
eral was very good, we did not feel that we were getting the 
full potential from our store. 

‘We felt that something drastic must be done if we were to 
accomplish what we wanted. After reading what other station 





Merchandise Display . . . was increased 200% by moderniza- 
tion at Record’s. Efficient steel island units with adjustable 
shelves adapt to individual merchandise heights. The end dis- 
plays utilize space otherwise overlooked. Illuminated, translu- 
cent canopies clearly identify departments for customers from 
anywhere in the store. 


ers had done with a Bulman-designed store, we finally de 
cided to contact the local Bulman representative 

After a discussion of Record’s problems, the Bulman store 
engineer presented Record with a store layout and merchan- 
dising plan. It took him only two days to decide that this was 
exactly what he wanted. 

Record’s features greeting cards, gift wrap, gifts, party goods, 
office supplies, engineering supplies, artist supplies, religious 


material, school supplies, office accessories, office furniture, 
business equipment, pens and pencils barometers leather goods 


and jewelry departments 
Victor Adding Pays Special Bonus 


Special bonus payments of more than $79,000 to 250 retail 
sales and service representatives exceeding their quota for the 
second quarter were announced by Victor Adding Machine Co. 

The second quarter bonus as well as the number of over-quota 
retailers sharing it were highest in Victor’s 40-year history, 
vice-president A. F. Bakewell revealed 
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> YOUR FUTURE IS GREAT | 


. ae ~~ 


ie ol one - 


a, 
— 
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N'A GROWING AMERICA 





THE CITY THAT DIDN'T EXIST A MONTH AGO 


Every 30 days the U.S. adds as many new Americans as 
live in Norfolk, Va.—creating brand-new wants and 
needs which must be satisfied. 


What does this mean to you? It means greater opportu- 
nities than ever before—in all fields. Home construction 
is expected to double by 1975. Power companies plan to 
increase output 250°. in the next 20 years to provide 
the power for scores of new labor-saving devices. Cloth- 
ing suppliers predict a one-third increase in 7 years. 


With 11,000 new citizen-consumers born every day, 
there’s a new wave of opportunity coming. 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 

1. More people ... Four million babies yearly. U.S. popula- 
tion has doubled in last 50 years! And our prosperity 
curve has always followed our population curve. 

2. More jobs ... Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 

3. More income . . . Family income after taxes is at an all- 
time high of $5300—is expected to pass $7000 by 1975. 


OA-9/58 





4. More production . . . U.S. production doubles every 20 
years. We will require millions more people to make, sell 
and distribute our products, 


5. More savings . . . Individual savings are at highest level 
ever—$340 billion—a record amount available for spend- 
ing. 


6. More research .. . $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


7. More needs .. . In the next few years we will need $500 
billion worth of schools, highways, homes, durable equip- 
ment. Meeting these needs will create new opportunities 
for everyone, 


Add them up and you have the makings of another big up- 
swing. Wise planners, builders and buyers will act now to 
get ready for it. 





FREE! Send for this new 24-page illus- Your 

trated booklet, “Your Great Future in a Great Future 

Growing America.”’ Every American ma 
Growing America 


should know these facts. Drop a card to- 
day to: ADVERTISING COUNCIL, Box 10, 
Midtown Station, New York 18, N. Y. 











(This space contributed as a public service by this magazine.) 
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copying & 
machines 


pencils 


Heip clear up your customers’ 
confusion about copying 
machines and pencils. Some 
pencils reproduce on copies, 
some don’t. Only the Dixon 
FAX line covers them all... 
a line of reproducing and non- 
reproducing pencils for every 
copying machine made. 

It’s easy to match the right 
FAX pencil to the right 
machine because FAX pencils 
are color-coded, keyed for 
use and smartly packaged in 
the industry’s first flip-top box. 
Made in 2 blacks, 5 colors. 
Packed in dozens in half-gross 
boxes. ‘ 

Also available in counter-top © PuntrAR 
sampler display. Me 
Only Dixon makes FAX 


+++ the complete line of 
11 copying pencils 






Write for the FAX chart 
and information on prices 


D IXO N 


Pencil Sales Division TOA-5 
THE JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City 3, New Jersey 
Dixon Pencil Co., Ltd., Newmorket, Conoda 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


Toronto firm of R. M. Galbraith & Co. recently opened new 
offices and warehouse in the city’s downtown area. Firm rep- 
resents such leading producers of trade lines as American Map 
Co. Inc.; Eloi Baillargeon Ltd.; Character Creations of Canada 
Ltd.; Old Harbor Candle Co. Inc.; and Standard Pryoxoloid 
( orp Ltd 

George G. Carter was recently appointed national accounts 
salesman for the Royal Typewriter Co. Mr. Carter has served 


in the office specialty field in the Windsor, Ont. territory over 
23 years. He will continue to make Windsor his home 
o 


To demonstrate the efficiency of a duplicating machine, an 
Oshawa, Ont. office equipment dealer, as a promotion stunt, 
recently ran off some facsimiles of a Canadian $2 bill. Stunt 
backfired when police seized about 1,000 of the facsimiles, 
when a charge was laid on instructions of the Canadian Govern- 
ment’s treasury department, after someone presented one of the 
copies in a local store as genuine money. The dealer was fined 
$10 and court costs, received a court suggestion that he restrict 
his duplicating promotion schemes to less useful original ma- 
terial. 

* 

Members of the Engraved Stationery Manufacturers’ Associa- 
tion of U.S. and Canada, meeting in Toronto recently, heard 
W. J. Sheridan of Montreal, assistant general manager, Ca- 
nadian Chamber of Commerce. He listed four major questions 
as the real problems in Canada-U.S. relations. These were: 
Terrific imbalance of trade; the investment of U.S. capital in 
Canada; a U.S. tendency to trade restraint and the disposal of 
farm surpluses, plus the infiltration of Canadian labor by U.S. 
trade unions. He termed Canada and the U.S. “lands of oppor- 
tunity where the profit motive is the incentive to higher stand- 
ards of living. 

e 


Underwood Ltd., Toronto, have construction plans underway 
for a new two-story plant in the Toronto suburb of Don Mills, 
Ont. New building will provide the typewriter firm with some 
85,000 square feet of floor area. 

° 
Kennedy, former president of the Stationery & 
has been appointed a 
Toronto adver- 


Hugh L. 
Office Equipment Guild of Canada, Inx 
director of McConnell Eastman & Co., Ltd., 
tising agency. Mr. Kennedy was at one time vice-president and 
general manager of the L. E. Waterman Pen Co. Ltd., Montreal. 

- 

Howard Smith Paper Mills Ltd., Montreal, has begun a $12.5 
million expansion of its Cornwall, Ont. mill which is expected 
to boost its paper capacity by 40% or more. Firm is Canada’s 
biggest producer of fine and specialty papers and a big ex- 
porter. The expansion plan, to be completed by mid-1960, in- 
cludes new paper machine, storage facilities, other major addi- 
tions. Paper products at the Cornwall mill include book, fine 
and miscellaneous fine, special industrial and wrapping. Deci- 
sion for the present growth follows last year’s sale of the Crab- 
tree Mills, Que., division to Westminster Paper Co. for $4 
million. Under the deal, Howard Smith remained as distributor 
certain lines produced by Crabtree Mills 

* 


or pure haser of 


W. D. Ahearn, secretary, Edmonton Stationers’ Association 
Edmonton, Alta 
tournament at nearby Elk Island Park was an “outstanding suc- 
cess though no one broke par.” Willson Stationery trophy for 
low gross was won by Jack Hunter, Globe Envelopes, Ltd., 
Man. Over 25 trade personalities golfed, and an 


reports that the association's recent golf 


Winnipeg 
additional quartet turned up for the dinner fare 
s 

Douglas K. Chapman, assistant to the president, Acco Ca- 
nadian Co. Ltd., Toronto, announced the appointment of W. J. 
(Bill) Sauve as the firm’s new sales representative in the Prov- 
ince of Quebec territory. He has been active in the industry 
for over 20 years, mostly in Montreal and Quebec areas 

After more than a quarter-century as head of the business he 
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UL underwood 
1 PARK AVENUE, NEW YORK 16, N. Y. 


Dear Mr. 


[Those of you who have been selling Underwood portables all along have 
had wonderful things to say about our current national promotion on 


September, 1958 


Portable Typewriter Dealer: 


the 1959 Golden-Touch portables! 


Now we 





want all dealers to know that in addition to the colorful LIFE- 


Golden-Touch Portable promotion story and the "line-sell™ PRESENTATION 





KIT - already in Underwood dealers! stores - we will help sell portables - 
and more portables - through the tremendous publicity being given the - 


X 


National advertising will reach 20 million students in colleges, 


a 


UNDERWOOD $81,150 SCHOLARSHIP CONTEST 


Largest advertised national scholarship contest 
ever created to help dealers sell portable typewriters! 








and junior high schools. They're eligible to win the three $5000 
scholarships, over $60,000 in cash prizes plus extra winner dividends. 


Contestants will come to you for entry blanks. 
and try the 1959 Underwood Portable. They'll love it! And lucky 
dealers signing the winning contest entries will not only participate 


in national and local publicity, they'll be given trips to Bermuda for 





senior 


They'll have to see 


two. These dealer "extras" make it an even greater contest - profits 


all the 


UNDERWOOD SCHOLARSHIP CONTEST KITS will reach you soon. Their fully 
detailed merchandising assists will send even more portable typewriter 
prospects trooping into your store - teen-age contestants, 


way around. 


teachers 


and parents will want to know more about the 1959 Underwood Portable. 


And they'll appreciate the easy credit terms you can extend them, 


thanks 


If all of this sounds like we're bragging, we are - because this year, 





to the sound backing of BENEFICIAL FINANCE SYSTEM. 


Underwood is offering the best dealer advertising promotion and 


merchandising assistance in its history -as well as the smart-looking, 


smart-operating *59 Golden-Touch Portable! 


BUSINES S 
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Sam Smith 
Director —-Dealer Sales 


MAC HIN € S To MAS TE R YOuUR PAPERWORK 
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Add New Life 
to Your — _e with 
L/// 


SURERD 


TRAOE M a 


Economy and Good Dealer Profits 


LOOSE LEAF SAVERS 


GUMMED CLOTH REINFORCEMENTS 


NOW ... packaged 150 per box 
for greater profit per sale, 
more convenient handling and storage. 





New, Improved 


ROLL LABELS 


With perfected perforation for 
smooth, easy detaching. 


NOW ... strikingly packaged in a newly designed 


box for quick 6-side recognition. Labels 
available in buff, salmon, green, blue, 
pink, white, canary. 


SUPERBLY 


Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, 
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EX 


Superior Products, More Attractively Packaged, 
Competitively Priced for Consumer 





founded, H. P. (Bert) Nichols of Hamilton, Ont. has retired. 
His interest in the firm of H. P. Nichols & Son, Ltd. has been 
taken over by his son, Robert P. Nichols, who has always been 
with the company since its start. Last year, Mr. & Mrs. Nichols 
elebrated their 50th wedding anniversary. He has long been 
prominently connected with Hamilton Stationers’ Association, 
as well as the Stationery & Office Equipment Guild of Canada, 


Inc 

New and larger quarters are now occupied by the Toronto 
commercial stationery frm of Newsome & Gilbert, Ltd. A 
Toronto stationery firm recently celebrating its 25th anniversary 
is the Danforth Press Ltd. In the Western Ontario town of 
Tillsonburg, Bennett Stationery Ltd. premises were recently 


given the self-selection merchandising treatment 

Annual golf tournament of Winnipeg Stationers’ As lation 
saw James A. Murray of Willson Stationery Co. Ltd. capture 
the Luckett trophy for low gross. Frank DeBues of Barber-Ellis 
of Canada, Ltd. took the Savoy trophy for low net. Stationers’ 
Association of Montreal tournament attracted 78 golfers, 115 
to the dinner session. Taking the Dominion cup for low net 
was Rene Filion, while Jack Bailey captured the Waterman cup 
for low gross; Roy Dee, the Luckett century cup. To W. S. 
Pennycook of Montreal went special honors as tournament 
cribbage champion 

Lorne W. Ballance has been named sales manager, Dominion 
Paper Box Co. Ltd., Toronto. His appointment was announced 
by Charles W. Stephens, vice-president and general manager 
He joined the firm's sales staff in 1947, later became assistant 
sales manager. He was born in Brockville, Ont. Active in many 
trade groups, he is a former chairman of the Packaging Asso- 
ciation of Canada’s design council. 

= 

First meeting of the new fall season for the Stationers’ Guild 
of Western Ontario. is scheduled for London, Ont., October 22 
according to George Stephenson, president. January 28 and 
April 22, 1959, are later meeting dates arranged. Mr. Stephen- 
son is vice-president, Dominion Office Supply Co. Ltd., Wind- 
sor, and long a leading driving force in the Western Ontario 


trade croup 


. 
Vancouver branch office of the Royal Typewriter Co. Ltd. 
is now located at 1900 West Broadway, Vancouver, B. ¢ 
e 


Survey of dealer sales by the Stationery & Office Equipment 
Guild of Canada, Inc., for the month of May this year, com- 
pared with same period of 1957, shows sales of stationery and 
office supplies down 3.7 percent; furniture and equipment sales 
up 6.2 per cent; printing sales down 2.1 percent. 

« 

Appointment of Luciano Sommariva as managing-director of 
Olivetti (Canada) Ltd., Toronto, has been announced by Dr. 
Guido Santi, executive director for North and South Americas 
of the International Olivetti Co. Ltd. Mr. Sommariva comes to 
Canada directly from Italy where he was director of Olivetti's 


Bologna operations. His appointment followed the recent 
resignation of Marino Roberts, former head of the Canadian 
company. A racing car enthusiast, Mr. Sommariva holds a 


Doctor of Arts degree from the University of Pavia. Olivetti 
(Canada) Ltd. was established about three years ago 
* 
Canadian fine paper output in May this year totaled 23,829 
tons, a decrease of 2.5% compared with same period last year, 
reported the Canadian Pulp & Paper Association, Montreal. For 


the first five months of the year, the decline has been 1.7%. 
~ 
Che directors of the William E. Coutts Co. Ltd., Toronto, 


elected William E. Coutts chairman of the board, and named 
Donald S. Porter as president. Mr. Coutts founded oe firm in 
1916. It has expanded steadily until it is today Canada’s largest 
greeting card producer with a staff of over 500 ichetien 42 
salesmen operating across the country. The company's new 
president, Mr. Porter, with Mrs. Porter, recently visited busi- 
ness associates of the company in Australia and New Zealand. 
= 

LePage's, Inc Canadian affiliate of Johnson & Johnson, 
Montreal, recently elected Brian E. Newey, formerly vice- 
president and general manager as president of the company. 
Mr. Newey, who lives at Port Credit, Ont., is also a director 
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See the complete 
Presto-Post Master Line... Booth M-20 





; *y » 
| => a . POSTMASTER TRAYS 








Don't miss the complete PRESTO-POSTMASTER 
profit line of posting machine trays, stands, 
guides and accessories. Complete showing . . . 


Booth M-20, NSOEA Convention. 


E-EE ESE dD- EDS aater 


Presto-Post NAaster Corporation 
Post Office Box 9087 
Austin 17, Texas 
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hot holiday item 
S»; that means *<*« 
cold cash to you! 








BATES LIST FINDERS — 
Always sure-fire sellers, at Christmas time—and all the time— 
for sound and solid reasons: 


Because of recognized quality, smart design and wide selection, 
Bates List Finders enjoy brand preference that assures you 
turnover and profit. And they’re pre-sold by 

colorful national advertising. 


trated above) the complete line of Bates 
List Finders meets all tastes and pocket- 
books. 6 models, 35 finishes—from $1.95 
to $7.50. 


Be sure to check your stock of Bates 
List Finders. Display them on the 
sales-stimulating Bates Counter Dis- 
play shown here—yours at slight cost 
with the purchase of an assortment 
of 6 List Finders. Ask your Bates 
representative or write for details. 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office, 30 Vesey Street, New York 7 






Headed by the deluxe Cavalier model (illus- ) 
catia 
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of Permacel-LePage’s, Inc., New Brunswick. N.J. He has been 
associated with Johnson & Johnson and LePage’s, Inc. in 
Canada since 1918. He is active in civic and business affairs in 
the Toronto area where LePage’s, Inc. maintains its plant. 

. 

S. R. Woodrow, president and general manager, Smith- 
Corona (Canada) Ltd., Toronto, reports construction of the 
company's 12,000 square foot extension to their Scarborough 
plant as “progressing rapidly.” It will represent an increase of 
25% in floor area for the plant built about five years ago. 
According to Mr. Woodrow, the “long overdue extension be- 
came necessary due to increased production and the addition of 
manufacturing operations formerly not handled in Canada. 

. 

Raymond Wray has been appointed eastern sales manager for 
Rolland Paper Co. Ltd., Montreal, it was announced by Albert 
Rolland, general sales manager for the firm. Mr. Wray joined 
the company in 1953 and has served in the advertising sales 
promotion and sales division of the organization in both Mon- 
treal and Toronto territories. 

ey 

Lorne M. Walpert, president, Crest Paper Art Ltd., Montreal, 
has announced formation of a new division of the firm. It will 
be known as Colonial Candles of Canada. The line will be 
marketed by Crest’s sales force across Canada to stationery, 
gift and department stores, he said. 

° 

When the high school board of Brampton, Ont., a suburb 
of Toronto, found itself faced with the problem of purchasing 
a lot of new equipment for a new school, as well as improving 
facilities at others, they invited all major supply firms to set 
up displays in a Brampton school gymnasium. Sixty firms were 
invited to show their latest office equipment, school furniture, 
related supplies; forty-four suppliers responded. 

The idea, new in Canada, originated with the school board's 
business administrator. It was so successful that other nearby 
community education officials took advantage of the exhibition 
to localize their own purchasing requirements 

« 

New quarters for the Stationery & Office Equipment Guild 
of Canada, Inc., Toronto, were announced this month by Fred 
R. Smart, secretary-manager. Guild offices have moved from the 
10th floor of 159 Bay St., Toronto, to Room 721 of the same 
street address. 

a 

Paul Desrosiers has been appointed assistant general sales 
manager of the L. E. Waterman Pen Co. Ltd., Montreal, it 
was announced by Joseph Trainor, general sales manager. Mr. 
Desrosiers is a native of Montreal. He joined the company in 
1954 as sales representative for Quebec Province. 

* 

Windsor Stationers’ Association golf tournament was held 
at Lakewood Golf Club, near Windsor. About 85 attended the 
dinner session. Association prize for suppliers went to Jim 
Boehmer of Index Card Co. Ltd. Preston-Noelting cup for local 
stationers was won by Gino Rocca, Marnoch Office Supply 
Ltd. The Fine Papers cup for outside stationers was captured 
by Everett Smith, Leamington, Ont. Toronto Stationers’ golf 
tournament is scheduled for Cedar Brae Country Club, suburban 
Scarborough, September 12. 

e 

Canadian delegates to the Chicago convention of the Na- 
tional Stationery & Office Equipment Association this month 
(September) are expected to produce a record figure. Advance 
indications are that well over 100 leading Canadian dealers and 
suppliers will attend all, or portions, of the big trade show. 

a 

Irwin Cullahan, formerly with Eagle Pencil Co. of Canada, 
Ltd., Toronto, has joined the sales force of Canadian Staples 
Ltd., Toronto. His new sales territory will take in the area of 
Toronto to Kingston and norchward to Sault Ste. Marie, Ont., 
according to Ossie Tancock, sales manager for firm. 

. 

E. F. Shannon of The Shannon, Ltd., New Malden, Surrey, 
England, announces that his company recently opened an office 
in Toronto at 21 King St. E. to sell its main lines of Shannovue 
card visible records, Shannoleaf sheet visible records, Shanno- 
link visible suspended filing system and a number of other de- 
vices included in the Shannon systems 
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AT THE | Cc © EA CONVENTION 


Step into Reyburn’s exhibit and see the many 
stationers items in eye catching, self-service 
packages designed to increase impulse buying. 


Ask about the many dealer items in Reyburn’s 
fast selling profitable line of merchandise. 


The line backed by 60 years of manufacturing 
experience. 


“Buy the Best .. Buy Reyburn’s.” 
Remember the date 
September 27th through October Ist. 
















Coast to coast, dealers are ringing up extra profits on 
the entire Higgins line as a result of tise sales-boosting 
Higgins dispensing stand. 








HIGGINS DISPENSING STAND 
Assortment consists of 222 units. 
List price $127.38. Dispensing stand free. 


It’s always on the job as the eye-and-buy center of your 
art material department. Pushes the whole line and turns / 
single-purchase thinking into multiple buying. = * 
Write today for Higgins Dispensing Stand Offer. a a 

HIGGINS Nk co. INC. 


JNIGGINS 271 Ninth St., Brooklyn 15, N. Y. 


~~ 7, 
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Incomparable Comfort 


@ Large, comfortable, contour shaped seats : ae 
— 15%” wide x 16” deep 

@ Deep, curved, correct posture backrests 
for full back support 

®@ Ample hip room between 
side frames 

@ Extra thick foam rubber cushioned seat 
on No. 103 upholstered model! 7 md 





You get MORE when ” 

you insist on 
KRUEGER TUBULAR 
STEEL CHAIRS 


MORE STYLES 
IN EVERY PRICE RANGE 


MORE STRUCTURAL FEATURES 


OF IMPORTANCE 

MORE SEATING VALUE 

FOR YOUR DOLLAR 
et 





Safety Engineered 


®@ Safety folding hinges prevent 
finger pinching 

@ No sharp edges — all are fully 
roll-beaded to prevent injury 

® Non-tipping Y-type design permits 
unbalanced sitting — well 
forward or far back on seat 

, ®@ Chairs cannot accidentally collapse 


& NO. 103 


Built to Last for Years 


@ Heavy 18-gauge electrically seam 
welded tubular frames 

@ Built-up seat-spacers for stronger 
pivot rod weight bearing points 

@ Tubular leg stretchers and frame 
bracers — solid pivot rods 

@ L-shaped steel cross Lea. 
brace beneath seat = 
for added support 










WRITE FOR NEW 
GENERAL 






J 

Demountable 
CHAIR TRUCKS 
Seven standord sizes hold 
both X-type channel or Y-type 
tubulor chairs — upright or 
horizontal. Regular or under 
stage models. Demountable 
ends and exclusive chan 
ongle frames permit stacking 
empty trucks one on the other 


18, F3 


METAL PRODUCTS + GREEN BAY + WISCONSIN 








(Continued from Page 13) 


This imposes a terrific hardship on all of us funeral di- 
rectors (and the physicians, too) as the old-fashioned 
scratch pen seems to have all but disappeared. As long as 
I can remember, ball point pens have been advertised, and 
sold, on the understanding that the writing is permanent. 

Would you, as editor of OrFicE APPLIANCES, consider 
it worthwhile to write our Health Commissioner, assuring 
her that ball point pens give the same permanent finish as 
the old-fashioned scratch pen and will not fade under the 
Photostat light?* It would certainly save much of the time 
we lose while searching for an old-fashioned scratch pen. 

We have contacted the top official of many of the well- 
known manufacturers of ball point pens, most of whom 
have written directly to Dr. Baumgartner, with carbon copy 
of their communication to us for our information. How- 
ever, the resistance to the ball point pen is as strong as 
ever. They were excellent replies BUT it shocked us to 
learn of the large number of important people in the ball 
point pen industry who knew nothing of this harassing 
situation in New York City. We wonder now how many 
more areas there may be throughout the United States 
where this same condition may exist unknown to the 
ball point pen people in those areas. 

To our way of thinking, the only proper (and united) 
action is to have the top man of a periodical, such as yours, 
write directly to Dr. Baumgartner. Her fears for the pres- 
ervation of her department's records are unfounded. We all 
are positive she has been badly misinformed. Dr. Baum- 
gartner’s write-up in “Who's Who” is enviable. As our 
Health Commissioner, she is endowed with much authority. 
Hence, she should be advised on this vitally important 
matter 

Thank you for your consideration of this matter. 

DonaL D. McCGLYNN 
Stafford & McGlynn 
New York, N. Y 
*The requested letter has been written and mailed. State- 
ments for the Letters’ column and/or letters to Dr. Baum- 


Gariner dre inviled. 


From NOMDA 
Dear Editor: 


Milwaukee, as you know, drew the largest attendance in 
our convention history, and we know the splendid editorial 
support you gave our meeting had a great deal to do with 
this record-breaking performance. 

The Board of Directors’ meeting at Milwaukee unani- 
mously voted an expression of appreciation to you for once 
again going all out in publicizing the Association's activi- 
ties 

And may I add my personal thanks for everything you 
do for us... 

HAROLD W. MANN 
NOMDA Headquarters 
Los Angeles 


You're welcome. 


OA-9/58 











_—_>» nva 


be 





gw SSSSSSSVSVVSSSOlS*SSssssesesesseseessesseseasaaaecess 
seoe . 


=" 


OA. 

















\ 


FIRE 








and 


BURGLAR 
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BLUE PRINT 
and 


PLAN FILE CABINET 


Every Drawer a Fireproof Safe 


These drawers can be furnished in 
two, three, four, and five-drawer 
sections, and will house any size 
sheet up to and including a 42 x 
31 size. 


THIS UNIT WILL BE ON DISPLAY AT THE N. S. 0. E. A. SHOW IN ROOM 561 


SCHWAB SAFE COMPANY - 





LAFAYETTE, INDIANA 
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More than 


1,000 WAYS to MAKE MONEY 


Deluxe Change- 
able Letter An- 


with DAV- S 0 N 33 U L L ET | ® z nouncement Board 


— aaa nn. =e Walnut finish 
, 4 S$ als f ith glass 
=... BOA R D i OL ong erat on 


5’ 5” standards. 
STMENT. - 27” x 39". 
NO STOCKING 


Ideal for lobby, 
foyer or hallways. 
EVERY ONE of the more than oul ee 
1000 styles and sizes of DAV- Scene: on: aan 
SON Bulletin Boards gives you 
an opportunity to make extra 
profits—without a penny of in- 
vestment! Take the order— 
DAV-SON drop ships for you ‘* 





NECESSARY! 





other. 





Changeable 1 — 











with your label. Bulletin . 
Portable An- 
Sell the most complete line of Bul- nouncement Board 
letin Boards in America—made 20” x 15” Chrome 
by the largest, most reliable man- Frame Changeable 
ufacturer in the industry! Prac- Letter Board with 
tically every business in your glass front and 
area is a prospect for one or more. removable bac k. 
Mounted on 48” 
Ths y = Chrome Pedestal. 
= 50/1 NOTICE | oe height 
3 63°. 
Genuine , ro sett 10 Sa 
Cork -Backe LEPLAT MEN, 
Bulletin EASY y TYPE OF BUSINESS! MIST DEALERS 
Boards EVER a. WEAR GOGGLES INQUIRIES <e, 
Also manufacturers of Flashing Safety = " INVITED 
Signs, Outdoor Bulletin Boards, etc. Stock Metal 


RITE FREE 1958 Catalog Safety Signs 


A. C. DAVENPORT & SON, INC. 


w in Our 2¢ Year of Quality Service 


N j 
DEPT. OA, 311 N. DESPLAINES ST. @ CHICAGO 6, ILL. 
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CHURCH BULLETIN BOARDS 
for every Church need. In- 
doors or Outdoors. Wide 
variety . . . Extruded Alu- 
minum, Stainless Steel or 
rich Bronze Baked Enamel, 
frames. Removable, change- 
able-letter panels. 





CHALK BOARDS 
Black or Green. Exclusive, 
smooth Duro-O-Plate Chal& 
Surface . . . easy to reac. 
eisy to keep clean. Wiie 
range of sizes. 






NAMI PLATES 
Desk, Corridor or Door 
Styles. Compiete with let- 
tering. All finishes to match 
any decor. 
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item ¢ 


delivery 


on MIDWEST 


carbon interleave 
business forms 


with no 
inventory 


DEALERSHIPS 
; AVAILABLE 
SEND FOR COMPLETE 
CATALOG AND 
PRICE LIST 


MIDWEST ROTARY “et 


MANIFORMS CO. 


P.0.BOX 112,CARO,MICH., DEPT.120 


MANUFACTURERS FOR THE TRADE ONLY 
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Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted July |, 1958 
2,841,066. Card Mounting Structure. A 
» ¢ A * c Crozet 


2,841,076. Check Writing and Signing Machine 


2 841 151. Separable Ring ‘Binder Attachment for Br ef Case and =the Like 
2,841,152. Adjustable Book Binder. Robert 
2,841,264. Infinite Platen Variable. 
' ‘ ‘ . vines Cort 6 Y 
2,841,265. Dual Strip Fenton "Mechani sm for Ca culat a Machines 
- 841 266 : Pressure Fluid id. Operating Stechas anism for Calcelating | Machines 
2 841 267. "T om ating Device for Typewriting Machine 


Societe de 


2,841,268. Speed Shift. Hazel V. Cantonwine, k City, N 
2,841,410. Semi-Closed Office Machine Stand or Smal! Desk 
Jr i } Kay . r M Ww W } 


Products Corr V e Falls, W 

Granted July 8, 1958 
2,842,050. Master Card for Reproduction by the Spirit Transfer Process. Ansel 
Wright vl Minn., assignor to t Addresser Viinneag 


2,842,244. Machine Operator for Electric Typewriters harles H. G New 


2,842,245. Automatic Transcriber and Composer 
2,842,309. Computer-Typewriter Rog acnesng Er 


- 2ermany ynor to Firn piemag Fe f he Werk t is 

2 842 310. “Type vriter Conteotted Calculators rton F Matthew, Berkeley, 

2, 842 312 Card Reading amet. Donald Wee Daytor )t assignor 
t h h Register Co., Dayton, Ot 

2 842 419 Filing Cabinet Drawer Locking Mechanism n R. Howard, Worces- 
t jr to The Wright Line, In Wor er, Ma 


Granted July 15, 1958 

2,843,131. Divider Plates for Trays. Carl F. W New Cana as- 

et : i Corp New York, N. Y 

2,843 244. Type ‘Lover Motion Devices for Typewriters and Similar Machines. 
Er eld, Germany 

2,843, 246. improvements, in Front-Feed Attachment for Typewriters. Ha Mau- 
re erg, r witzeriand, assignor Ruf-Buchhaltung Aktiengesell- 

2, 843, 247 Roll Paper Rewinding Means for Busines s Machines. Byron A. Runde, 


Fa or to Burrough 


5 843 319. ‘Card | Operated Rotary Contact. Fritz A eutsch, East ange, N. J., 
assig lating Machine Co., Orang N 
2 343 386, Indicator Marking System for Dictating Machines rge Taylor 
Ralr t Sherman Jr Fairfie 1 7 r tapt e 
Cort Bridger 
2 843 684 Pencil Holding Accessory for Telephone Set. August rdir Flush- 
y 


Granted July 22, 1958 
2,843,900. Paper Clip. Roscoe H. Nye 
2,843,901. Corner Paper Clip. Edward Z 


2,843,969. Machine Supporting Structure r Nesse p é Calif., 
assignor t ry an Gabriel, Ca 
2,844,125. Pencil Tip. Charles Eme pry Wehn, A eda, Calif 
2,844,666. Telephone Holders. Frank E erkeley alif 
2,844,721. Signal Generator Error Detector. Morse Minkow, Bronx, N. Y., 
nor to nderw rp., New York f 


Granted July 29, 1958 


2,844,902. Fountain Pen Pistol. S Harry y r., and Tollinger, 
Ct to Gaylord Produ hicago, 1 
2 845, 019 Medi ium Speed Printer. Rudy tiefe Woodside, N. Y., assignor 
2 845 022 Machine-Release Control Mechanism for Cash Registers 
R é Pratt Dayton Ot r to The Nationa Cash 
28 845 047 Writing Instrument. Scott W. Mck ee, Klamatt eq 
2,845,105. Notebook. Eleanor Neas, Want ’ 
2,845,113. Study Board Attachment for Arm Chair ames H enoir, 
“9 “sS 162. End of Sheet Indicating Device. Alfr Enrique f é Aires, 
“2 BAS 188 3. Shelf and Divider Unit. F A. R t, Warr Robert E. 
Gg ¥ Warr F assignors t l Xx Viet Furnitur New York, 
2,845,266. Tape Dis spenser Herbert W ’ r to 
2,845,267. Mail Handl ing Equipment Ernest New N. Y assignor 
2,845,268. Selector Attachment for Addre ng Machines. H h Au- 
2,845,318. Reinforced Moided Desk Tops Brewst hn Riker 
Proctor iv i F. Edgrer Hart : 
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smoker line. Write to: Wear-Ever Aluminum, Inc 
Wear-Ever Building, New Kensington, Pa. /wa 
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this coupon will bring you our new catalog 

JASPER TABLE CO., JASPER, INDIANA 

Please send new catalog with complete details 

NAME 

ee Oo eS 
APES AT re oe Oe STATE ___ 


ae complete group 
of fine functional furniture 
for the office 


‘ “" > | | 
SERIES by JASPER TABLE COMPANY 
JASPER, INDIANA 
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eeeeeeceeeeeeeeo 
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DOME 


Personal 


TAX RECORD 


Specially designed 
for Salesmen, 





4 











Officials, Reasons 
ease Employees and 
DOME Homeowners 
. coRD ~ 
TAX REL your 









*] .00 
DOME Sales 
will ZOOM . . 


more popular than ever! 





DOME Improved PAYROLL BOOK 





—— for Smaller Firms 
; oI Having 1-25 Employees 
00 
; Improved K ® Contains Weekly Summary with 
4 , BOO Cut-Leaf Sheets 
; ‘ PAYROL @ Exclusive Calendar 
: S 50 of Tax Forms 
” ® Exclusive Dome 
Instant FICA Tax 








== 









Have you seen the NEW 


IT’S 


IT’S 


Calculator 


DOME PUBLISHING CO., INC. The Dome Building 357-361 Canal St., Providence 3, Rhode Island 


3563 Jasmine Avenue, los 





VICTOR 


ei 406 is 


It’s new on the market and it’s already the source of great 
excitement. Here’s why... 


CERTIFIED and bears the ‘‘consumer accepted’’ Underwriters’ 
one-hour ‘‘D’’ label. It’s been tested under severe fire conditions by 
the Underwriters’ Laboratories and also carries the SMNA label. 


PRACTICAL. Four different interior arrangements give your 
customer the space he wants for his specific need. Swivel casters 
make it easy to handle. Four attractive colors make it suitable for 
any modern office —or home. 


iT’s LOW IN PRICE. Imagine — Underwriters’ Laboratories “‘D’”’ 





200 


ye VICTOR SAFE & EQUIPMENT 
(VICTOR) 
— 


label Chest-Safe protection, choice of 4 interior arrangements, 
choice of four colors, choice of key or combination lock, complete 
with separate caster base—all for less than any Underwriters labeled 
safe on the market. 



















a 


Angeles 34, California 


Call your Victor salesman tomorrow... 


Remington. 


= 
DIVISION OF SP 


315 FOURTH AVENUE - 


DOME . 
Simplified Weekly 


BOOKKEEPING RECORD 


Why stock a variety 
of slow moving book- 
keeping records ... 
This one book is all 
you need. No Refills 
. . . Same big profit 
on each sale. 


—_—" 











DOME Short-Cut PAYROLL BOOK 


for Firms Having 
1-50 Employees 






A 


No Weekly Summary 


o 

® No Name—No Word 
No Figure is 

e 


payROLt BOOK 









Duplicated 


You Write it Only 
Once 





THE 
VICTOR 
CHEST-SAFE 


is certified to pro- 
tect its paper con- 
tents for a period of 
one hour in heat 
reaching 1700° F., 
or for a period of one- 


DEALER SALES 
N half hour at 2000° F. 


Y RAND CORPORAT 


Seeeeeeeeee eee eeeeeeeee 
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Carter's Ink Co. Overseas Established . . . 





The Carter’s Ink Co., currently observing its 100th anniversary 


in business, has announced the establishment of a wholly 
owned subsidiary, The Carter’s Ink Co. Overseas, S.A. This 
new firm has headquarters in Panama and will concentrate on 
the development and expansion of Carter’s international busi- 
ness. Officers of the company, pictured here left to right, are 
N. C. Hubley, Jr., president; W. W. Fox, secretary; and Donald 
Chadduck, vice-president and general manager 


Guest Book 


H. M. Donisthorpe of Ace Fastener Corp. paid OA a bricf 
visit on July 10 





He had occasion to come to Chicago to call at 
Ace headquarters. His mission accomplished, he had time to 
drop in and say hello. His territory is most of the Fifth District 
NSOEA, his headquarters Columbus, Ohio. 


C. Stuart Goll, manufacturers’ representative whose home is 
in Meadowbrook, Pa., favored Orrick APPLIANCES with a brief 
visit on July 17. Stuart travels New York state except New 
York City, and south to Washington, D. C. He has many 
f dealers in that important area. In Chicago 
to attend the Shriners’ convention, one of the largest and most 


ricnas among 


colorful convention groups this city has witnessed, he stayed 
until the last day, foregoing the program of the final evening 


Hugh O'Neill of National Sales Agency, Baton Rouge, La., 
visited with us by telephone on July 17. He had a busy sched- 
ule and used the phone to save time. After completing ap- 
pointments in Chicago he planned to take up some sales 
activities in Kansas City, Mo 


Rudolph Lang, general manager of the National Business 
Show in New York was an OFFICE APPLIANCES visitor on July 
17. In an optimistic mood, he reported that most of the space 
available for the 1958 show, to be held again at the Coliseum 
during the week of October 20, was sold, some of it taken 
by large companies comparatively new to the industry. He was 
in Chicago during the period of the Shriners’ convention but 
participated mostly in the capacity of spectator. 


Mr. and Mrs. C. Elmer Anderson, Anderson Typewriter Co., 
Pasadena, Calif., favored OFFICE APPLIANCES with a visit on 
July 15. Elmer is a director and former president of the Na- 
tional Office Machine Dealers Association. Following the con- 
vention of that organization which ended on July 2, he rented 
a car and took a Michigan vacation. He drove up to Sault Sainte 
Marie by way of the new Mackinac bridge. Returning the same 
way, the Andersons stopped for three days at Cadillac, Elmer's 
home town. A two-day visit at Grand Rapids followed, plus 
another two days at Elmhurst, a Chicago suburb, before they 
started back to Pasadena. Elmer has been active in affairs of 
NOMDA almost from its beginning and gives freely of his 
time and experience. For many years a Royal Typewriter 
dealer, he sells other types of office machines, filing equipment, 
fountain pens, and other products 
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OFFICE FLOORS 


5 money-saving ideas to 
keep them looking right 


Rubber Cushion Glides. 
Heavy Gauge flat steel 
bases slide smoothly. 
Rubber cushions absorb 
shocks, provide flexible 
joint. Nail and socket 
types for wood. Umbrella 
and spring types for 
tubing. 


No-Mar Furniture Rests. 
Rich brown phenolic resin 
composition bases spread 
weight, protect floors, 
rugs, carpets, other ‘‘soft”’” 
flooring. Socket and “‘drive- 
on"’ types for wood, spring 
and expanding types for 
metal. 

No-Mar shoes and cups. 
Soft rubber desk shoe fits 
square desk or table leg 
like a glove, protects 
floors, won't slip. Round 
and square “Atlasite” 
cups also available. 








Steel shoes for wood or 
metal furniture spread 
weight, protect floors, 
provide sliding action. 





Feltoid tips for light furni- 
ture or accessories, pre- 
vent scratching of highly 
polished floors and sur- 
faces. 





Office appliance dealers, there’s good money in these floor 
savers. And when you sell “Bassick’”’ you offer the best 
known, the best in quality—and a guarantee of satisfaction 
to your customers. Ask for them, as well as Bassick Casters, 
on the furniture and equipment you sell. The Bassick Com- 
pany, Bridgeport 5, Conn. In Canada: Belleville, Ont. 6.32 


THE 

BASSICK COMPANY B 5. Ay 4 
BRIDGEPORT 5, CONN. a iC 

IN CANADA: SYMBOL OF EXCELLENCE 





BELLEVILLE, on. = 


MAKING MOR HIND) OF CASTCRS ... WARING CASTERS OO MORT 








Distinctively 
y BENTSON,3 


Distinction is earned 

not bought! Forty 

years of sound engineer- 

Tate clio lela iolmaclriisaicols 

have earned Bentson products 

a distinct reputation for quality 

performance and dependability. 

Those who want real office comfort 

and prestige quality always buy 
Bentson ! 





Bentson dealers appreciate the ad- 
vantage of product distinction. The 
class and flexibility of the Bentson line 
meet exacting customer requirements 


Distinctive quality for the 
receptionist, clerk or top ex- 
ecutive. Available in a wide 
range of decorator’s colors 
to enhance the beauty of 





any office 


Desks, tables, modular units 
and filing cabinets, with 
matching companion pieces 
are available in a variety 
of styles, top sizes and func- 





tion for any office need 


All Bentson desks feature 
interchangeable drawers 
with optional drawer ar- 
rangement. Rigid construc- 
tion throughout — double- 
walled box drawers and re- 





inforced framework 








Bentson files make clerical 
work easier. Smooth drawer 
operation on ball bearing 
cradle suspension. Models 
available with or without 
thumb latch or general lock 


ta 
: Se 
oS ; < 4 
Sad NU 














Write for our 
new catalog y - 


r* The BENTSON Mfg. Co. 
651 HIGHLAND AVE. 
AURORA, ILL. 
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Buxton & Skinner Installation in St. Louis... 





Buxton & Skinner Printing and Stationery Co. in St. Louis 
recently completed this installation of a general office for the 
Allen Foods Co. of that city. The company selected Art Steel 
Co. Inc. executive series desks and office modulators (desks 
combined with 24-inch wide typing sections) all in frost tan 
finish with Duramica tops. The under-top sliding door units 
and swivel typewriter chairs were also by Art Steel 


Complete Merger in Pennsylvania 
Of Cotterel Co., Five Affiliates 
HARRISBURG, PA 

The merger of five retail stationery office supply and equip- 
ment companies with the Cotterel Co. of Harrisburg completes 
negotiations that began January 1, 1958, according to Sev W. 
Laskowski, president and general manager of the surviving com- 
pany 

These five companies, although affiliates of the Cotterel Co., 
were separate corporations. Since the completion of the merger 
they are subsidiaries and will retain their identity as Cotterels- 
West, West Shore Plaza, Lemoyne, York Office Supply Co., 
York, Cotterel-Reams, Lancaster, Cotterel-Sunbury, Sunbury and 
Cotterel-Lewistown, Lewistown. 

Spokesmen for the company stated that the merger was ac- 
complished primarily to simplify accounting procedures but al- 
so to establish one common corporate stock at a low par figure 
which would enable more of the 97 employees to purchase a 


stock interest in the corporation. 


At a meeting of Cotterel Co., stockholders held after the com- 
pletion of the merger the following board members were 
elected 


Sev. W. Laskowski, Harrisburg, chairman; R. O. Deitrich, 
Hershey: Robert E. Laskowski, Colonial Park; Donald Free, 
Blue Ridge Park; Joseph Larish, Lancaster; Frank W. Laskow- 
ski, Atlanta, Ga.; Dwight Gardner, Lebanon; Leroy Laskowski, 
Sunbury; Samuel Kaufman, Mexico; Walter Anderson, York, 
and Clifton Conn, Harrisburg. 

The board of directors elected the following officers: S. W. 
Laskowski, president and general manager; R. O. Deitrich, 
treasurer; Donald Free, Secretary; Kenneth Keith, assistant sec- 
retary; Robert E. Laskowski, vice president and assistant treas- 
urer; Leroy Laskowski, vice-president; Joseph Larish, vice-pres- 
ident; Samuel Kauffman, vice-president; Walter Anderson, vice- 
president; and Frank W. Laskowski, vice-president 


Other Cotterel affiliates are Wholesale Stationers Inc. and 
the Ad-Service Co. with offices in Harrisburg 

Dwight Gardner, a member of the board of directors with 
residence in Lebanon, stated that negotiations are in progress 
to merge with a Lebanon company in order to give the Cotterel 
interests a base of operation in Lebanon County 


House of RanSu Opens Showroom 


The House of RanSu, manufacturers of occasional tables, 
pictures, clocks and wall decor, has taken showroom space at 
One Park Ave. in New York City. The firm is in Room 709 
and will be open daily. 
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SENTRY STANDARD 


Big-safe features include Vermiculite 
insulation, heavy all welded con- 
struction, built-in 3-number com- 
bination lock, heavy duty bank vault 
type lock bar, baked enamel finish. 
Dimensions: Outside—244” x 1744” 
x 1744"; Inside—15” x 12” x 13” 
(2340 cu. in.) Weight: 260 Ibs. 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


Here’s everything your customers want in 
a personal safe —quality construction, mod- 
ern design, and proved fire-and-theft re- 
sistant features. In fact, all new single 
compartment SENTRY floor safes carry 
the U.L. Class C label indicating 1-hour 
1700°F. fire test, 2000°F. explosion hazard 
test, and 30 ft. drop test. Yet you can sell 
these SENTRYS for 35% to 50% LESS 
than labeled or unlabeled safes of compa- 
rable size and quality. ..and make your full 
profit. That’s because SENTRY specializes 
in mass production of just one basic type 
safe—with resultant savings. 


Every Home and Business a Prospect 
Every householder, professional man, farm- 
er and small businessman is a prospect for 
a personal safe ... yet only 5% own one. 
Why not cash-in on this virtually untapped 
market? Write today for details. 


America’s Lowest-Priced Protection! 


Tw SENTRY SAFES 





SENTRY 
Safe-and-Cabinet 


Exclusive! Genuine African mahog- 
any cabinet (also available in walnut 
or blond) conceals safe... makes a 
handsome end table, night stand, 
TV base. Sells for less than most 


comparable safes ALONE! 


JOHN D. BRUSH 4 CO., Inc. ousiuulinies $119-95 


545 West Ave., Rochester 11, N. Y. 


Suggested List $79-95 


Standard discount plus adv. allow. 













| RY MAJOR—Same as above but 18% “ deep inside—$113.95 Standard discount plus adv. allow. 
= 2 CENTRALS BETTER BUYS! 
ia / Kolledg 4 
‘7 xt STEEL WASTE BASKETS 
id Ba. § © Roll Edge rim 
ow a Easy to lift! 
x —~ . j e Inverted bottom 
W. 7 ® Tapered design 
— ® Popular size 
we and colors STEEL BOXES 


One of Central's complete line of 

Cash, Bond and Utility ,boxes 
TEN STYLES 

One-piece construction—Heavy 


gauge steel—Rounded corners— 
Hammered silver finish. 


See your Jobber or write us 
for complete details. 


CENTRAL can company 


2415 WEST 19th STREET, CHICAGO 8, ILLINOIS 





Easy to Lift! 


| See our convention exhibit at Booth 122 
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SAME OLD STAND AY 
ROOM 612-A ww a 
NSOEA of 
CONVENTION 
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autoMATI 
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SOLD because they 
are engineered and 
built for USE 


DUO-MATIC 
POSTING TRAYS 
AND STANDS 


ee ~ i 


ng * 


PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 





TILT-O-MATIC 
TRAYS 


(For Register Forms) 


Si, 





V-MATIC TRAYS 
(Small Capacity 
Containers) 





HANDI-MATIC TRAYS 
(For writing board and 
machine accounting rec- 
erds requiring small 
capacity containers.) 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES 
Ask for complete information on 

sizes and prices 





MeL _MEAD-LEE Associates 
SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Grecsacton 
1721 Elmwood Ave., Buffalo 7, N. Y. 


Write today 
for our new, 


complete catalog 
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Shipman-Ward Host to IBM Training Class... 






all 


Shipman-Ward’s facilities in Chicago were made available to 
hold the IBM training class sponsored by IBM and NOMDA. 


Pictured in first class are: FRONT ROW—Arthur E. Streck, 
field manager, IBM, Chicago; Peter Matheson, Matheson 
Service; Paul Matuna, Mid City Typewriter Exchange; Chick 
Hayna, Kraft; William Gilmore, Accurate Business Machine 
Service; George Namen, Benbow Office Machines; REAR ROW 
—Bud Johnson, International Typewriter Exchange; Roy M. 
Faber; Jim Provencal, Miner Business Machine Co., Kankakee, 
lll.; Dick Franks, Peter Paul Mechanical Service; Bill Crawford, 
Kill’s Indiana; Bud Brankey, Schmidt Typewriter Service; Ross 
Schroeder, Vick’s Office Machines; Bob Jarvis, LaGrange Type- 
writer Service, and Harold Wagner, Wagner Typewriter Sales 
& Service. Interest is continuing to grow and dealers or service- 
men interested in the course should write his local association 
or Harold Mann, executive secretary of NOMDA, 1542 Hill- 
hurst Ave., Los Angeles 27, Calif 


NOMDA Members Get Group Life Insurance 


The latest important benefit of membership in the National 
Office Machine Dealers Association is that of group life in- 
surance, now available to members. The plan went into effect 
on August 1 with several hundred dealers and their employees 
covered 

Group life insurance is not available to companies with 
only a few employees, but through NOMDA, all dealers may 
enjoy the privilege of this protection through the combined 
enrollment of dealers everywhere. All companies with two or 
more full time employees are eligible. It is expected that this 
exclusive benefit will draw scores of dealers into NOMDA to 
take advantage of something they could not otherwise have. 

“As time goes on, the dealers of the continent will wake up 
to just exactly what they have in this group life plan and will 
flock to the NOMDA banner in droves,’ commented Charles 
Meyers, president. “There is no substitute for this insurance. 
It is the cheapest protection anyone can buy for their loved 
ones and we cannot urge strongly enough that every NOMDAN 
enroll for its tremendous benefits.” 

The Minnesota Mutual Life Insurance Company is the carrier 
of the plan and reports that a large number of dealers have 
already signed up for themselves and their employees. As a 
means of non-member dealers, the NOMDA office 
will answer all questions relating to the procedure necessary 


assisting 


to obtain this insurance. 


Two New Locals Affiliate with NOMDA 


The rapidly-growing family of local associations affiliated 
with the National Office Machine Dealers Association was en- 
larged by two fledgling groups in recent weeks. Northern 
Colorado dealers banded together under the name of Northern 
Colorado OMDA as a result of energetic work on the part of 
K. M. Ford of Boulder. Their charter was unanimously granted 
by the board of directors. 

Officers of the new local are Ford, president; Al Bachman, 
of Greeley, vice-president; and Don Nolan, of Boulder, secre- 
tary-treasurer 

The 43rd local association to become affiliated with NOMDA 
is the Central Wisconsin OMDA which was granted a charter 
in July. This group of dealers formed an organization undef 
the guiding light of Ken Jensen of Wausau. Their application 
for affiliation was also granted quickly by NOMDA and the 
group is now fully a part of the national organization 

Officers are L. C. Jensen, president; John J. Dushey, vice- 
president and Ken Jensen, secretary-treasurer. 


OA--9/58 





nal 


ect 
ees 


ith 
1ay 
1ed 
or 
his 
to 


up 
vill 
rles 
ice 
ved 


AN 


rier 
ave 
Ss a 
rice 
ary 








FUNDAMENTALS INTRODUCES WALNUT TO THE GENERAL OFFICE 


fundamentals replaces the old “assembly line look” of general office arrangements with 
modular desk units that combine the warmth of wood with the sturdiness of concealed all 
steel frames. And plastic tops that resist stains and abrasions are both handsome and 
practical. Easily interchangeable, fundamentals groupings can be efficiently expanded, 
or rearranged at any time. For office planning on a budget, plan first on fundamentals. 


EXCLUSIVE 
DEALER 
FRANCHISES 
STILL 
AVAILABLE 





Dy 


1601 Willow Ave., Hoboken, N. J. Lodi,N. J. Noblesville, Ind. McGregor, Texas 
BE SURE TO SEE fundamentals AT THE NSOEA CONVENTION SEPT. 27TH—29TH, AT THE CONRAD HILTON HOTEL, CHICAGO. ROOM S21A 





PS-S-sST... BOOTH NINE 
oe 


\ Yes...I said 


\> BOOTH 9 


at the NSOEA Convention 


» 


in CHICAGO, Sept. 27-Oct. 1 


e See your QUALITY PARK salesman 
e See new QUALITY PARK items 


e See the QUALITY PARK color 


‘ REMEMBER=BOOTH © slide sales presentation VIS-U-SELL 


In the Conrad Hilton Exposition Hall... e Visit QUALITY PARK’S private 
and don’t miss QP’s WIGWAM ROOM. “WIGWAM ROOM” 
ePRK 6 


” 
ii 


QUALITY PARK ENVELOPE CO. ¢ <2 % 











General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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The following is published by International 
Business Machines Corporation, in accordance 
with the provisions of the Final Judgment entered 
Jan. 25, 1956, in Civil Action No. 72-344, United 
States District Court for the Southern District of 
New York: 


SECTION V 


(a) IBM is hereby enjoined and restrained from 
acquiring any used IBM tabulating or electronic data 
processing machine owned by another person or the 
Service Bureau Corporation hereinafter provided for 
in Section VIII of this Final Judgment otherwise than 
as (1) a trade-in on a purchase of a tabulating or elec- 
tronic data processing machine from IBM or (2) a 
reasonable credit against sums then or thereafter pay- 
able to IBM by a customer. 


(b) IBM is hereby ordered and directed to solicit, 
in the manner specified in the provisions of paragraph 
(c) of this Section V, from dealers in second-hand 
business machines orders for the purchase of any used 
IBM tabulating or electronic data processing machines 
acquired by IBM pursuant to paragraph (a) of this 
Section V. The price charged by IBM for any such 
machine shall not exceed 85% of the price computed 
pursuant to paragraph (c) (1) of Section IV of this 
Final Judgment. 


(c) IBM is hereby ordered and directed: 


(1) within one year after the entry of this Final 
Judgment, and each six months thereafter for a 
period of five vears, to cause the provisions of this 
Section V to be published in at least two trade jour- 
nals of general circulation among dealers in second- 


hand business machines: 


(2) commencing one vear after the entry of this 
Final Judgment, to furnish at intervals of not more 
than 30 days to all dealers in second-hand business 
machines who shall within the preceding 180 days 
have made written requests therefor, and to at least 
one national trade association of such dealers, a list 
of all tabulating and electronic data processing ma- 
chines acquired by IBM pursuant to paragraph (a) 
of this Section V since the date of the making of 


the last such list, and the prices thereof: and 


(3) to keep all machines listed in the information 
furnished pursuant to subparagraph (2) of para- 
graph (c) of this Section V available for inspection 
and purchase by one or more of such dealers for a 
period of 60 days after such information shall have 
been furnished. 
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Busher Succeeds Taylor 
As Friden’s Executive 


Robert E. (Bob) Busher is announced as Friden, Inc., new 
executive succeeding Larry B. Taylor as vice-president and gen- 
eral sales manager. 

Effective date of the executive change was August 1 

Vice-president Busher comes to San Leandro, Calif., from the 
managership of the company’s agency which he founded in 
Cleveland. 

“His years of experience, sound judgment and thorough un- 
derstanding of the problems encountered on the sales firing 
line make him a natural for the executive post,” says President 
Walter S. Johnson. 

For the past year Mr. Busher has been a consultant to Friden 
management on sales matters. 

Mr. Taylor resigned from his positions to engage in his own 
business devoted to devising, installing and supervising data 


processing systems. 


Sheaffer Rigs Up Unique Sealer 


Faced with the problem of sealing about 40,000 envelopes 
size 10 x 7 inches daily for several months, the Sheaffer Pen 
Co.'s shipping department devised a custom-built sealer to han- 
dle the job which was much too big for its standard equipment. 

When the big pen company embarked on a special school 
promotion this spring its shipping personnel discovered that 
the standard sealer, designed for flexibility, could not perform 
satisfactorily with such a volume of envelopes of the same size. 
In two weeks the engineering department, working with the 
shipping department, devised a sealer specifically for the school 
program. It has a capacity of 3,200 envelopes an hour. 

Because it is designed to handle only 10 by 7-inch envelopes, 
it is unlike any standard sealer. Mechanically simple, it fea- 
tures ease of operation and a minimum of wear on parts. 

Envelopes are carried through the sealer on V belts. Water 
for the moistening rollers is supplied from a one-gallon jug. 
This lasts about eight hours. For better sealing, the water is 
electrically heated to about 120 degrees. The level under the 
rollers remains constant, since water flows from the jug only 
as fast as it is used. 

After leaving the rollers, the envelopes are sealed as they 


pass through three sets of steel springs 


Moves Into New Store in Springfield, Ill... . 


we 
oa 


: 


won 


Company. INC. 


The Springfield Stationery Co. operated by J. A. Peck, former 
governor of Sixth District NSOEA, has moved into a new store 
(here pictured) at 217 East Monroe St., Springfield, Ill. It is 
hoped to have the store completed for grand opening around 
September 13 and at that time Mr. Peck will have one of the 
largest floor displays in Central Illinois 
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as INDIVIDUAL as 
your SIGNATURE... 


THE DIPLOMAT Changepoint’s new and distinctive pen 








f Ben 


set for individual use and office standardization. Available 


in chrome or gold alumalite ball pen or fountain pen. 


TELEPHONE Di 3-7965 547 SOUTH ROCKFORD 


TULSA 20, OXLANOMA 
IT’S NEW 


DIPLOMAT 
$3.95 

















UNGROUND — 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 





Hq: the streamline banking envelope that can 
increase your sales and profits. It's the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit . . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10 . . . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 

SEE THESE NEW ENVELOPES TOGETHER WITH THI 
* COMPLETE JUSTRITE ENVELOPE LINE AT BOOTH 

NSOEA CONVENTIION, CHICAGO, SEPT. 27 - OCT. 1. 


Two Modern JUSTRITE Factories 











J NORTHERN STATES ENVELOPE CO. 
uS 


300 East Fourth Street e Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W ° Atlanta, Georgia 











Sold for Resale Only 


| 
| 
| 





Traveling Hermes School Visits Dealers .. . 
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The inside story on Hermes typewriters is demonstrated by 
Emil Bally, one of the instructors of the traveling Hermes serv- 
ice school which held classes this summer in Indiana, Ohio, 
Pennsylvania, and New York. Here Mr. Bally shows how to 
check tolerances to, left to right, Vernon O’Rear, Allied Office 
Machines, Cleveland; Clayton Hogg of S. Rose, Inc., Cleve- 
land; and Fred Berkman, Allied Office Machines, Akron, all 
attending a session in Cleveland. 





Dates to Remember 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel. 


Dealers Assoc 1ation, 


Octeber 9-11. Canadian Office Machine 


Quebec City 


October 20-24. National Business Show, New York Coliseum, 


New York City. 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City, Stationers Association of New York—Metropolitan 
Travelers Club. 


Third division of National 


Dealers 


October 27-28. regional 
Office Machine 


Country Club, Grossinger, N. Y. 


eastern 


Association convention. Grossinger 


WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 


September 13—Pacific Coast and Mountain States, Mark Hop- 


kins Hotel, San Francisco, Calif. 


September 17—Western Canadian Provinces, The Vancouver, 
Vancouver, B. C 


October 17-18—Mid Atlantic, Southeastern and Mid Western 
areas of eastern district, Pocono Manor, Pocono Mountains, 
Pa. 

NOFA MEETINGS 
October 12-16—Advanced Management Seminar for all who 


have participated in basic seminars, Kellogg Center, Michigan 
State University, East Lansing, Mich. 


Branch Sales Manager Chosen 


Raymond K. Engel has been named branch sales manager of 
the Remington Rand Univac Division in Columbus, Ohio. He 
began his career with the firm in 1941 in the Cleveland branch 
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modern steelerait... 
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10 Roller bearing heavy duty FULL SUSPENSION cradle 
@ Full 26” filing space in every drawer 

Symphonic, lusterous, permanent finishes of olive 
green or modern grey 

Rugged construction with multiple reinforced uprights 
Beautifully designed with solid aluminum hardware 
Positive follower block . . . easy to operate 

Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 

All models available in letter or legal sizes and with 
plunger locks 


Puzzled on how to turn shoppers into customers? . . . Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 


Visit displ at the N.S.O.E.A. Show, Booths 
s01W ead Sow _ - Write for catalogue showing our full line of easy 


selling, high profit office furniture. 





modern steelcraft inc.% 
2973 Cropsey Ave.- B’klyn.14,N.Y. 

















\ CHRISTMAS SELLER 








Here’s brand new, substantial sales-lifter! Original, useful, at- 
tractive, for holiday gift-business and year-round selling! For big 
Fall sales to high school and college students too, for use in English courses, 
















ZF typing, and now-emphasized Math. and Science studies. 
. JET TRIO, complete with 
NO. 800 i P COMPLETE SET IN ATTRACTIVE, 
| No. 827 Jet yray rubber core, for erasina nk and typewrit ng. TRANSPARENT-PLASTIC CASE 
1 No. 838 Ball Point Jet, green rubber core, for erasing writing in ball SELL JETS IN SETS! 
alah bak and thal anit taille tet ORDER YOUR NO. 800 JET TRIO SETS NOW! 
1 No. 825 Jet, red rubber core, for pencil erasing and cleaning. 
1 Refill in each of the three textures. 


Handy cylindrical eraser in transparent plastic holder with pocket clip. 
Holder tip unscrews so eraser may be moved outward. Not a mechanical 
gadget. Nothing to get out of order! 


ONE OF THE THREE! 


This No. 838 Ball Point Jet is one of the 
three numbers contained in the No. 800 
Case, along with refill. Jet Erasers Nos. 
827, 838 and 825, and refills that bring 
profitable repeat business also available WELDON ROBERTS RUBBER CO. 
in dozen packings and on self-selling dis- 365 Sixth Avenue, Newark 7, N.J. 
play cards. World's Foremost Eraser Specialists 







Correct Mistakes in Any Language 


OA-9/58 209 





Eagle Office Merged Into 
Millington Lockwood, Inc. 


BUFFALO, N. Y 


A merger of two of Buffalo's old stationery and office equip 
ment companies has been consummated. The Eagle Office 
Equipment Co. Inc., 265 Main St ; merged into the 74-year- 
old Millington Lockwood, Inc., whi has been in the Ellicott 
Square for 62 years. 

Millington Lockwood will be tl ontinuing company. Its 
president, Hugh D. Wharton, Jr., elected president of the 
merged companies. Richard B. Lockwood, son of the founder 
of Millington Lockwood, was elected chairman of the new 
company. 

Other officers elected are: vice-president, Ray G. Hoemke; 
treasurer, Russell Koen, and t Charles A. Smith. Mr. 


Hoemke has been a vice-president Millington Lockwood, 
Mr. Koen has been a vice-president of Eagle Office Equipment 
and Mr. Smith has been secretary of Eagle 

Edward H. Geisendorf, president of Eagle since 1940, is re- 
tiring as an active officer but will continue as a director of the 
merged companies. 

“We are making plans to consolidate our operations in the 
Eagle Building at 265 Main,” Mr. Wharton said 

“This building is a part of what is becoming the crossroads 
of Western New York and we feel it is an ideal location for 
our merged and expanded operations.” 


Fay Young Buys Tulsa Firm 


TULSA, OKLA. 

The Fay Young Typewriter Co., 620 S. Main St., in Tulsa, 
Okla. has purchased the Kensinger Office Machine Co., 1122 
S. Harvard Ave. 

R. L. Kensinger, former owner of Kensinger, has joined 
Fay Young as head of its duplicating machine department. He 
has been assigned northeastern Oklahoma as his territory. Mr. 
Kensinger, who has been in the office machine business since 
1948, operated a company in Sapulpa, Okla., until moving his 
organization to Tulsa two years ago. He will continue han- 
dling the Rex Rotary Mimeographing Machine Co. line for the 
Young company. 

Bill Smith and his father-in-law, Roy Lindley, are owners of 
the Fay Young Typewriter Co., partners since December, 1953, 
when they started the Electric Typewriter Service Co. in Tulsa 
On January 1, 1955, Electric Typewriter Service Co. merged 
with Fay Young Typewriter Co. and a year later Smith and 
Lindley purchased Fay Young's interest. Smith is secretary of 
the Oklahoma Office Machine Dealers Association 


First Equipment Shipment from New Plant... 


r- 





The fifst shipment of steel office tables to come off the assem- 
biy lines at the new Haskell plant in the Oakmont area of 
Pittsburgh was flown on a C-47 army plane enroute to a south- 
ern California air base. The old plant was dismantled and set 
up in its new home within three week 
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When a customer buys an 
Atlas System from you he 
immediately becomes a 
prime prospect for more 





Build Atlas equipment . . . for 
Atlas Hangers at regular 
intervals ... and for ad- 

continuous ditional Atlas Cabinets as 
his expanding require- 

repeat ments exceed the capacity 
of his original Atlas Sys- 
business tem. A good idea: check 
your past Atlas customers 
now for more Atlas busi- 
with ness today! 


VERTICAL 


ATLAS “nunc 
SYSTEMS 


FOR NEGATIVES ¢ OFFSET PLATES * STENCILS 
SKETCHES » ARTWORK « MASTERS « X-RAYS 


e FAST 

e EFFICIENT 

e ECONOMICAL 
SAFE 





ATLAS CABINET S—<c complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28° deep. 


ATLAS HANGERS-over 20types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Your tie is waiting for you at Booth 303, NSOEA 





Vis 


STENCIL FILES CORP. 


16716 Westfield Ave. © Cleveland 10, Ohio 
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Sell Multi-Rite Systems . . . 
Watch Your Profits Soar ' ; WEEKLY. EXPENSE RECORD 


— RECEIPT FILE — 
Let Multi-Rite “one write” pegboard NEW! 
accounting systems blast your way to LD 

top o> Ee A> 

soaring profits. Each Multi-Rite instal- Asm »\ SAVES RECEIPTS! 
lation starts a “chain reaction” of sup- £\ 2. (\\ 
plementary business . . . plus repeat 
business on Multi-Rite Forms. 


OwmaNS 





@ Greatest improvement in 
years 


@ Lists all conceivable ex- 
pense items. 


Systems selling upgrades your whole 
sales effort — places your entire line 
on an easy-to-sell customer service 
basis. 


@ Systemizes the saving of 
odd-size receipts to cor- 
respond wit record. 
(Acceptable Proof). 


Carbon @ Inside coat pocket size. 





So don’t wait! Investigate the ad- 
vantages of a Multi-Rite dealership. 22 
Different time-and-money-saving sys- 









Automatically 


tems for every type of business. . . and 

Multi-Rite is a preferred line in peg- 7 Condensed eoonthty and 
. yearly summary sheet in- 

board accounting. Ask your account- cluded with each set. 


ant. @ Economically packaged in 


. ‘ . sets of 50 for 1 year supply. 
A number of territories still open for 


profitable dealer franchises. Write to- © tn oe Se 
da) for complete details! copy for the home office. 
FREE ON REQUEST—ILLUSTRATED FOLDERS @ Thousands in use already. 
ON STOCK SYSTEMS FOR GENERAL USE. @ Sold through dealers only. 


THE C. E. SHEPPARD CO. ste for senties ack tt ei 
Established 1900 N. E. BOWMAN CO. 


- * Island i to Teve 
ee a 2442 NW. Blivd., P.O. Box 5772, Columbus 21, Ohio 























stop 


oe ot - eA —e 
REVOLUTIONARY NEW FREE-FLOWING 


PASTE-TYPE 
DUPLICATING INK 


FOR SINGLE CYLINDER MACHINES 
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Gone forever is the mess inevitably caus- 
ed by liquid inks! Wonderful-Guaranteed- 
No-Drip IMPRESS “Print Dry” PRINT-O- 
PASTE STENCIL DUPLICATING INK 





Shien Wile flows freely from the tube and through the 

: * pad, yet it gelates on contact with the 

NEW IDEA in INK PADS cylinder. Positively will not drip, smudge, 
for extra profits separate or offset! Prints clean, sharp press- 

Convert your customers’ machines like copy. Ideal for all open or closed 


to silk-screen process with PRINT-O- brush type single- cylinder duplicators. 
Paste ond new patented silk-screen 
ink pad. 120 to 200 extra-sharp 


copies per minute. Types for all STOCK UP TODAY! 


single-cylinder duplicators. 











*Pat. Applied For 











SEE THE SENSATIONAL NEW PRINT-O-MATIC MACHINES AT BOOTHS NO. M58- 59 NSOEA “CONVENTION 
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Richard Best Holds Sales Meeting ... 





Pictured above are some of the sales representatives and exec- 
utives attending the Richard Best Pencil Co.’s sales meeting 
June 16-20. Daily meetings familiarized the sales force with 
new products and latest manufacturing advances with particu- 
lar attention given to the Damascus drawing and ball point 
pen lines. Golf was enjoyed at internationally-famous Baltusrol 
Golf Club and the meeting ended with a banquet at the club. 


Canvas Products Corp. of Fond du Lac 
Purchased by J. M. Nash Co. 


Sale of the Canvas Products Corp. of Fond du Lac, Wis. to 
the J. M. Nash Co. of Milwaukee has been announced by Her- 
man J. Jongebloed, chairman of the board of Nash, and Adolph 
Kluge, president 





The Nash company is the leading manufacturer in the United 
States of sanding machines for all kinds of turned wood and 
plastic products. Jongebloed and Kluge pointed out that the 
purchase of Canvas Products Corp. was a continuation of a 
policy of expansion through diversification 


The new owners announced that there are no plans for chang- 
ing the operational methods of the company or company policies 
which have enabled Canvas Products Corp. to progress success- 


fully during its 60 years of existence. The only change was in 
the top management ofthe company. Arnold F, Firle, 46, for- 
mer vice-president, was named to the newly-created post of ex- 


ecutive vice-president and general manage! 

Canvas Products operates also under the names of Can-Pro 
Corp., National Sports Co., and Fond du Lac Tent & Awning 
Co. Its products are sold through five departments which are 





set up almost as separate businesses with their own inventories, | 
planning, and sales. 


Brings Profits to 
| Chair Mat Sales 
To assure exclusive designs and added economy in the pro- 


j A few months back, chair mat sales were : duction of the new line of Stempco Colo clipboards Stempel / 


Stempel installs Special Press 
To Manufacture Chipboards 


| made as a customer service. That was Manufacturing Co. of Dallas, Tex., has installed a rotary print- 

before Floor Show . .. the new transpar- ; ing press for applying the colors and designs to the hardboard 

ent chair mat that has become an integral ; stock for these clipboards. Printing is from rubber plates up to | 
part of tasteful office decor. ' a maximum size of 24 x 60 inches on a revolving platen, mak 

| This new mat Jets the beauty of fine floors ing possible a continuous, economical production line process 


and carpet be seen .. . but it does much Stempco Colo clipboards, exclusively designed in the Stempel 


more ... it actually lends an atmosphere 
of richness . . . a touch of elegance that 
must be included in fine office decoration. 


Show Floor Show to your customers and 
you'll make sales. Show Floor Show to 
your prospects and you'll make customers. 
Call, write or wire today for dealer infor- 
mation. 


As advertised in Business Week. 


PRODUCTS 


©. Box 1440 Fort Worth 1, Texas 
3214-Fort Worth AN 2-1588-Dallas 


ffice and warehouse: 


ston 20, Texas Phone WA §8-3494 


n principal cities 


*Potent Applied For 
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factory, feature steel clips with special colored surface treat- 

ment in six different colors and boards finished in a variety of 

color designs harmonizing with the clip colors. Colo clipboards 

are nationally distributed through office equipment stores, and 
| 


customer acceptance has been extremely gratifying said Wolt 
C..Stempel, vice-president in charge of sales 


Salt Lake City Firm Represents Peerless 


Mid-West Office Supply Co., 60 W. Second S., Salt Lake City, 
Utah, has been appointed to represent the complete line of 
Peerless Dri-Stat office photocopy equipment and materials in 
the state of Utah, according to an announcement by Arthur W. 
Taber, vice-president in charge of sales for Peerless Photo Prod- 
ucts, Inc., Shoreham, N. Y. 

Celebrating its 20th anniversary this year, Mid-West Office 
Supply Company is headed by Clyde Powell and Clyde Ed- 
munds, with Keith C, Casper as sales manager. The company 
also distributes Heyer and Speed-O-Print duplicating machines 
and supplies, Mosler safes, and an extensive range of office 


furnituré 
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... with the New sales conditioned 
FLIP OUT DISPENSER BOX! 


A packaged product that sells itself, 
opens a bigger field of Business 
Opportunity. 


Write for FREE sample Dept. NS 


@ Bree 


BUSINESS FORMS 
P. O. BOX 10425 







DALLAS 7. TEXAS 


During the convention visit our booth No. M44. 


Easy Folding 

* Compact 
Storag 

* DuHoney 20 
Safety Lock! 

* Beautiful Smooth 
Tops 

* Double Bracing! 

A COMPLETE LINE OF 
FOLDING TABLES 


Wide range of styles and sizes 
Choice of tops 


5 year quarantee on 
all Midwest Legs 





CHORAL & BAND STANDS 


Midwest Folding Tables feature the 
xclusive Du-Honey 20 safety lock 
that secures the legs automatically 
in both the folded and the extended 








positions. Improved leg design gives FOLDING 
added strength with greater comfort. | PLATFORMS 
All-welded construction. Extra strona TABLE & 
under-bracing with tops laminated to CHAIR 
frame by special hot press glue proc- CADDIES 


it 


Me 


ess. Reinforced recessed steel apron. 
SALES 


<2. FOLDING PRODUCTS 3:3: 
Dept. 58E, ROSELLE, ILLINOIS 
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To Small Business 
and Homeowners 


FREE Profit-Revealing 
illustrated booklet 
introduces a brand new 
merchandising concept 
in the small business 
and home Safe market. 
Write today—- 
for this fully illustrated 
book and detailed 
price list including 
new liberal 
discount plan. 














J@®ee0e0ee@ 


PUNNETT CORPORATION 
DAYTONA BEACH, FLORIDA 








MORE 
PEOPLE 
BUY 


MARKING DEVICES 





MELIND COMPANY e 3¢ N CHICAGO AVENUE e CHICAGO 
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A proven way 
$ to accumulate 


$ money 

























STEEDS S<7RONG 


COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitall 
Kwartet * Tubular * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 






Write for Information! 


HANNIBAL, MO. 





THE C. L. DOWNEY CO. 








STARK CALENDARS... 


As essential to the Office as 
Spark Plugs 
to a Car 





“+ EASY TO READ 
STARK .... * EASY TO USE 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 
write or phone for complete details 

“IN CALENDARS THE QUALITY MARK IS STARK” 





STARK CALENDARS éicornorated 


100-112 BISSELL ST. * PHONE 32% » JOLIET, ILL. 
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THE NEW 


ROBERTS 49 


TOPS IN 
SALEABILITY 


2 





a aay 
R 49 
Cc 4 a 
p rr pay. 
| et 
oI] 
p 
C ke the d 
the rich c a 
°| ar ell. TI 3 
Leer tomers happy. Weighs only 13 ounces. Three m 
9 € aee y °| K 
7 Or y m 
Rok machin F J 
Roberts Numbering Machine Div R Ma 


700 Jamaica Ave B 


See us at Booth M-42, N.S.O.E.A., Chicago, Sept. 27-Oct. 1. 


FOR DISTINCTIVE, USEFUL DECORATION , « 


Hammond 


Standard Editio 



















A 


. Pt 





stocking i At only $1.00 each, 


n Wall Maps 


World «¢ United States 
North America «¢ Asia 
South America * Europe 
Canada « Africa 
Australia & Pacific 


ons. Popular 
$ perfect for 

playroom, 
I i [ olded and inserted 


12” booklet 
ng jacket and 





are extremely 


The World's Most 


AUTHORITATIVE 


Map Series 


ae 
seeteets *4991 — - 


oes 


Breen een 


Se FREE—handsome, versatile dis- 

er Play rack tor eye-catching pres 

2 entation of maps and atlases 
Write for details. 

Why not investigate the many 

opportunities offered you by the 

inna —  * oo j ot extensive line of Hammond maps, 

= atlases and globes. Call or write 


today for vour copy of the latest 


C. S. Hammond catalog 










Maplewood 
New Jersey. 


C.8. Hammond & Co. 
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150-Millionth Pen Given to Sheaffer... 


Scare g< 





The 150-millionth Sheaffer writing instrument, a new Lady 
Sheaffer fountain pen, is presented by A. W. Brown (left), the 
pen company’s oldest employee in length of service, to Presi- 
dent Walter A. Sheaffer Il in a ceremony arranged by the 
employees without Mr. Sheaffer’s knowledge. Mr. Brown joined 
the company in 1914, a year after it was founded by Walter 
A. Sheaffer, grandfather of the present president. 


Smith-Corona Marchant Seeks 
To Buy British Typewriters, Ltd. 


Smith-Corona Marchant Inc. announced that it is seeking to 
purchase British Typewriters, Ltd., of West Bromwich, 
England 

Elwyn L. Smith, president of Smith-Corona Marchant, said 
that a cas ffer for all the outstanding 33,000 common shares 
nd 39,267 (par value) preferred shares has been transmitted 

the sl holders by the directors of the British company, 
who | commended its acceptance If approved by the 

ckholders, it is believed that the transaction will be com- 
pleted by September 1, 1958 

[The company’s plant in West Bromwich, near Birmingham, 
vas completed in 1954, and is considered the most modern 
typewriter factory in England. The original manufacturing 

cilities re destroyed by Nazi bombs during World War II 

In addition to domestic and export sales of its typewriters 

name of “Empire”, British Typewriters, Ltd., 
bsidiary, Office Equipment Distributers, Ltd., dis- 
ributes ot office equipment in Britain, primarily of Swiss 

1 Germat anufacture 

[he company has also announced plans for the construction 

a new plant near Cortland, N. Y., for the manufacture of 
parts table typewriters. Construction of the plant, which 
will have 150,000 square feet of floor space, will begin in the 
fall, it w announced 


Large Number of Machines Missing 
BOSTON, MASS 


I G Business Machines Co., 135 Lincoln St., Boston, 
innounced that a large number of Olivetti Corp. machines 
its stock are now missing. Dealers who may come across 
the following numbers are asked to contact the 
ines are Divisumma/24—36122, 59612, 62916 
35, 64108, 64110, 64112, 64134, 64174. Divisumma/14— 
308 303 993635. Multisumma/14—520525, 520961, 
171 ) d 522242, 522259 EL/14 178158. EL/22 
13154, 13155, 13158, 13159. Duplex/21—04596, 
04598 letractys—20196, 20245, 20657, 20698. Lexikon 80 
75348, 75549, 88635. Lexikon Electric—1039590, 1039593, 
1041120. Lettera/22 397827, 421750, 423187, 428628, 438882, 
439888 991907, 226397. Studio/44—914123, 914188, 
92473 
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See it at our Booth No. 85 at the 
National Stationery and Office 
Equipment Show. September 27th 
through October Ist. Conrad Hilton 
Hotel. 


2222 W. CLYBOURN ST. 
Milwaukee 3, Wisconsin 





DON’T BE 
SATISFIED 


IMPROVE YOUR 


A PROFIT PICTURE 


DEALERS WHO KNOW 
GO WITH ROMCO 


ROMCO 


The ROMCO desk line is beautifully 

styled to sell, yet moderately priced. 
“TO SHOW IT IS TO SELL IT”! 

METAL PENCIL 


ROMCO features unlimited desk selections including 24” 
and 30” tables, fixed bed desks, 24” space saving series, 
Executive, Aristocrat and overhang series. 


WRITE TODAY FOR COLOR CATALOG 
ROMCO EQUIPMENT CO. 


358 MARKET ST., KENILWORTH, N. J. CHestnut 5-3375 
N. Y. OFF., 154 NASSAU ST., N. Y. 38, N. Y. BEekman 3-3922 


Finest 
quality 
construction 


Featuring: 





FOOLPROOF 
LOCKING 
DEVICE 
RECESSED BACK 
HARMONIZING 
COLORS 
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FOR EXTRA PROFITS... TEST THIS SELLING IDEA IN YOUR STORE! 
OFFER THIS STAND AS A FREE GIFT 


Retails for 
$7.25 each* 


HASCO’S 
rover BRAND 





When your customer purchases a Portable Typewriter or similar item)! 


Don't byposs this sure-fire way to get additional ‘BACK-TO-SCHOOL 
business. HASCO'S ALL-PURPOSE FOLDING TABLE has a thousand-and-one 
different uses. Sets up in a jiffy. Folds in a jiffy. Easily stored away 

Offer it as a portable typewriter stand 8mm and 
16mm movie and slide projector stand for that ‘‘extra’’ table at home, 
school, or in the office. It's attractive. Sturdy. Rugged one inch, rubber 
tipped steel legs with handsome brown enamel finish are topped with 
heavy duty, tempered, stain resistant Masonite 


SEND YOUR ORDER TODAY! 


for TV snacks 


With each dozen of No. 395 [illustrated ot right) that you order, we will send 
along ONE ADDITIONAL STAND ABSOLUTELY FREE! Top size 16” x 18”. Height 
30”. Save money. First come First served 


*Slightly higher West of Rockies 


manufactured and guaranteed by 


ovr: ra >) CD >D = aa O] 0 F 





308 So. Fourth St. «© St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands. 











CONFERENCE TABLES 
by 
Worden of Holland 





Conference Table 
No. 171 


A line of conference or directors room tables embodying 
three style designs to fit all modern decor. A product of 
the highest quality in materials and workmanship. Special 
custom styles. Write for complete illustrated information and 


literature on our conference table line. 








‘he WORM ans 


HOLLAND MICHIGAN 





216 


Norelco Featured on TV Shows... 





The new Norelco “35” office dictating and transcribed tape 
machine distributed in the United States by the Dictating 
Equipment Division of the North American Philips Co., is being 
featured weekly on two nationwide NBC network TV shows in 
a move to reach the business man at home in a relaxed and 
responsive state. The programs are ‘Music Bingo” and ‘‘Hag- 
gis Baggis’’. Both are quiz shows and are telecast over the 
NBC-TV network on 150 affiliated stations. 


Eaton Paper Adds to Sales Staff 


L. G. Morris, Eaton Paper Corp. sales manager, reports that 
sales service will be intensified in certain territories through 
staff shifts and the addition of sales personnel. 

Mike Cieslak, well known in a Mid-west area including 
suburban Chicago, northern Illinois, and eastern Iowa, has been 
transferred to Texas. Taking over Mr. Cieslak’s former beat is 
a new Eaton representative, Don E. Birkeland. Mr. Birkeland 
will be calling on old friends for the paper company as he has 
sold in this same territory for a number of years. 

Alec Simpson, of New Orleans, is another newcomer to the 
Eaton selling force. He will cover Arkansas, Louisiana, Missis- 
sippi and Alabama, states in which Mr. Simpson formerly trav- 
elled for the American Sugar Co. This augmentation of staff will 
enable veteran Eaton men, Henry Bredow and Mike Cassidy, 
who have called on dealers in that area, to intensify their cover- 
age of stores in the concentrated area of their present territories. 


June Sales Up for Victor Adding; 
Recession On Way Out—Bakewell 

A June sales increase of 62% over May is reported by Victor 
Adding Machine Co. for all of its domestic sales and service 
branches in 52 major cities. 

“We believe the so-called recession is definitely on the way 
out of our sight,” A. F. Bakewell, sales vice-president, said. 

He emphasized that the nationwide branch sales in June also 
were 10.8% higher than the equivalent figures for June 1957, an 
“excellent pre-recession month.” 

Bakewell termed “highly significant” the fact that the nation- 
wide branch sales average for May, exceeded so dramatically in 
June, had, in its own right, topped the corresponding May 1957 
level by more than 7%. 

“The up-trend with its sales peaks that exceed even good 
1957 months is becoming so definite that soon even a very 
myopic businessman will not escape noticing it. And what 
makes our record especially meaningful is the fact that the 
Victor branch network covers all the important business centers 
of the country,” Mr. Bakewell said. 


Shreveport Firm Changes Name 
SHREVEPORT, LA. 


City Typewriter Service, 1601 Marshall St., has changed its 
name to City Business Machines. 
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"ol puts EFFICIENCY 
assure profit S Za into daily routines 


IVDTANA 


UNDER-COUNTER 
CASH DRAWERS SY, you! 

















O°? my vs 
COMPLETE LINE ey aa te hed” Res, 





“DANDY” 


4 Popular Models BOX FILES 









@ No stock to carry Hie 


Ps 


— we will make | 4 
drop shipment — in ms 
24 hours 


x \ 
‘ * >: 
@ Full dealer discount. | ‘ 
oe et} . 
@ Finest product of e 
its type available. 









Model R - 1 
Has removable metal money | AGATE 
tray with lock-on lid | CARD TRAYS 
| 


To sell Indiana Cash Drawers all that is necessary is to display 
one. Your customers will like this high-grade product made of 
Indiana hardwoods — with smooth finish inside and out. Quiet 
roller mechanism — warning bell that rings when drawer opens 

— high-grade disc tumbler lock. 


Write for bulletin. 
INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


HEDGES mre. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 





Shelbyville, Indiana 
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sold 
MARSH 77 


FELT-POINT PEN 


Your sales jump as national consumer 
advertising creates a preference for the 
Marsh 77. Stock this fast-moving, 
high-profit pen for smaller inventories | 
and simpler ordering. , 





small investment— BIG RETURN 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 
4 DECORATIVE COLORS 
green-blue-sandtone-gray 
© less time wasted 
@ better efficiency 


© less than 1c a day for one year 
with long life ahead 


Send for free comprehensive report on sharp- 
eners, Booklet P. 


Cc. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 










Write today for FREE tested sales plan. 


Instant-dry ink ® 
Marks ANY surface ® 
Ten ink colors ® 


MARSH 


MARSH CO. * 83 MARSH BLDG. Belleville, Ii! °-a7 
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7 TO14 DAY 
SHIPMENTS 


Shipped in your name 


STANDARD © CUSTOM 


REGISTER FORMS 





ALL FORMS 
SHIPPED 
BY ROYAL 
ARE 
MANUFACTURED 
BY ROYAL 

















MODEL PD.-1 
All-Steel Portable Register 
(FEsRG with Automatic Snap-Out File Drawer 


COMPANY Write or wire for 
nT a Illustrated Catalog 


kK 


NASHUA NH 








SUPER-OBRO 
$7 complete 
with 1000 SO staples 





Here is the 
NEW LOOK 
‘that will bring Markwell 
Dealers increased sales 
and profits 








Markwell Premium 
Quality Office Staplers 
— designed, styled 
and priced for every 
stapling need 


» Markwell Office Staplers now furnished 
complete with Staples 





» New lower Dealer prices on Markwell Staples 


» New lower Consumer prices on Markwell Staples 
» New and exciting Sales Aids 


WT larhaarell 


ST., Soe YOR 
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Mosler Safe Names Advertising Manager 


Arnold Belasco has been appointed ad- 
vertising manager of the Mosler Safe Co 
He joined the company in 1952 as assist- 
ant advertising manager. He will co-or- 
dinate the activities of the four agencies 
serving the safe company and its affili- 
ates. Prior to joining Mosler, he was an 
account executive at Albert Frank-Guen 
ther Law, New York City advertising 
agency. 





Neil Short & Associates 
To Represent Rubbermaid Lines 


Neil Short & Associates has just been named to represent 
Rubbermaid Inc., in the stationery and office supply field. Head- 
quartered in Chicago, Neil Short & Associates will handle the 
Rubbermaid line in an eight-state territory which includes Wis- 


consin, Missouri, Iowa, Minnesota, Nebraska, South Dakota, 
and North Dakota 

The announcement was made by John D. Gans, manager of 
the: Rubbermaid commercial sales division 


“Advances in office styling, and the growing use of items like 
our plastic wastebaskets, has created the need for specialized 
Rubbermaid representation in these additional fields,” Mr. Gans 
noted. 


Odhner Portable Calculator at New Price 


The compact portable Odhner Calculator, Model 227, is now 
being offered at a new, lower price of $99, it was announced 
by Facit, Inc., U.S. distributors of the Swedish-made Facit cal- 
culators, typewriters and Odhner adding machines. 

This is the machine which has the “back transfer’’ device 
which makes it possible to perform repeated (chain) multipli- 
cations. 





DEALERS . . . AN OPPORTUNITY TO 
STOCK THE FINEST OFFICE FLOOR MAT 
MADE! AN ITEM YOU'LL WANT 





TO HANDLE . . . BE PROUD TO SELL. 





t 


ww CRYSTO-MAT 


Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/44"" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly “blobs” in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. It will move fast and bring 
you steady profits! 

For Full Sales and Profit Particulars Write: 


CRYSTO-MAT CO. 


{Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. AUBURN, NEW YORK 
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make money on yar lable numbering 


Rings up a sale every time a cus- 
tomer says ‘“‘variable number- 
ing.’ Prints or skips any number 
as many times as desired in a 
progressive series. Sells itself as 
soon as you demonstrate it! 


a 
Write for Selector Catalog and Dealer Discounts 


WM. A. & CO.. apes 
ae 216 Nichols Av 
ae Brooklyn 8 


; Offices NEW YORK e 








ard lounges 


anda de igne for 
rt. esa na yid frame ' Offices 
4, gleaming chrome end Lobbies 
f Duran upholstery Reception 
Rooms 
Rest Rooms 


NEW LOW LIST PRICES! Beauty Shops 
Patios 


e Chair $ 6 
pris ; se SINGLE 
S soungm . DOUBLE 

n t. ~ TRIPLE 


Send for '58 Price List and Catalog of Lounges, Lecterns, Tables, 
Chairs, Booths, Showcases and other profit makers, We sell thru 
dealers only. 


A 
JECA MANUFACTURING CO., IN 


13 VINE STREET —_— — EVANSVILLE, INDIANA 
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NEW PROFIT MAKER! 


A MUST 
For Every Home 
and Business 





CHECK CASE: * RETAILS] 95’ ‘ 


*, WEST COAST $2.05, . 

-eCoeee coee® 
Display a 4 color assortment and watch the sales roll in! 
Provides a low cost, permanent, systematic filing system for 
canceled checks of all sizes. Holds up to 3 years supply. Made 
of sturdy binder’s board, Permanently positioned guides, heavy 
luggage latch, metal hinges. Includes gold gummed year labels 
for outside of case and alphabet labels for those who prefer to 
file by name. 12 to a carton, assorted colors, Colorful 
display card and other sales helps available ! 


Y. Attrsctive Colors 


CHERRY RED SKY BLUE 
SEA GREEN NAVY BLUE 


PACKED 12 TO A CARTON IN ASSORTED COLORS 


AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 











HOOKRITE CHAIR MATS 





(> COMPETITIVE PRICES — 
PROMPT DELIVERY 


WRITE FOR 
DEALER 
LITERATURE 


AND PRICES 


Meets Government Specifications — Fabricated from 
+" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 

HOOKRITE PRODUCTS CORP. 


STREET NEWARK 5, NEW 
i Dr 
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NEW 


STACOR-MATIC 


AS 


ty 
7, —_———n nt 
” Toe Toucn co™ 





table that “7s 
makes sales sense ° 





@ Increases productivity, efficiency 
@ Saves man-hour costs @ Reduces waste motion 
© A complete work-station in one unit. 


| 
| 
drafting 
| 
| 


Get all the facts—send for illustrated 
Bulletin 704 and complete new Stacor catalog 


STACOR EQUIPMENT CO. 


309 Emmet St., Newark 5, N. J. * Bigelow 2-6600 














Why do SMOKADORS continue to 
OUTSELL all in their price class? 
Nos. 7, 7-C, 7-B have Mason 
Glass Jar Receptacle; whereas in 
Nos. 1, 1-C & 9-H the Bowl is the 


Receptacle. 
(_ x) Cannot Tip Over & Spill 
7 So 





Smoketight. 
Easy to Clean. 


No Odor. 


Pictures & Prices of 101 
Products mailed on request 


SMOKADOR MFG. CO., INC., Bloomfield, N. J. 
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NEW TYPEWRITER PAD 
SELLS FASTER 






because it’s 


THICK “< 





100% non-skid, longer-lasting, easier 
to clean, thick and spongy to deaden 
office clatter, Ace brings you the top 
performance and fastest selling type- 


writer pad you ever saw. Workers 


#100 for standard 
machines $2.25 


#200 for adding 
machines $2.65 


#300 for electric 


machines $3.95 


love the anti-fatigue qualities, man- 


agers love the years of service, every- 


one loves the smart and colorful Higher in the 11 
Western States 
good looks. Full profit markups. 7 COLORS 
, a. ‘ Grey, black, green, brown 
Ask your jobber red, maroon, biue 








or write 


ACE LITE STEP CO. 


1706 S. STATE ST., CHICAGO 16, ILL. 














4 Send for Your Copy Today 
Full Color—40 Models 












S 
| NSOEA—chicago Booth 56 
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Carload of Staplers for Canada... 


A FULL CARLOAD 
Swingline STAPLERS 





This fu arload of Swingline staplers was recently imported 
into Canada by Saxon Office Equipment, Ltd., 156 Evans Ave 
Toronto. The firm, of which W .R. Davis is general sales man- 
ager, is exclusive Canadian distributor for Swingline staplers, 
staple nd oftice accessories 
Underwood Reports 8% Net Sales Gain 

Total t sales for three months ending June 30, 1958 re 

rwood Corp., were $18,031,530, which was an 

inc! f § over sales of $16,637,516 for the three months 
ending M 31, 1958. Total sales for the quarter ending June 
30, 1957 inted to $21,692,350 

Net n worldwide operations for the second quarter 
amount to $1,083,207, compared to net loss of $1,986,013 in 
the first ter of 1958 and a profit of $431,298 in the second 
q i 


New York City Firm to New Location 
NEW YORK CITY 
Gale & Grimlcr, Inc. announce removal to 13 E. 30th St. The 


printers and engravers now is located on one 
ntire fi nd would appreciate receiving catalogs from man 


LOOKING 
7 q FOR THE 
+. ; BEST? eee 


ro \ You'll find... 
e's “THE 
‘ ’ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 




















information 

On Oi? 

complete line 
, , 

today 


R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 
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J lk asteners 


\ 





SBitthileme melas 


Larae Variety of Sizes tale Styles 


Noesting considers QUALITY 


is of first Tulelelae-ale= 


NOESTING PIN TICKET CO. .IN 
18 t&. 130th Street New York, N 





Y 





DESIGNED FOR BEAUTY 
BUILT FOR DUTY 


FRITZ-CROSS CO. - 300 East Fourth Street - St. Pau! 1, Minn 
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STENCILS © PROT 


Kile + City. y 
, U.S.A 


oe C N 








GUMPTION 


in a Bright, New Package for 


> Ea 












Gumption with NEW 
SUPERCLEANSING ACTION 
wipes away all stains 
4 from linoleum and plastic 
@ desk tops. Guaranteed to 
remove Hectograph & 
Ditto Ink Stains — Carbon 
& Crayon Marks! 


wives ™ 


PTION aps oot 


al? tout 4 
= 1 dak prvettee al pe 


ies 2 perfect for steel, aluminum, chrome and 
leather chairs, desks, files, and other office 
furnishings. Full money-back guarantee. Priced 
for volume sales and new profits! 

Call or write today for trade discounts. 


GUMPTION 


Products Corporation 
56 Reade St., New York 7, N. Y. * BArcaly 7-8482 


Exclusive U.S. Distributor 
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New NSOEA Posture Chair Sales Manual... 





“How to Sell Posture Seating,’ is the title of this new sales 
training manual for dealer salesmen recently offered to mem- 
bers of the National Stationery and Office Equipment Associa- 
tion. The 32-page manual is a complete revision of the No. 7 
booklet originally issued. The new manual also bears the same 


number. 


Roberson Opens Typewriter Service Shop 


OKLAHOMA CITY, OKLA. 

Bob G. Roberson and his wife, Irvena, have opened a type- 

writer service shop at 4601 S. Blackwelder. Mr. Roberson has 

been in the typewriter machine business for more than eight 

years. Much of the work is done away from the shop, including 
both repair and machine demonstrations 





|NEW... DISTINCTIVE 


EYE-CATCHING ——— 


HAMMOND’S 
~~ is’ 


‘ INFLATABLE 


ILLUMINATED 


INTERNATIONAL 
GLOBE 
$24.95 


Non illuminated 
$16.95 






















> Handsome, wrought iron, 
rubber-tipped table stand 
harmonizes perfectly with 
any decor; doubles as an 
attractive wall bracket. 





The world in beautiful color...on a glasslike, washable, vinyl surface. 
Unbreakable globe deflates and folds flat for storage or shipping; features 
unique lighting mechanism in axis that illuminates from within. Large, clear 
and easy to read, Hammond Illuminated International Globe measures 
almost five feet around at equator. An exceptionally decorative and useful 
appliance, it will add a note of distinction to any office or home. 


See the many opportunities offered you by the extensive line of 


Hammond globes, maps and atlases — write now for your copy of 
the latest C. S. Hammond catalog. 


Maplewood 
New Jersey 


S. Hammond & Co. 
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Aigmont the office supply buyer says « « « 


Y "an index divider 
that lasts 


S 3 times 
2” longer" 





_ 
* 
/ N\ ligmor Z7 about AICO's 
7: Rip-Proof Loose Leaf indexes. They 
won't wear, tear or pull through at holes 
Ideal for use in ring books, post and 
ledger binders ind memo books 
Binding edges are reintorced with 
| } MYLAR * plastic. It is stronger than 
other reinforcing, less bulky... and 
| costs less! 
} In all stock sizes and made-to-order. 
i Choice of a wide variety of index tabs 
and colors. 
/ AVAILABLE AT YOUR STATIONERS 
Pith or write for samples and prices 











* DuPont's registered Trade 
Mark for its polyester film. 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
*consumer readers of business magazines carrying this AICO advertisement, 





There's lots of business to 
be had in traditional book- 
cases ... and Hale is the 
leader for modern, contem- 
porary or traditional designs. 





Fashioncd by skilled crafts- 
men from genuine walnut, 
oak and birch, Hale cases are 
available in solid end design 
or in sectional construction 
(ideal for later expansion ). 


There’s a Hale bookcase 
_for every customer! 
Write for free catalog. 


ilustrated is Hale’s “800” line with receding 
glass doors. (Sliding doors also available.) 


INDUSTRIES, INC. 


DIVISION OF F. E. 


HERKIMER, NEW YORK 


MANUFACTURING CO. 





YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 
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G. J. AIGNER CO. 
426 S. Clinton St 
a Chicago 7, IIlinois 
| MYLAR | Plants in Chicago 
Rochelle, IIlinois; 


New York and Calif. 








Adjustable OPNWIND O. metal tabs make it easy, eco- 
nomical to expand or revise present filing system; 
start new systems; or convert to shelf filing. Avail- 
able in | and 2 inch widths, the tabs are complete 
with clear or colored plastic label covers. 


Write for information on the complete line 


CHARLES C. SMITH, INC. 


EXETER, NEBRASKA 
For more than 60 years, a,complete ling 


of time-saving signals and indexes 





SEE OUR EXHIBIT—BOOTH M23 


N.S.O.E.A. CONVENTION, CONRAD HILTON HOTEL, CHICAGO 








Arm Choir 
No. 604 






AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN % 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, en 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th F or) 
MIAMI—3900 Biscayne Boulevard i 
SAN FRANCISCO — *558 Western Mdse. Mort, 1355 Market St. 
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WORLD'S LOWEST PRICED ss 
UALITY TAPE | um 
DISPENSERS a 


SENIOR 3” 
Automatic Dispenser 


Ejects gummed tape of predetermined lengths 
2%" to 36”, width 11.” to 3”. Visual meas- 

uring scale, lifetime stainless steel blade, pressure weight on 
2 bristle brushes assures even wetting. Side bottle maintains 
water level in removable tank. Fully enclosed body. 





WALTERS 60 Automatic 


New model features push down handle 
that automatically dispenses, moist- 
ens, measures and cuts off %” to 
1%,” wide gummed tape in adjust- 
able lengths of 2” to 71”. Precision’ 
formed. Rustproof, unbreakable. di 
Lifetime blade. 100% pure ; 
bristle brushes. Removable, cast 
aluminum water box. Hammer- 


$1995 


A complete line of manual and avtomatic tape dispensers. 
Write for catalog—Agencies Avoilable 


Seal-( )-matic 
DISPENSER CORPORATION 
Formerly Lipton Mfg. Co. 












yale] 4-1ae (oon ae) 
Illustrated 


Automatic — 
i folrey sete) <c fom @lelets 


Office 


SEE OUR BEST SELLERS 
AT THE NSOEA EXHIBIT 
BOOTH {336 W 





Write for Illustrated 
Catalog and Prices of 
Complete Line. 





‘nd Riceg Propucts, INC. o.». 


111 Pioneer St., Brooklyn 31, N. Y. 
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Ray Turner Joins Spokane Firm 

Ray Turner, former owner of Ray Turner Office Equipment 
here, has joined the sales department of Business Equipment & 
Supply, Inc. Mr. Turner has been in the supply and equipment 
yr 30 years in Spokane. 


business both as owner and salesman fi 


At the same time, he has opened his own office at W. 418 
Sprague Ave. in Spokane in order to serve his well-established 


customers of Acme Tag Co., Strayer Coin Bag Co 


irect factory 


and othe facturers whom he has long represented in this 


area. He is seeking one or two additional direct factory lines, 


non-conflcting 


Hanover Pen Appoints Representatives 


Appoint: representatives to handle the new line of 
Silhouette’ ball point pencils has been announced by Bill 
Houghland of the Hanover Pen Co. The following representa- 
tives have been named: Granville Davis Co., Chicago, Midwest 
representati Lew Petterson, Boston, Mass.; Albert J. Buechl, 
Buffalo, N. Y.; Charles Crayhon, St. Louis, Mo.; H. Lambert, 
Miami Beach, Fla.; and Stanley Saks, Philadelphia, Pa 


Mr. Houghland also announced that 
Southern, Southwestern and Western 


representatives fo! the 
territories will be ap 
territories 


pointed. Applications are being received from thes 


J. & J. Tool Representative Named 


Mitchell R. Kessler has been appointed manufacturers’ repre 
sentative for New York by BeLA Folding Chair Division of 
J. & J. Tool & Machine Co 

Mr. Kessler has BeLA Chairs on display in his New York 


Exchange showrooms at 200 Lexington Ave 


City Furniture 
BeLA chairs are available for immediate shipment from his 
Mid-Hudson Warehouse, 29-51 Pavonia Ave Jers 
N. J 


City 2 





THAT’S 


MOORE 


MAPTACKS 


a (Map Companies do-EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
- Nationally Advertised 


~ \ 
\ 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST 


PHILADELPHIA 44, PA 
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W/ AU qindl 


SINGLE ALuiD 


IMM aged STAIN REMOVER 


STEMPEL MFG. CO. e 2830 Roberta St. @ Dallas 3, Texas 


Get Into the PROFIT 
SPOTLIGHT |g 


> rox seus SD 
LOOSE LEAF Vie ae 


ACCESSORIES 









CHARLES LEONARD, Inc. Mfrs. of Stationery Specialties 
79-11 Cooper Avenue, Glendale 27, N.Y. 


ROLLING LADDERS—Made from 
Oak or Birch 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 
“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round | 
furniture tubing, with expanded 
metal steps. Mounted on Swivel | 
| 





ie 
KX SA | 
] PK | | 





2X 
\ | 
| \ \ » AK | 
Brake Casters. Ladder can be rolled j rye \) 
freely when no one is on it. When i lh if ‘1 
you step on the ladder the rubber a aN {i 
tipped legs rest on the floor and ‘> == ’ 
prevent rolling. Made in 1 to 13 AS 
tep heights, and 4 width 





3 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN 


123 W. Spring 
Naperville, Illinois 
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cooperates! 


DEALERS — With the backing of WRITE’S intensive service, it's 
easy to increase your profits on carbon paper and typewriter 
ribbons. Get details! 


WRITE, INC. *7°\*Ficicry: Bragepore Conn.” 











More and More Leading Draftsmen 
Accountants and Artists 
are INSISTING on 
“7ra- Potut 


LEAD POINTER 





For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to 4%” long without breaking. Just 

insert lead and rotate lid. 





Variable Taper Mode! 









Write for Literature and Dealer Prices. 


eWARD MANUFACTURING co. 


Boker Stree - 1, Michiga 





BETWEEN 





SELL THE LATEST IN MEMO PADS 


EW “smart > an a Continuous desk level 


NOTE PAD writing surface 


@ Patented construction 
guarantees perfect 
rolling and re-rolling 


@ Complete with attached 
pencil and extra loose 
note paper 


e@ Best for telephone 


notes, etc. 
595 RETAIL 


write for dealer discounts 


WECKESSER COMPANY 


5703 Northwest Highway e« Chicago 46, Ill. 





















MANMUFACTURIAG MPany 


1316 © MAIN FORT WORTH TEXAS 
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Sheaffer Announces Christmas Window Contest 


A total of 53 prizes will be offered to retailers in the 1958 
Christmas window display contest of the W. A. Sheaffer Pen 
Co. There will be three $100 cash prizes and 50 prizes of 
Bulova watches. 

The contest will be conducted in connection with use of the 


company’s new R-120 Christmas display, which will be offered 
to retailers by the sales force after September 1. In full color 
with automatically turning pages that feature Sheaffer's con 
plete line of special gifts for both men and women, the display 
is valued at $25. It will be shipped with each order for one 
Statesman Snorkel ensemble at list price. Shipments will begin 


about October 1. 
To enter the contest, dealers send pictures of their Sheaffer 


Christmas window displays to the company’s offices at Ft 
Madison, Iowa. Entrants will be issued a $7 credit against the 
list price of the Statesman ensemble received with the display 

To be eligible for a contest pri lealers must use the dis 
play as a focal point for their window designs for one week be 
tween November 15 and December 24. The contest will be 


judged in January, and winners will be notified the latter part 
of that month 

“Last year’s contest, in which dealers made sales-producing 
use of displays themed to national advertising, was a great 
success,” according to G. E. Davidson, Sheaffer's merchandising 
manager. “We expect this year’s contest to be even more so. 
Our current display materials are tied tightly to our strong 
national television, magazine and newspaper advertising pro- 
gram.” 


Atlas Desk & Safe Appoints Myers 


Atlas Desk & Safe Co., division of Atlas Stationers of Los 
Angeles, has announced the appointment of Randall J. Myers 
to the position of design sales co-ordinator. Mr. Myers comes 
to Atlas with a depth of background in his field, having worked 
several years for Pereira & Luckman as design co-ordinator, and 
with W. & J. Sloane in the contract furniture department 

Robert C. Adler, general sales manager of Atlas Stationers, 
also advises the many friends of Mrs. Pat Pierce, formerly of 
Atlas, and of Denver, Colo., that she is now off the critical 
list and may receive visitors at the Santa Fe Hospital in Los 
Angeles. Mrs. Pierce was an auto accident victim 


Ivan Allen Co. Publishes New Catalog 


Publication of this completely new catalog marks the third 
printing of this member of the Ivan Allen catalog family. 

From the four-color process “‘slick’’ cover to the attractive 
Art Metal insert, it is new—both in format and in items shown. 

The front and inside front covers feature two new lines by 
Myrtle Desk Co. while the inside back cover features Ivan 
Allen's Panoramic Office Planning service. 

The front section features outstanding lines of executive, 
conference, reception and general office furniture in wood and 
steel. One page is devoted to decorator accessories. 

The center 31 pages feature almost the entire Art Metal line. 
The back section is devoted to filing, storage, security and mis- 
cellancous equipment with a special section on Amco label 
items, primary popular price items 

Four pages are devoted to partitions, a field that is rapidly 
growing in importance and volum« 

Some 7,500 copies of this new catalog will be distributed 
through Ivan Allen’s nine stores during the coming weeks 


Consolidated Stamp Opens Dallas Office 
DALLAS, TEX. 


Consolidated Stamp Manufacturing Co. announces the open- 
ing of a Dallas, Tex. sales office and warehouse on August 1 
Complete stocks of marking devices and manufacturing sup- 
plies will be maintained to service Texas and the nearby states 


including Arkansas, Alabama, Louisiana, Mississippi, and Okla- 


homa. 
The new address is 2210 Irving Blvd., Dallas 7 
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Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 


59 BRANCH ST « ST teers 7. 





LARGEST ALL-LIQUID INK 
RESERVOIR ON MARKET 


e No messy refills e Patented ist PRICE 
device prevents drying 
e Waterproof e Dries in- 
stantly e Makes Narrow or 
Broad Lines on any surface. 


IN GREEN, RED, BLUE, BLACK — WRITES FOR MILES! 


FULL TRADE DISCOUNTS For Particulars Write: 
477 Kenmore Blvd., 


W. J. RUSCOE Co. Akron 1, Ohio 


vy silent, permanently lubricated, 
lintproof 
vy swivel instantly to prevent scuffing and wear — 
roll easily even over deep carpets . 
vy metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 
vy attractive finishes of antique copper, satin chrome, or bright brass 


Write, today, for your dealer catalog and consumer literature 


SHEPHERD CASTERS, INC. P.O. Box 672 Benton Harbor, Mich. 


(In Canada: Shepherd Casters Canada Ltd., Toronto, Ontario) 





You can send along a salesman 
... with every business machine you sell! 


Keep Klean typewriter and business machine covers black 
rubber, gray rubber, gray plastic. Keep your customers ‘‘Dealer- 
Conscious” with your trade-mark and message on every Cover. 


Write for prices, discounts, etc. now! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 
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Sell BEACH'S 


the LEADER in sales 


BEACH Expense Books come 
to you in this convenient 
Counter Display Carton 
—- and sell on sight! 


Beachs 





ommonsens, 
Expense 
Book 





Samples, Prices: 
BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 





RY, a | 


MARKIL 
CELLULO/0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markile 


902p S. Wabash Ave. 







Chicago 5, Ill. 












THE VERY BEST VALUE 
IN COPYHOLDERS 


e Patented Knee-Action Grippers 


16°W 2 12°H o°W x 16°H 


BCURTIS-YOUNG CORPORAT 


Copyhoide J 
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Hold All Copy Securely 
THE LEADER 


IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Exowy. 
CHICAGO NEW YORK 

564 W. Randolph St 37 Murray St 

DALLAS SAN FRANCISCO 


1232 Crampten St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 
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You can earn good 
commissions selling 


Dout 
PASS UP THOSE 
EXTRA 


COMMISSIONS 


our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 





Write for Information 














NEW COLLECTION FORMS 
ADDED TO TOPS LINE 
SEE THEM AT 
OUR DISPLAY BOOTH M76 


NSOEA CONVENTION 
SEPT. 27 TO OCT. 1, 1958 


BUSINESS FORMS 





107 N. WACKER DRIVE 
Chicago 6, Illinois—-ANdover 3-6755 








SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 
weite FoR CirecuLae: 


CAN-PROG,.. 


33 € MeWLIIAMS $1. 
FOND OV LAC. WIS. 








LARGEST AND MOST 


IMPORTANT SHOW of 
its Kind in the World 
Most representative in 
products and services 
— more than 500 in all 
. .- Most important in 
management attend- 
ance... Most important 
source of new ideas. 

New York Coliseum, New York City 
October 20th through the 24th 


1958 
National Business Show 
Rudolph Lang, Mgr. Dir. 


530 Fifth Ave., N. Y. C. 
OXford 7-7142 
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all new ! 


FROM 


JASPER CHAIR 
COMPANY 


< THE AWARD GROUP 





THE NORDIC GROUP 








eee 





THE RIGHT CHAIR AT THE RIGHT PRICE 


o> gg bin tg ; 
ag 
: - 


re Pe | 
mi . % 
| ae, 2d 


roe 


2 NEW GROUPS OF HANDSOME CHAIRS 


see both groups 
at the 
NSOEA CONVENTION 








VISIT US AT THE CONRAD HILTON e ROOMS 505-507 e SEPT. 27-29 


JASPER CHAIR COMPANY - JASPER, INDIANA 
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Mod-U-Ell Desks 

—over 100 combinations pos- 
sible, in a wide choice of dec- 
orator colors. 


Credenzas 
—equipped to your choice: 
bookcases, cabinets, glass or 
metal doors. 


Counter Files 

—plus other drawer files, Pro- 
File, Microfilm cabinets, sup- 
plies. 


Y&E Steel Partitions 
—self-standing partitions in 3 
heights, 11 lengths, 7 types of 
panel inserts. 




















DEPTH! 


There's a wide variety of answers to every 


office need in Y&E'’s complete line of office 


furniture and equipment. 


Desks: 5 distinct lines of desks, including the 
new Mod-U-Ell line—plus 37 models of ma- 
chine and secretarial desks. 

Files: Standard drawer files or the new 
space-saving (Pro. ile Cabinets. 

Other equipment and supplies—including 
Credenzas, Counter Files, Y&E Steel Par- 
titions, Bookcases, Sort-O-Mat, and more— 
demonstrate the depth of the Y&E line. 
Write for all the details. 


*Patented 


See us in Suite 600 at the NSOEA Convention, Sept. 28-Oct. 1 


Yawman « ERBE MFG. CO., INC. io1s say street - ROCHESTER 3,N. Y. Ce 

















$7950 


COMPLETE 


PATENTS PENDING 


Newly engineered by Heyer and styled by the internationally famous designer, Jean Otis 
Reinecke, the new Heyer SuperScope provides the proper surface and light for profes- 
sional master copy preparation, whether it's for Stencil, Spirit, Gelatin or Offset duplicat- 
ing. The new Heyer SuperScope is portable, easy to handle, folds compactly for con- 
venient storage. It can be used in a standing position with all four legs extended, or in a 
comfortable seated position with the front legs folded under to support it at the proper 
angle for best working conditions. 


The Heyer SuperScope features an adjustable light which can be placed in any position 
over or under the glass surface, a sliding T-square, and clamps that hold stencil, master 
or negative firmly in place, leaving both hands free. Both light and T-square lock into 
position. The full 10x18% inch diffusing glass accommodates 9 inch stencils or standard 
U. S. sizes interchangeably. Also accommodates 10 inch masters and paper offset plates 
Beautifully constructed with walnut frame and plated metal parts 


Cartoons, illustrations, lettering, ruling, tracing, etc. for all duplicating processes are 


done quickly and accurately on the new SuperScope. You simply lay the stencil or master 
on glass surface, square it up with the T-square, clamp it firmly in place and adjust the 
light (over or under) to exact position desired. When tracing, lay item to be traced on 
the glass surface, then clamp master or writing plate and stencil over it, adjust light and 
you are ready to start. Equally usable for general drawing, tracing or offset negative 
Opaquing and retouching, eliminating in many cases the need for expensive light tables. 


THE 








STENCILS... 
Provides proper 
surface and light for 
best results in 
lettering, ruling, 
drawing, etc. 








MASTERS .. 


First scope ever 
provided for lettering, 
drawing, etc, on 
Spirit and Gelatin 
masters. 


OFFSET PLATES... 
Provides new ease 
and flexibility in the 
preparation of Offset 
paper plates. 





Replaces expensive 
light tables for 
opaquing, retouching ax 


negatives. 
pet 


FOLDS FLAT... 

Can be used with legs 
folded and light up. 
Folds flat for 
compact storage. 





CORPORATION 1852 SOUTH KOSTNER AVENUE-CHICAGO 23, ILLINOIS 


DUPLICATORS AND SUPPLIES SINCE 1903 





